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New-Car Sales. Top 
Four Million After 
Setback Slows Pace 


By Robert M. Lienert 
Associate Editor 

ALES of domestic new cars will 

reach four million units during 

the course of business next Satur- 
day (Aug. 27), according to 
AvtTomotive News’ estimates based 
on field reports. 

In addition to these, an esti- 
mated 345,000 imported-car regis- 
trations can be counted. 

The four-millionth sale of a do- 
mestic car has come at an earlier 
date in only two years—1955 and 


Climax Awaited 
In Chrysler Case 


Receivership Asked, 
Former Supplier Sued 


By Kenneth C. Kelley Jr. 
Staff Writer 
E Chrysler case cracked wide 
open last week and began build- 
ing to an explosive climax but 
there was no certain answer on 
just what the climax might be. 

These were the developments: 

1. A second stockholder suit 
was filed against Chrysler. The 
suit charged “gross and uncon- 
scionable mismanagement” and 
asked that a receiver be appoint- 
ed to oversee actions of the com- 
pany. The leader of this stock- 
holder group later sought still 
another form of court action, 

2. The results of the suit include 
a round of denials of the stockhold- 
ers’ charges, and the seizure of the 
Chrysler stock held by those named 
in the suit, including all of the 
company’s directors, 

3. Action in the first stockhold- 
ers’ suit which was filed in New 
York was put off until at least 
Sept. 20. The attorney for the com- 
Pplaining stockholder said Chrysler 
asked for the delay. 

7 * * 

OUR, Prudential Insurance Co., 

long considered a big factor in 
the Chrysler picture because it has 
loaned the company $250 million, 
said it was studying the develop- 
ments at Chrysler but planned no 
action at this time. 

5. Chrysler filed suit against 
Ben Stone, Detroit businessman 

(Continued on Page 45, Col, 1) 





1950. (With imports included, this 
year still runs ahead of 1950.) 


* * * 


HE situation, however, is not 

as rosy as it might first appear. 

New-car sales this summer have 
been hit by one of the sharpest 

decelerations, after a period of 

boom-level activity, ever to plague 
the market. 

As a result, sales more or less 
coasted past the four-million mile- 
stone. In both 1955 and 1950, sales 
carried at lofty levels throughout 
the late-summer months. August, 
1950, still holds the alltime monthly 
new-car registration record of 683,- 
995 units. 

* * oe 


i there is a sharp upturn 
in short order, the 1960 market 
(even with imports included) will 
slip behind the 1950 rate sometime 
next month to become the third 
best sales year on record. 

At the moment, as it has for 
some months, 1960 runs second 
only to 1955 in the new-car sales 
rate. 

Dealers call up a variety of 
reasons in their attempts to explain 
the sudden slowdown in new-car 


!sales this summer. Many are in- 


clined to blame heavy pre-introduc- 
tion publicity of ’61 models, particu- 
(Continued on Page 4, Col, 1) 


Top Cars 


New-car registrations for six 
months, plus two states for July: 
1960 1959 
Pos. Pos. 

1— 7158,540— 1 
Ford 7136,966— 2 
Plym. 196,238— 4 
Rambler 177,141— 6 
Pontiac 201,359— 3 
Dodge 712,849—10 
Olds, 195,155— 5 
Buick 135,030— 7 
Mercury 77,105— 8 
Cadillac 176,040— 9 
Stude. 
Comet 
Chrysler 
DeSoto 
Lincoln 

8,305 Imperial 9,086 
276,740 Misc. 319,435 
Total All Makes 
3,417,401 3,093,953 


Make 

889,543 Chev. 
727,146 
239,378 
219,571 
208,224 
193,619 
178,517 
135,656 
81,818 
76,569 
59,079 
55,371 
41,146 
14,819 
11,900 


10— 
1l— 
12— 
13— 
1i— 
15— 
16— 


32,043—12 
23,102—13 
15,047—14 
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Dealers Draft Career Selling Program— 


This is the special committee drafting the National Automobile Dealers Assn.’ 
training project. They are, left to right: Alton M. Costley (Chevrolet), Egst"? 
H. L. Galles jr. (Cadillac-Oldsmobile-Chevrolet), Albuquerque, former NADA. 
J. Melford Sanders (Ford), Wheaton, Md.; J. Saxton Lloyd (Buick-Codillac-Opel), Day- 
tona Beach, Fla., chairman and former NADA president; James C Moore, NADA ex- 


ecutive vice-president, and Walter M. Kiplinger, executive assistant. (Story on Page 3.) 


Wage Battle Intensified; 
Area-Bonus Hopes Fade 


By William Ullman 


Washington Bureau Chief 


Territory Security 
ASHINGTON. — Chances for 
passage of the Monroney-Har- 

ris territory security bills slimmed 
as the second week of the post- 
convention session of Congress 
came to a close Saturday night. 

This does not mean that the 
Senate and House measures are 
dead forever, but it looks as 
though they are in for considera- 
tion by a new Congress, and will 
have to undergo revival and sen- 
timental treatment next year. 

In any event, it appears that the 
odds are against the two bills. 
Even if the House and Senate 
schedules at the present session 
should reach “down” to the terri- 
tory security proposals at the last 
moment, it is unlikely that they 
would make the grade. 

It is believed that Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, might swing his bill through 
the upper chamber. But the bill 
sponsored by Rep. Oren Harris, 
Arkansas Democrat, took such a 
blasting from the five big auto 
manufacturers, the Federal Trade 
Commission and the Department of 
Justice at the House hearings a few 
months ago, passage would take 
more time than the Congress will 
have to consider itself for or 
against. 

* * *” 
F COURSE, the National Auto- 
mobile Dealers Assn. and the 
National Independent Automobile 
(Continued on Page 47, Col, 1) 


Minimum Wage 
ASHINGTON, — Auto dealers 
appeared last week to have 

won their battle against. extended 

minimum-wage coverage. 
Although no final legislative 

draft had been approved by the 

Senate as Automotive News went 

to press, it was likely that em- 

ployes of auto dealers would be 
exempt from at least overtime, 
if not from complete coverage. 

On both sides of the aisle in the 
Senate, sentiment for exemption 
of dealers’ employes was even 
greater than that for hotel work- 
ers. 

Amended Anderson amendment 
exempting employes of automobile 
and truck dealers and employes of 

(Continued on Page 4, Col, 1) 
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Inside = / % 
Auto News 


@ 30,000-Mile Warranty? Letter- 
box, Page 14. 

e Rambler sights ’61 gains, Page 
2. 

@Floor-plan interest cut due? 
Page 2. 

e@ Import news: Pages 2, 4, 8, 16. 

@ Two good-faith suits set for 
trial, Page 6. 


Referral Selling: Sales Aid or Con Game? 


Eprror’s Note: The referral 
method (some call it a scheme) 
of selling new cars has tempted 
many a dealer in distress. As a 
general thing, the plan has added 
to the dealer’s distress, as well as 
to the distress of his customers. 
Yet still the plan keeps cropping 
up. For that reason Automotive 
News will explore the subject in 
@ series of articles. 

+ * . 
By William Carroll 
West Coast Editor 
OS ANGELES. — “It certainly 
borders on fraud when I tell 
you that you'll get a new car free 
(if you sell 12), This is a math- 
ematical impossibility,” says Capt. 
Harry F. Didion, head of the fraud 





section of the Los Angeles police 
department. 

“We don’t want to interfere with 
any legitimate business, but when 
you talk to people coming in... 
We feel that referral selling of au- 
tomobiles is highly unethical. And 
we're going to present the entire 
picture to the district attorney.” 

With Los Angeles police inves- 
tigating automotive sales meth- 
ods, the district attorney advis- 
ing police on legal matters, 
dealers hiring attorneys to rep- 
resent them at hearings, other 
dealers dropping referral plans 
and dealer associations making 
their own survey, local auto cir- 
cles are shaken like they’ve not 
been shaken for a long time. 

“We find most of our buyers are 





happy. They earn from $300 to $500, 
which is a better discount than 
they could get on a new car else- 
where,” says Jim Merriam, presi- 
dent of M & M Advertising Corp., 
who operates referral plans for 
some of Los Angeles’ largest deal- 
ers. 

“All our dealers were told they 
should investigate the people work- 
ing for them, because misrepresen- 
tation can result in irate custom- 
ers. We’re not shooting at volume. 
To us, unit profit is most import- 
ant.” 

x 7 * 
THE other hand, during a re- 
cent meeting at the district at- 
torney’s offices, dealers were given 
a clue to plans of local law enforce- 
ment people, Automotive people 





present report they were told that 
dealers ‘continuing fraudulent prac- 
tices (referral selling) could expect 
the entire weight of law enforce- 
ment agencies to drop on them. 

Present at the meeting was an 
investigator from the police de- 
partment, a deputy district attor- 
ney, representatives of four dealers 
using referral plans, and seven 
witnesses who made statements 
about referral selling. 

Referral selling, as now prac- 
ticed in Los Angeles, starts with 
the customer being sold a car. 
Concurrent with the sale, each 
customer is enrolled as an “ad- 
vertising representative.” 

As such, he refers new prospects 
to the dealer. As these prospects 

(Continued on Page 46, Col, 1) 
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Production Sinks 
To Low; Third 
Of Cars Are ’6ls 


Nine Makes Down 
For Change; Compacts 
Take 54 Percent 


By Martin L, Whitmyer 
Staff Writer 

C~ output in the United States 
skidded to its lowest level of 
the year last week as Chevrolet 
phased out its ’60 models and eight 
other makers were changing over 

to 1961 models. 
industry car output for 
the was an estimated 48,428 
units—« 404 percent decline from 
the previeus\week’s 81,213 assem- 
blies, but 52.6 percent above the 

81/741 cars turned out during the 
week ended Aug. 22 last year. 

Of..the ~48;428 cars .turned out 
last_ week, 17,421 or 36 percent 
were ’61 models. Chrysler Corp.’s 
Chrysler, Dodge and Plymouth- 
DeSoto-Valiant divisions accounted 
for 16,700 assemblies, and Buick 
Special accounted for the remain- 
ing 721 new models. 

Only Chrysler Corp, unit not in 
production on ’61s last week was 
Imperial, but it is scheduled to 
get a token number of assemblies 
this week. 

* ak * 
IGHLIGHT of last week’s car 
assembly operations was the 
record 54.3 percent of total industry 
(Continued on Page 47, Col, 3) 


Automotive News 
Completing 35 
Years of Growth 


UTOMOTIVE News will mark its 

35th birthday next Saturday 
(Aug. 27)—still “the lusty bible of 
the auto industry,” as readers de- 
scribe it. 

The past 35 years have brought 
Automotive News into a constant- 
ly strengthened position, a record 
achieved despite a major depres- 
sion, several recessions and -& 
world war during which auto 
production was suspended. 

Brainchild of the late George M. 
Slocum, Automotive NEws made its 
first appearance as Automotive 
Daily News (published five times 
weekly) on Aug. 27, 1925. 

* * * 

R. SLOCUM had dedicated him- 

self in the early 1920s to the 
idea that the automotive industry 
needed a trade newspaper of more 
frequency than any then published. 
Mr, Slocum needed a New York 
publisher’s assistance to launch the 
publication, however, and the head: 
offices remained in Manhattan for 
eight years. 

During this span, Automotive 
Daily News recorded the auto 
boom of the late 1920s, culminat- 
ing in the record year of 1929. 

Depression struck the auto in- 
dustry and the nation as the 1930s 
arrived, The spring of 1933 gave 
Mr, Slocum the opportunity to pur- 
chase Automotive News outright 
and move its offices to the Motor 
City. 

At this time, the editor of AuTo- 
MOTIVE News was Chris Sinsabaugh. 
He had succeeded Walter Boynton 
in 1930 as Detroit editor. 


* * * 


IRCULATION was less than 
5,000 when the paper moved to 
Detroit and went on a twice-week- 
ly basis on June 10, 1933. Circula- 
tion rose to 12,000 by Pearl Harbor 
(Continued on Page 4, Col, 4) 











2 


AUTOMOTIVE NEWS, AUGUST 22, 1960 


VW Leads with 153 Average cau 


Sales-Per-Dealer Import Ratings 


By John K. Teahen Jr. 
Associate Editor 


EF VOLKSWAGEN sales continue 
at their first-half pace, VW deal- 
ers will average more than 300 de- 
liveries apiece this year. 

An Automotive News compila- 
tion reveals that Volkswagen av- 
eraged 153 sales per dealer during 
the first six months of 1960, com- 
pared with 133 for the correspond- 
ing period of 1959. 

The VW total was the best in ,the 
nation by a wide margin. Chevro- 
let led the domestic makes with 
123 sales per franchise. 

Volumewise, of course, it was a 
different story. Chevrolet's 7,200 re- 
tailers delivered 887,671 new cars 
during the first half, compared with 
76,991 for Volkswagen’s 500-man 
dealer organization. 

+ + & 
A= from Volkswagen’s per- 
formance, the imports found 
little to cheer about in the sales- 
per-dealer figures. 

Renault remained in second 
place with 48 sales per dealer, 
the same total it registered last 
year. Fiat, English Ford and Vol- 
vo suffered sizable losses, al- 

+ * * 


Import Sales Per 





Make 


1. Volkswagen. ...............0.005 153 
ise IE -éAstectcoasessscbevsveviderseves 48 
I Sree ces csnsveibecsvaicke 26 
4. English Ford .................... 22 
Se IE Scie it coas ntaceccescivspsosies 20 
5. Mercedes-Benz .................. 20 
7. Austin-Healey _.................. 16 
eh aiedat oe cecvesbpscedicecconceves 15 
Re. ckcsathneiécsacsoniasssinssiden 14 
St IE” ede bua ts décunestonte chsevswicvissescs 14 
Ss MPEINII  &, icbadshssscbtesvessecausccuces 13 
Re PIII aula secdssissesdacicasecsvatedis 12 
i cael 12 
ee INES. os Ricca rnanitadusccrcconcet il 
RN yh tin bas sasesemaiincouesecseese 11 
RS IIE Gas \iccvsnicnsersonsasessccenves 10 
SE IE obi cisikivasedescuvcsecovesah 9 
IIE ilacsesssy seceatooesasictesssée 8 
ee hc ccscuccseacepecans 8 
II 0c oseoreseveccavaveccaxes 6 
Se ee 6 
Fe I  rerupsqvenstasetsceschoservons 

Pe isa tactonentesoececrecsisedveices 

* Metropolitan. ...................... 

i cds sa sascasgsadbicousses 

a. Ee 

Ph EN EIN . ssconsvivansurieansiete 


*—Not in Top Twenty. 


first six months of 1958. 


Rambler Sees 
As Compacts’ 


URLINGTON, Wis.—It was an 

enthusiastic and optimistic 
group of American Motors execu- 
tives that came here last week for 
the first of the 
auto. industry’s 
’6l-model pre- 
views. 

Led by George 
Romney, presi- 
dent and board 
chairman, they 
voiced confidence 
in a _ continuing 
expansion of the 
compact-car mar- 

: ket. 
George Romney Romney, most 
ardent and articulate apostle of the 
smaller car told AvuToMoTive News 








Plymouth-V aliant Shows 


Begin for Dealers Today 


DETROIT.—The ’61 Plymouths 
and Valiants will be unveiled to 
dealers and general managers 
and their wives at a series of 
five dealer announcement meet- 
ings starting today (Aug. 22). 

The meetings will be Aug. 22, 
Philadelphia; Aug. 25, Las Vegas; 
Aug. 30, Kansas City, Kans.; 
Sept. 1, Miami, and Sept, 9, De- 
troit. New DeSotos will be shown 
to dealers later, 





(First 6 Months of Each Year) 


+—Taunus, Peugeot and Toyopet were available in the U. S. for only part of the 





though they held onto third, 

fourth and fifth places, respec- 

tively. 

Fiat’s first-half average dipped 
from 44 to 26 sales per dealer; Eng- 
lish Ford fell from 33 to 22, and 
Volvo dropped from 30 to 20. 

In addition to English Ford, the 
roof fell in on two other captives. 
Simca plunged from 26 sales per 
dealer to 12, and Taunus saw its 
first-half average dive from 19 to 
11. 

* * * 
ERCEDES-BENZ was the lone 
bright spot among the cap- 

tives. Its sales-per-dealer average 
jumped from 16 to 20, and Mercedes 
climbed into a fifth-place tie with 
Volvo in the standings. 

Austin-Healey finished seventh 
with 16 sales per dealer; MG was 
eighth with 15, and Triumph and 
Saab tied for ninth with 14 each. 
Both Austin-Healey and MG in- 
creased their averages to win 
spots in the Top Ten. 

Completing the Top Twenty were 
Peugeot, with 13 sales per dealer; 
Morris and Simca, 12 each; Porsche 
and Taunus, 11 each; Hillman, 10; 
DKW, nine; Citroen and Jaguar, 

* * OK 


Dealer, 1958-1960 













1959 Pos. 1958 Pos. 
133 1 116 1 
48 2 32 2 
44 3 29 3 
33 4 26 4 
30 5 14 5 
16 9 8 12 
12 14 4 18 
13 12 13 7 
16 9 11 9 
16 9 14 5 
13 12 7 7 
10 15 7 13 
26 6 13 7 
10 15 9 11 
19 7 + + 
19 7 11 9 
6 20 6 15 
* * 

6 20 5 16 
8 17 7 13 
7 18 * 
7 18 t + 
* 5 16 

* 4 18 

* 4 18 

* 4 18 

* 4 18 








Wider Gains 
Share Grows 


he sees in the near future a market 
that will be predominantly of the 
compact-car type. 

“By the end of 1961,” he said, 
“50 percent of all the cars sold 
will be of the compact type and 
in 1963 from 66 to 75 percent will 
be compact units.” 

Romney said American Motors 
produced 459,000 Ramblers in its 
1960 model year. This was up from 
378,000 in the preceding model year. 

o + * 


MERICAN MOTORS also an- 

nounced a record sales target 
for the 1961 model year of 550,000 
Ramblers, an increase of 26 percent 
over this year’s 
anticipated level. 
AMC reported 
completion of ex- 
pansion moves 
designed to boost 
production capac- 
ity over the 600,- 
000 mark. 

Roy Abernethy, 
vice-president of 
automotive distri- 
bution and mar- 
keting, outlined 
the company’s goals as he preview- 
ed the ’61 Ramblers at AMC’s prov- 
ing ground here. The new models 
will go on sale in mid-October. 

Abernethy said total Rambler 
sales in the company’s current 

(Continued on Page 43, Col, 1) 


Roy Abernethy 


eight each, and Borgward and Opel, 


six each. 

A YEAR ago, Simca finished the 
first half in sixth place, and 

Taunus and Hillman were tied for 

seventh, 

Citroen was the only newcomer to 
the Top Twenty. An increase in 
sales and a decrease in its dealer 
total enabled Citroen to jump from 
four to eight sales per dealer. 

Only two imported makes sold 
enough cars per dealer to rank 
with the domestic leaders. As 
mentioned, Volkswagen had the 
nation’s best average. Renault’s 
48 sales per dealer matched the 
total recorded by Oldsmobile, 
which was seventh among the 
domestics. 

Other than VW and Renault, only 
four imported makes managed to 
Sell 20 cars per franchise during 
the first six months of this year. 
They were Fiat, English Ford, Vol- 
vo and Mercedes-Benz. 


* ok * 

F THE 35 other nameplates 

which registered 200 or more 
cars during the first half, 10 aver- 
aged between 10 and 19 sales per 
franchise; seven had between five 
and nine sales per outlet, and 18 
had four or less. 

Those figures indicate the neces- 
sity of dualling in the import 
field and they explain why many 
dealers have half a dozen or more 
makes in the showroom. 

For example, a Renault-Peugeot 
dual was worth an average of 61 
sales in the first half. A British 
Motor Corp. retailer could have av- 
eraged 47 sales with Austin, Austin- 
Healey, MG and Morris, and a 
Rootes dealer could have realized 
20 sales from Hillman, Sunbeam, 


Singer and Humber. 
ok * * 


* * * 


Singer Prices Chopped 


In California Cleanup 

LOS ANGELES.—Dealer cost of 
Singer Gazelle sedans and convert- 
ibles, imported by Rootes Motors, 
Inc., has been chopped nearly $250 





to clear stocks of ’60 models. 

West Coast sticker prices are 
$2,195 for the sedan and $2,445 
for the convertible, with most 
dealers offering $500 discounts. 
Sedans have heen advertised as 
low as $1,699. 

Singer has been registering about 
40 cars a month in California. 


Project to Select 


‘Safest’? Driver 


NEW YORK.—tThe first scientific 
selection of the nation’s “outstand- 
ing safe driver” will be the key 
phase of a special three-month 
safety research project, it is an- 
nounced by the DuPont Co. 

Cooperating in the DuPont-spon- 
sored project—which began Aug. 11 
and culminates in a 2,500-mile 
“winter-summer” drive during Oc- 
tober—will be the Safety Research 
and Education Project of Teacher’s 
College, Columbia University; the 
National Safety Council; Reming- 
ton Rand, and Dodge. 

Determination of the “out- 
standing safe driver” will be 

(Continued on Page 47, Col, 1) 











Business Barometer 


Automotive News Economic Index — 


97.3 Percent of Last Week 
125.4 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—yYear to date.. 

Truck Registrations—yYear to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Barrels 

Electric Output—kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices-—Average 
Business Failures 


Common 
Stocks Aug. 17 Aug. 10 1960 Range 
21% 29-20% 
414% 71%-40 

644%, 92%-60% 


434%, 55%-42\%2 


- 42% 


$10,611,393,000 


Commercial and Industrial Loans $31,104,000,000 
$31,428,000,000 


Percent of 


Percent of Like Week 
Last Week 
78.4 
88.5 


Last Year 
111.9 
112.2 
110.5 
104.5 
455.2 

93.7 
96.1 
115.9 
104.2 
107.4 
98.9 
97.7 
92.8 


99.2 
99.3 
98.0 
95.9 
100.3 
99.7 
98.1 
104.9 
102.3 


14,662,000,000 
320,093 

128 

402.0 


eave 94.9 
100.4 108.4 
100.2 

99.6 


114.5 


$965 
308 


Common 
Stocks 


Aug. 17 Aug. 10 1960 Range 
46%, 50%-41% 

34Y%_ 52%-33% 

85% 242- BY 


45% 44 6734-41" 


(Aug, 22, 1960) 





Possibility for First ’61s 


Eased Floor-Plan Rates? 


By Kenneth C. Kelley Jr. 
Staff Writer 

HE nation’s financial system was 

undergoing a dramatic shakeup 

last week—a shakeup that could 
have both good and bad effects on 
the auto industry. 

On the good side, it is possible 
that floor-plan interest rates will 
be cut as the first 1961 models 
are shipped to dealers. However, 
no major finance company has 
as yet planned such a cut. 

In addition, it is not unlikely that 
it will be easier and cheaper to get 
a business loan in the months 
ahead, if the present trend con- 
tinues. 

On the bad side, there are some 
signs that pace of business is slip- 
ping. If the slipping continues and 
word of it gets around, consumers’ 
buying plans are likely to decline. 

*” * + 


HERE have been these actions 

on the financial front in recent 

days: 

1. The Federal Reserve Board 
approved a reduction in the dis- 
count rate, the interest charged 
banks when they borrow from the 
Federal Reserve System. The cut 
was from 3% to 3 percent and was 
the second in three months. 

Such a cut has few direct re- 
sults but it does tend to make the 
tone of the money market easier. 
The move did lift the curtain on 
the thinking of the Federal Re- 
serve Board, showing that the 
board feels that business is slow- 
ing down and needs a shot in the 
arm. 

2. The FRB also reduced the cer- 
tain reserve requirements for 
banks. Banks are required to re- 
tain only a small part of the funds 
deposited as reserves with the rest 
available for loans. A cut in the 





Parade Opens Rambler ‘White Sale'— 


Riding in a 1902 model Rambler, Glenn Burdick, president, Glenn Burdick Rambler, 
Inc., North Syracuse, N. Y., and the firm's Queen for a Day, Susan Haraba, lead a 
parade of all-white Ramblers which kicked off the dealership's “‘Aygust White Sale." 
The promotion coincided with white sales being held by other merchants in Burdick's 
neighborhood. Seven tractor trailers loaded with white Ramblers took part in the 


| parade. 








required reserves makes the supply 
of loanable funds go up, 
* * ok 


T WAS estimated that the latest 

cut in required reserves added 
$3.6 billion to the credit supply. 

3. The FRB has cut the margin 
requirements on stock purchases. 
Stock can now be purchased on a 
70-percent-cash and 30-percent- 
credit basis. The old rule called for 
90 percent cash. 

While this move cannot be ex- 
pected to boost the level of total 
business, the board apparently 
hopes it will have two effects. 
Reduced margins are supposed to 
boost the demand for stock and 
bring about a rise in the stock 
market. A rise in the market 
might be expected to buoy the 
spirits of businessmen and con- 
sumers generally. 

While these three steps were 

(Continued on Page 47, Col, 4) 


How NADA ‘Talks’ 
To Its Members 


Communications More 
Art Than Science 


Epiror’s Note: The following is 
the fourth of a series of five arti- 
cles on the personalities and op- 
erations that make up the Na- 
tional Automobile Dealers Assn. 
in Washington, D. C. 

* * * 

By William Ullman 
Washington Bureau Chief 
qincs the principal business of 

of a trade association like the 

National Automobile Dealers Assn. 
is communicating with people, 
its management 
is more of an art 
than a science. 
One of NADA’s 
most polished 
and experienced 
artists is a cheer- 
ful extrovert 
named Walter M. Kiplinger. 





His 
rather imposing title at present is 
executive assistant to the executive 


vic e- president, 
which indicates 
that he is second- 
in - command of 
the staff, 

But since he 
joined NADA 
Shortly after 
World War II, 
Kiplinger has 
shed titles and 
grown new ones 
as easily as a RF 
lobster sheds his W. M. Kiplinger 
shell. He has been, variously, 
NADA’s director of promotion, di- 
rector of public relations and con- 

(Continued on Page 44, Col, 1) 








AUTOMOTIVE NEWS, AUGUST 22, 1960 
Valiant Pays Buildout Bonus... 


Dealers Stepping Up 
Cleanup Sales Push 


advertising throughout the country 
has adopted that frantic tone, 
Buildout bonuses are playing a 





Dealer Forum 





by Robert M. Finlay 





, ) gumeaggeaig are keeping a sharp 
eye on the calendar as the ’60 
model season draws to a close, and 








WE WERE checking reaction to 
a proposal that a dealer com- 
j mittee meet with newspaper rep- 
resentatives in an effort to elimi- 
nate what Automotive Trade Assn. 
Managers called the basic dealer 
§ advertising problem: 

“That of carrying new-car ad- 
vertising in the classified adver- 
tising sections of newspapers, 
and the unrealistic price and 
term advertising of both new and 
used cars.” 

A veteran representative of deal- 
ers remarked: 

“We're really going to get some- 
where trying to tell newspapers 
how to run their business.” Editor 


15 Nominated 
For Colorado’s 
Mr. Dealer Award 


DENVER.—Fifteen dealers have 
been selected as candidates for the 
“Mr. Colorado Dealer of 1960” 
Award, to be presented tonight 
(Aug. 22) at the annual convention 
of the Colorado Automobile Dealers 
Assn. in Boulder. 

The award is presented annually 
by the CADA to a new-car dealer 
who has gone the “extra mile” in 
community service programs and 
who has so conducted his business 
as to hold the respect of customers, 
employes and the public. 

Nominees for the award include: 

William Arnold jr., Boulder; 
Louis Berthod, Glenwood Springs; 
Cc. O. Brewster, Fort Lupton; 
James Bunting, Eaton; Frank Cle- 
land, Longmont; Cecil Cochran, 
Sterling; Paul Crouch, Boulder; Ed 
Eisenhauer, Grand Junction; S. A. 

Garnett, Monte Vista; W. S. Garn- 

| sey III., Greeley; Ed Garrett, Love- 
land; Verne Johnson, Colorado 
Springs; Paul Marsell, Cortez; 
Frank Richards, Las Animas, and 
Al Will, Longmont. 

The winner will be selected by an 
award jury consisting of United 
States Senator Gordon Allott, Colo- 
rado Republican; Walter Koch, 
president, Mountain States Tele- 
Phone Co., and Frank S. Hoag jr., 
publisher, Pueblo Star-Journal and 
Chieftain. 


Kentucky Dealers 
Convene Sept. 18-19 


LOUISVILLE.—Walter B. Coop- 
er, National Automobile Dealers 
Assn, first vice-president, and John 
B. Breckinridge, Kentucky attor- 
ney general, will be principal 
speakers at the 14th annual con- 
vention of the Kentucky Automo- 
bile Dealers Assn. here Sept. 18-19. 

Cooper, a Fort Collins (Colo.) 
Chevrolet dealer, will speak at the 
afternoon business session Sept. 19, 
and Breckinridge will give the 
main address at the annual ban- 
quet that evening. 
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& Publisher, the trade paper of 
newspapers, also found rather heat- 
ed reaction to the proposal which 
was made in the form of a resolu- 
tion at a recent ATAM seminar at 


Mackinac Island. 
’ -@ * 


As Ad Chiefs See It 


| gremmnerrson may be interested in 
how the classified ad managers 
see the problem, Mack T. Chris- 
tian, president of the American 
Newspapers Classified Advertising 
Managers, was quoted this way: 

“The action is amazing and 
unbelievable, No self-respecting 
dealer would submit to placing 
the blame for prices or terms 
that appear in his advertising on 
anyone but himself.” 

Christian, who is classified man- 
ager of the Tampa Tribune and 
Times, was referring to a charge 
that advertising solicitors and copy 
writers tend to promote deceptive 
advertising by stirring up dealer 
rivalry. He said that he had wired 
all ANCAM officers and directors 
concerning the attack on classified 
and that the organization would 
shortly provide its answer. 

E & P said that Robert Sprague, 
advertising director of the Spokane 
(Ore.) Statesmen-Journal News- 
papers, has sent a telegram to 
executives of principal newspaper 
associations labelling the ATAM 
attack “an insult to the general 
overall high level of integrity of 
this effective sector of newspaper 
advertising.” 

* ok aa 


Cites Aggressive Dealer 


R. MAXIM, president of Maxim 

¢ Advertising Services, was 
quoted: 

“I don’t believe that the real 
enemy is the classified advertising 
solicitor, but rather the aggressive 
auto dealer who is anxious to sell 
cars at any price...” 

Louis E. Reinhold, president of 
Richmond Advertising Agency, 
Brooklyn, said: 

“That deceptive ads create 
chaotic conditions is a certainty. 
But how the elimination of new 
and used car advertising from 
classified sections can solve the 
problem beats me.” 

(For the record, the ATAM reso- 
lution called for the elimination of 
new-car advertising from classified. 
On used cars, it referred to “un- 
realistic price and term ddvertis- 
ing.’’) 

* * * 


A Real Problem 


HERE is considerable doubt 

about how far ATAM or NADA 
will get in this matter, for many 
newspapers will interpret the ac- 
tion as one of dealers trying to 
tell them how to run their business. 
Yet the problem is a very real one 
for dealers, and a real one for the 
classified ad managers, too. 

A few dealers using aggressive, 
tricky ads can mess up the clas- 
sified section of a newspaper for 
all the dealers in town. And this 
messes it up for the newspaper 
as well. 

This is one of the most delicate 
problems the classified ad manager 
will face. On the one hand he is 
reluctant to curb the initiative of 
enterprising dealers. On the other 
hand, where does the dealer cease 
to be enterprising and become de- 
ceptive? And when do aggressive 
ads cease to promote business 
through rivalry, and instead chase 
away advertising by reputable 
dealers? 

It isn’t always a simple case of 
being reluctant to turn down 
business, although surely the 
classified ad manager is in the 
business of promoting business 
rather than turning it down. 

There *are ads, however, that are 

better left out, and the knowledge- 
able ad manager has little hesitan- 
cy in leaving them out. One prob- 
lem is that the tricky dealer is 
always looking for fresh: tricks to 
slip past the ad codes. 

It’s an area calling for continu- 
ing alertness and study. 










YMCA Honors Dealer— 
Maurice J. Sopp, left, president, Maurice 


J. Sopp & Son (Chevrolet), Huntington 
Park, Calif., receives the ‘‘Golden Book 
Award,” the YMCA's highest citizen honor, 
for 21 years of service to the Southeast 
Los Angeles YMCA. The presentation is 
made by Morris B. Pendleton, a director 
of the Los Angeles YMCA. 


many retailers shudder each day 
as they tear another page from the 


desk pad. 

The reason is obvious, Dealers 
are running out of time on their 
60 models, but they aren’t run- 
ning out of cars. 

The National Automobile Show 
(Oct. 15-23) means earlier introduc- 
tion dates. Some 40 days remain 
before the first of the ’60s go on 
sale. But the inventory of unsold 
’60s still is flirting with the million 
mark. 

* * * 


-. ALL adds up to a profitless pe- 
riod for the dealer, and dealer 


NADA Committee Begins 
Sales Training Work 


WASHINGTON. — The National 
Automobile Dealers Assn.’s special 
committee named to recommend a 
procedure to be followed in estab- 
lishing a national educational pro- 
gram for automotive salesmen met 
here for two days to commence 
planning operations. 

The committee, headed by J. 
Saxton Lloyd, a former NADA 
president and a Daytona Beach 
(F la.) Buick-Cadillac-Opel dealer, 
devoted its attention to developing 
ideas which will lead to the in- 
dustry’s first high-level sales edu- 
cational program. 

This program will be designed 
to attract and hold competent 
young men in the sales ranks of 
the nation’s franchised new-car 
and truck dealers. It will lend 
assistance to automobile retailers 
in their intense competitive 
struggle with other industries to 
employ competent personnel who 
will make a career of the busi- 
ness. 

The committee’s initial project 
has been to study carefully train- 
ing programs now in use by other 
industries to insure that the NADA 
project will combine the most out- 
standing features of all existing 
successful programs. 

“In other words,” according to 
Lloyd, “we’re going to glean the 
best ideas from all other programs 
while still tailoring our own pro- 
ject to dealers’ needs. The high- 
level sales educational program 
which results will not only help 
dealers to meet today’s staggering 
competitive situation, it will also 
place automotive salesmen on a 
professional level where they be- 
long and preserve the franchised 

dealer system.” 

Members of the committee 
stressed the fact that their plans 

were in no way intended to inter- 
fere with, discourage or duplicate 
sales training programs conducted 
by the manufacturers or those 
sponsored currently by other or- 





Dealer Invents 
Captive Audience 


To Aid Speakers 


WASHINGTON.—T he president 
of the Georgia Automobile Dealers 
Assn. has patented a mechanical 
listening device which could help 
bashful orators gain confidence in 
their delivery. 

The inventor is Darrell M. John- 
son, a Chevrolet-Cadillac dealer in 
Thomson, Ga. He is a former mayor 
of Thomson. 

The patent granted to Johnson 
shows several embodiments in 
human form — sculptured heads, 
plastic reliefs and a seated man. 
A hidden microphone switches on 
lights behind the eyeballs and ani- 
mates the eyelids. 

Johnson believes the device will 
stimulate the mental processes, He 
feels it will promote the speaker’s 
thoughts and ideas and his ability 
to communicate them, as well as 
relieve his tensions. 





ganizations. The NADA program 
will be formulated from the fran- 
chised dealer viewpoint and in the 
interest of the industry and the 
purchasing public. 

Lloyd, who first unveiled his 
idea before the NADA board of 
director’s meeting in Detroit last 
June, pointed out then that “most 
dealers find it extremely difficult 
to attract and hold the promising 
young men this industry must 
have—even though the earning 
potential of top-flight salesmen is 
higher than many other occupa- 
tions.” He referred to this prob- 
lem as “the most important di- 
lemma presently confronting au- 
tomobile retailing.” 

A general outline of the plan to 
be developed by the committee will 
be submitted to an NADA direc- 
tors’ meeting when the group con- 
cludes its detailed studies of exist- 
ing industry needs. Soon after- 
wards, Lloyd will visit Detroit to 
explain to the manufacturer what 
the committee is planning, 

“It is my hope,” Lloyd stated, 
“that all of the manufacturers will 
share NADA’s interest in this 
much-needed project. We are al- 





part in the sales picture. Ford is 
paying a rebate on standard mod- 
els, but Chevrolet isn’t, A Midwest 
Chevrolet dealer complained last 
week: 

“If a guy comes in here after 
shopping a Ford dealer, we're 
dead. About 10 percent of our 
floor traffic is made up of shop- 
pers. We used to have a 50-50 
chance of making a deal, but we 
can’t fight that Ford rebate.” 

The Ford bonus is $125 and $150 
for overquota sales of standard 
models. Rebates also are being paid 
on Studebaker, Rambler American 
and all Chrysler Corp. cars except 
Dodge Dart. 

* * 


* 

EWEST entry in the buildout- 

bonus field is Valiant, which is 
offering $40 per delivery. At press 
time last week, General Motors had 
no buildout bonuses in effect, ex- 
cept for a token $25 payment on 
Corvair which has been in force 
since May 1, 

It’s common practice for deal- 
ers to give away huge chunks of 
their buildout bonuses, but a New 
Jersey Ford dealership reached 
farther into the future in an- 
nouncing that it would share 
$1,000 with its cleanup customers. 

“Everyone who buys a new 1960 
Ford gets a bonus,” said Hacken- 

sack Ford. “We’re sharing our 
year-end bonus.” The wording of 
the ad indicated that the money 
was part of the one percent “hold- 
back” on the dealer discount which 
the factory pays at the conclusion 
of the model run, 
+ 7 * 

N BIRMINGHAM, ALA., O. Z. 

Hall Ford, staged a “Falcon 

Festival” and invited buyers to 
“save more than ever before.” 
Falcon two-doors were advertised 


at $1,795. 


Courtesy Ford and Young Ford, 
both in Charlotte, N. C., pegged 
Falcons at $1,798 and Fairlanes at 
$1,928, Fairlanes were going for 
$1,925 at Greensboro Motor Co., 
Greensboro, N. C., and Richmond 
Motor Co., Richmond, Va., and for 
$1,895 at Virginian Ford, Lynch- 
burg, Va. 


Lynch-Davidson Motors 
(Ford), Jacksonville, Fla., adver- 
tised “below-cost discounts up to 
$1,317” on demonstrators and ex- 
ecutive cars. In Louisville, Hull- 
Dobbs Ford offered all accesso- 
ries free to persons paying the 
basic sticker price of any model. 

Corvairs were advertised at $1,676 

by A. D. Anderson Chevrolet, Balti- 
more, while Dumas Milner, San 
(Continued on Page 46, Col, 2) 


ready certain of our membership’s 
sincere interest and earnest back- 
ing of the plan.” 

In addition to Lloyd, other deal- 
er-members on the special commit- 
tee include Alton M, Costley (Chev- 
rolet), East Point, Ga.; H, L. Galles 
jr. (Cadillac-Oldsmobile-Chevrolet), 
Albuquerque, N. M.; J. Melford 
Sanders (Ford), Wheaton, Md., 
and James C. Moore, NADA execu- 
tive vice-president. 








NADA, ATAM Map Ad Cleanup— 


Ways of curbing unethical advertising in the auto industry were discussed at a joint 
meeting of the Advertising Ethics Committees of the National Automobile Dealers 
Assn. and the Automobile Trade Assn. Managers in Indianapolis recently. Shown are, 
seated left to right: William A. Grawemeyer, president, Indianapolis Automobile Trade 
Assn.; J. M. Allton, Columbus, Mo., NADA; William H. Mitchell jr., Waltham, Mass., 
NADA, and Boyce Tope, executive vice-president, Detroit Auto Dealers Assn. Standing, 
left to right: Thomas Hanika, manager, IATA; John Conley, Washington, NADA; William 
Plunkett, executive vice-president, Massachusetts Automobile Dealers Assn.; Herman 
Schaefer, executive vice-president, Automobile Dealers Assn. of Indiana; J. Paul Heur- 
ing, chairman, ADAI Business Standards Committee; Clarence J. McCorkle, Chicago, 
NADA, and Fred Ziesmer, Mankato, Minn., NADA. 
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First Vote Rebuffs Dealer Exemption . . . 





Minimum- Wage Battle Intensified 


(Continued from Page 1) 
hotels, motels and restaurants, 
passed the Senate by 87 to 8. Sena- 
tor Allott, Colorado Republican, 
amended the Anderson amendment 
to include in the exemption dealers 
who handle farm implements sole- 
ly. The Anderson amendment ex- 
cludes all employes of car dealers 
both from minimum wage and 
overtime. 

Senator George F. Smathers, 
Florida Democrat, offered two 
amendments to the bill sponsored 
by Senator John F,. Kennedy, Mas- 
sachusetts Democrat. Under both, 
employes of most car dealers would 
be exempt from coverage and over- 
time provisions. 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, proposed a 
compromise measure under which 
most car dealers—except for a few 
chains—would be exempt, How- 
ever, it was tabled, 50 to 48. 

oa * * 


a. Kennedy had asked for 
defeat of the Monroney amend- 
ment. In pleading for support, 
Kennedy said he was prepared to 
make some concessions. One would 
be to exempt employes of automo- 
bile dealers from overtime. 

Some observers were of the 
opinion that Kennedy might 
make concessions on employes of 
dealerships and restaurant em- 
ployes to block the Monroney 
compromise and increase the 
chances of his own bill. 

Dealer employes were exempt 
from all provisions of the legisla- 
tion under an amendment submit- 
ted Senator Winston Prouty, 
Vermont Republican, but the pro- 
posal was defeated by a vote of 
56 to 41. 

* - * 


pax to this, the Senate re- 
jected, 54 to 39, an amendment 
by Senator Everett Dirksen, Illinois 
Republican, that would have elimi- 
nated overtime payment for almost 
all car dealers. 

The amendment would have 
substituted the corrected Kitchin- 


Ayres bill passed by the House. 
That legislation covers only re- 
tail and service establishments 
that have five or more outlets in 
two or more states, 
* * ad 

E amendment does not affect 

specific exemptions contained 
in the committee bill, or specific 
inclusions of new employes other 
than those engaged in retail and 
service enterprises operating in one 
state. 

It does not affect the $1.25 per 
hour provisions of the act and 
will provide a total new cover- 
age, according to the Department 


Latest News 


From Europe 


Jaguar’s U. S. Exports 
Seen Rising in 1961 


By George Glaser 


European Correspondent 

LONDON. — Jaguar officials are 
looking forward to increased ship- 
ments to the United States in 1961. 

They have reported that the 
number of cars already ordered 
by its dealers throughout the 

U.S. indicates there will be a 

substantial increase in exports. 
* * * 

Growing optimism has been not- 
ed over the prospects for BMW, 
and has been reflected in a surpris- 
ing upturn in the company’s stock 
values in financial] circles. 

A new BMW model, larger than 
the successful 700, has been report- 
ed ready to go into production, but 
no details of the vehicle have been 
announced. 

* + * 

Some news about Opel cars is 
expected with the resumption of 
production following the end of the 
annual vacation period last Satur- 
day (Aug. 20). 


4-Millionth Sale of Year 
Marks 3rd Fastest Pace 


(Continued from Page 1) 


larly on new entries in the compact 
‘field. 
* ” * 


hl gnewrenes say that a full crop of 
factory sales contests inflated 
the number of transactions in the 
second quarter but stole deals from 
the summer months. So far, build- 
out bonuses—and they don’t cover 
all makes — have helped only 
slightly. 

Some dealers cite depressed 
conditions locally. Many have 
noted, too, an apparent gnawing 
doubt among prospects over the 
economic outlook for this fall and 
winter. 

At any rate, market lethargy, 
coupled with paper-thin profits on 
deals that are being consummated 
and the gigantic stockpile of new 
cars, is causing worry in many au- 
tomotive quarters. 

* * ” 
ypanowme import and domestic 
sales together, the four-milli- 
onth sale this year was recorded 
Aug. 8. A year ago, the correspond- 
ing transaction took place Aug. 19. 

Other dates for Registration No. 
4,000,000: Nov. 14 in 1958; Aug. 26 
in 1957; Aug. 22 in 1956; July 23 
in 1955 and Aug. 26 in 1950. 

With the three-millionth registra- 
tion this year coming on June 10, it 
took 49 selling days to boost the 
new-car total from three million to 
four million. Last year, it took 
only 46 days to cover the same 
stretch. 

It took 54 selling days to move 
the first million this year, 43 selling 
days for the second million and 38 
days for the third million. 

7 * ” 


YEAR ago, it took 59 selling 

days for the first million; 49 
days for the second million; 44 
days for the third million and 46 
days for the fourth million. 

The four-millionth car was built 
July 14 this year and sold 25 days 
later. The three-millionth car 


was, theoretically, in the pipeline 
21 days, having been produced 
May 20 and sold June 10. 


The two-millionth car was as- 
sembled March 31 and sold 23 days 
later and the millionth car was reg- 
istered 27 days after it was turned 
out on Feb. 6. 


A year ago, the four-millionth car 
rolled off the lines Aug. 14 and was 
retailed five days later. The three- 
millionth car was produced June 
15 and registered 11 days later. No. 
two million car was built April 21 
and registered 14 days later. The 
millionth car in 1959 was registered 
21 days after it was produced on 
Feb, 17. 





Winners in '60 Road-E-O— 


of Labor, of 3.8 million employes. 

It. is possible that if Monroney 
fails to get his compromise through, 
he may ask that mechanics be in- 
cluded under the exemption grant- 


ed salesmen under the Kennedy > 


measure. 
Prouty described his bill as 
“about half way between the posi- 
tion of the Administration, which 
recommended that no increase 
above $1 be made for newly cov- 


ered workers, and the position of | 
the sponsors of the bill, who desire |’ 


in one legislative package to raise 
the minimum wage to $1.25.” 
* * + 

OTH Senators Wallace Bennett 

and Francis Case, Republicans 
of Utah and South Dakota, respec- 
tively, spoke of the burden the 
Democratic-sponsored wage-hour 
bill would impose on car dealers. 

They were concerned with 
overtime provisions and with me- 
chanics’ deserting dealers cover- 
ed by federal law in order to 
open their own backyard and gas 
station operations, 

Case said he had talked with 
auto dealers and that he recogniz- 
ed the necessity to maintain ade- 
quate service facilities. 

“The automobile dealers said that 
increasingly they faced competition 
from services performed by small 
filling stations, which would add 
an employe or two and take over 
a great deal of the minor servicing, 
at least, and under a strict dollar 
division as the dividing line be- 
tween the application of the law 
and the nonapplication, they found 
themselves in a _ discriminatory 
competition,” Case said. 

“A great deal of the bread-and- 
butter servicing was being taken 
over by the filling stations or by 
small garages which did not have 
the dollar volume to bring them 
under the law, but because they 
sold automobiles and were dealing 
in a large-dollar volume, they 
(dealers) found themselves coming 
under the law.” 

+ * * 

ENNETT, a former Ford dealer, 

noted that the problem was a 
“very real” one for dealers. It sup- 
ported his contention that using a 
size criterion for minimum wage 
would “encourage people to get out 
from under that criterion in one 
way or another.” 

“Having been in the automobile 
business for 20 years, I can re- 
member many occasions in which 
an excellent mechanic, having an 
established friendship with many 
fine people, decided that he could 
earn more repairing their cars 
in a garage in the back of his lot 
that he could with the dealer,” 
Bennett said. 

“He pulled out of the dealership, 
moved into his own garage and 
went to work. Whether or not they 
succeed, they put themselves in the 
position to render an identical serv- 
ice at a much cheaper price and 
free of the limitations of a law 
such as the one placed on his for- 
mer employer.” 


Providing service is a special 
(Continued on Page 46, Col, 5) 


Top winners in the 1960 Jaycee National Teen-Age Safe Driving Road-E-O are shown 
with their trophies. Left to right are Denton E. Lazenby, 17, Miami, Okla., national 


champion; Elbert Black, 17, Indianola, Miss., second place; R. C. Linton, Chrysler Corp.; 
Morgan J. Doughton, president, National Junior Chamber of Commerce; James W. Har- 
ris, 17, Speedway City, Ind., third place. The contest was sponsored by Chrysler Corp., 


Pure Oil Co., American Trucking Assns. and the Highway Institute for Traffic Safety. 








One Dealer's Employe Relations— 
Staal Buick, Grand Rapids, Mich., has purchased this 39-foot Chris-Craft for employe 


use. Named the 


“Fringe Benefit,"’ it has cemented an already excellent relationship 


between employes and management. Staal provides gas for the boat, and two em- 
ployes act as pilots for the employe groups. Any group of employes can reserve the 


use of the boat on a schedule maintained 


in the main office. 


Generation of Service... 


Automotive 


News Is 35 





(Continued from Page 1) 


Day in December, 1941, only to 
plummet to 8,748 in 1943, 

More than 43,000—in the United 
States and around the world—now 
subscribe to AuToMoTIvE NEws. 

The mid-1930s were years of nu- 
merous highlights in the history of 
Automotive News. Daily “extras” 
were published in 1936 and 1937 
when the United Automobile Work- 
ers staged its first sitdown strike 
at the Flint plants of General Mo- 
tors. 

The first annual Review & Ref- 
erence issue, later renamed the 
Automotive News Almanac, was 
published in 1935. The 24th Al- 
manac, a 266-page statistical 
yearbook of facts and figures 
dealing with every area of the 
industry, appeared in April of 
this year. 

Three new staff members in the 
mid-thirties were Pete Wembhoff, 
who became editor in 1944 and gen- 
eral manager in 1955; Jack Weed, 
truck and service editor, who has 
completed 50 years in the auto in- 
dustry, and William Ullman, Wash- 
ington editor. 

Their combined experience with 
this newspaper totals exactly 75 
years. To this may be added 68 
years of service from among the 
other nine members of the editorial 
staff, including 17 years for Edito- 
rial Director Robert M. Finlay. 

* 1 > 


NOTHER landmark of the 1930s 

was publication of a 25th anni- 
versary issue for General Motors 
in 1933 and similar editions for 
Studebaker, Pontiac and Packard. 
The late part of the decade also 
saw introduction of a popular 
page-three column by the late John 
O. Munn, “Dealers Tell Me.” 

In June, 1944, Automotive News 
scored a “beat” over a frenzied 
weekend by rushing to its dealer 
readers a complete extra edition 
carrying the newly announced 


| used-car ceiling prices. 


Mr. Sinsabaugh’s death in 1943 
had been a blow to the war- 
shrunken staff of the paper. A 
rebuilding program was initiated, 
and additional space was taken 
at the end of the war when offices 
were moved from midtown De- 
troit to the downtown Penobscot 
Building. 

In addition to Editorial Director 
Finlay, staff additions in the mid- 
1940s included Business Manager 


Richard L, Webber and News Edi-| | 


tor Maynard M. Gordon, 

In October, 1949, Mr. Slocum died 
at the age of 60. Four years earlier, 
on the occasion of the 20th anniver- 
sary of Automotive News, he had 
said: 

“A publication, if it is worth its 
salt, is a living, animate thing, com- 
posed of as many cells as it num- 
bers readers, subscribers, adver- 
tisers and workers. So long as they 


lare activated, it lives, and if they 
idrop away, one by one, it dies. I 


expect AuToMOTIVE News to live as 
long as there is this industry to 
serve, and that will be long after 
you and I have gone to our re- 


ward.” 
K OK * 


RS. GEORGE M. SLOCUM suc- 
ceeded her husband as chair- 


man of the board and president of 
AUTOMOTIVE News, It was under her 
direction that the publication, in 
1958, built a $600,000 headquarters 
building in the Detroit Civic Cen- 
ter at 965 E. Jefferson Ave. ; 

The growth of Automotive News 
in the 1950s kept pace with the 
volume achieved by the industry. 
The newspaper added a monthly 
engineering section, now directed 
by Engineering Editor Joseph M. 
Callahan; broadened its coverage 
of the imported-car market, under 
Associate Editor Robert M. Lienert, 
and stepped up news-gathering and 
analysis in the fields of labor, fi- 
nance, promotion and advertising. 

An Automotive News “first” for 
the 1960s will be publication of 
the official program for the Na- 
tional Automobile Show, Oct. 
15-22, at Detroit's Cobo Hall, 
five blocks from the Automotive 
News building. 

As Automotive News’ 35th birth- 
day approached, Mrs, Slocum de- 
clared in a trade advertisement, 
entitled “A Strong, Independent 
Publication , , . the Auto Industry’s 
Best Security”: 

“Why do I make a point about 
AvuToMoTive News being an inde- 
pendently-owned publication? It is 
my feeling, as I know it was Mr. 
Slocum’s, that in order to provide 
the kind of publication the auto- 
motive industry needs, the owners 
of that publication must have their 
heart and soul in the auto indus- 
ae 

“Automotive News was strong 
and vigorous in 1949, when Mr. 

Slocum died, and it has grown 
steadily ever since. It has been 

successful, and the rewards of 

that success have been reinvested 
to make Automotive News an 

even better publication .. . 

“T have great faith in the many 
members of the AvuToMoTive NEws 
family, Together we shall continue 
to serve this great industry through 
an AvuToMoTivE News that is strong, 
vigorous and independent.” 





Room for More— 

The new Saab model, now being dis- 
played in the United States, has a much 
larger luggage compartment. 














“...they really service an 
account for us” 



















says GUY MOOTHART, Compton, Cal. 
Imperial - Chrysler-Plymouth dealer. 


“Our dealership has used the CoMMERCIAL 
CrepiT PLAN for all of its 24 years and one 
thing stands out. They really service an 
account for us. COMMERCIAL CrepiT’s collec- 
tion service does an efficient job and yet they 
take most everything we write up. On top of 
this, they do the most complete follow-up job 
I've seen on alerting us to customers who 
are about to pay off. And we receive contract 
repair business through them almost daily. In 
return, we push the CoMMERCIAL CREDIT 
PLAN through double closings and salesman 

bonuses for house plan deals.” 






Commercial Credit dealers 
are successful dealers 










Write or call the nearest CommMeRcIAL CrEDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 







A service offered through subsidiaries of the 
8 Commercial Credit Company, Baltimore . . . Capital 

and Surplus over $240,000,000 ... offices in principal 
cities of the United States and Canada. 
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Leach vs. Ford in October ... 


Two Good-Faith Suits 
Set for Trial in S. F. 


By Steve Still 
Staff Correspondent 

AN FRANCISCO.—Two of the 

three good-faith suits pending 
in United States District Court 
have been set for trial. 

The suit filed by Raleigh R. 
Leach, Inc., former Oakland Ford 
dealer, goes to trial on Oct. 17. 
The suit of McLaren Motors, In’c., 
San Leandro, against Chrysler 
Corp. is scheduled for Nov. 28. 
The third suit, Harvey Motors, 
Oakland, vs. Chrysler Corp., is 
not yet on the trial calendars. 
Julian Caplan, San Francisco at- 
torney who represents all the 
plaintiffs, said the original Leach 
suit for $1,614,500 hag been amend- 
ed to add $34,092 for additional al- 
leged losses in 1958, 1959 and 1960, 
and a total of $150,000 for depriva- 
tion of the opportunity to make a 
profit over the three years. 

Ford terminated the Leach deal- 
ership on 90 days notice, according 
to the suit. Mr. and Mrs. Ralph 
R. Leach and their sons, Eugene 
R. and Russell A., are partners in 
the firm. 

McLaren Motors (Dodge-Plym- 
outh) is seeking $480,000 and Har- 
vey Motors (Plymouth-DeSoto), 
$687,364. 

All three of the suits were filed 
in 1958. 

Ford and Chrysler have categor- 
ically denied all the charges made 
by Leach and McLaren, together 
with entering arguments as to the 
constitutionality of the good-faith 
law, or Automobile Dealer Fran- 
chise Act of 1956. 

The Leach termination in De- 
cember, 1958, after the plaintiff 


Soap Box Champ 
Is Derby’s First 
From South Bend 


AKRON. — Frederic Lake, 11, 
South Bend, one of the smallest and 
youngest in the field of 168 cham- 
pions, won the 23rd All-American 
Soap Box Derby. 

Fred, less than five feet and an 
82-pounder, edged the champions 
from Tacoma, Wash. and Laredo, 
Tex., in a roaring finish before a 
crowd of more than 60,000. His re- 
ward was a $5,000 scholarship. 
The South Bend boy brought his 
city its first All-American honors. 

John David West, 14, Tacoma, 
placed second, and Eddie Garza, 12, 
Laredo, was third. West, who was 
born in England and became an 
American citizen just before win- 
ning his local race, received a $4,000 
scholarship. 

Besides taking second, West won 
the best-design award and will 
share the fastest-heat trophy with 
Terry Peiffer, Los Angeles. In the 
second round, the boys finished in 
a dead heat with a time of 27.64 
seconds. West won the run-off 

Garza was awarded a $3,000 schol- 
arship. 

Young Lake’s brother, Tim, came 
to Akron in 1955 as the South Bend 
entry but was not a winner. The 
11-year-old said he “hadn’t expected 
to win,” and gave credit to Tim, 
now 19, for sound advice in putting 
together his gray oak and hickory 
racer. 

Fred, sponsored by the South 
Bend Jaycees, received the win- 
ner’s trophy from Edward N. 
Cole, Chevrolet general manager. 

The Garza boy also is the brother 
of a former All-American partici- 
pant. His older brother, Dick, was 
the ninth-place winner of the 1959 
All-American, representing San An- 
tonio. 

Other top winners were: 

Radford Spencer Smith III, 14, 
Lynchburg, Va., fourth, $2,000 schol- 
arship; Holger Huhn, 15, German- 
born boy from Mission City, B. C., 
Canada, fifth, $1,000 scholarship; 
Ronald Lee Myers, 13, Bloomington, 
Ind., sixth, encyclopedia set; Jimmy 
Kordon, 13, Akron, seventh, motion- 
picture camera and projector; Wal- 
lace Waits, 14, Magnolia Ark., 
eighth, power-tool set, and Dennis 
Goetz, 14, Rock Island, IIl., entry 
from Davenport, Ia., ninth, portable 
radio. 





had been a Ford dealer for 21 
years, developed over a “changing- 
neighborhood” situation. Leach ac- 
cused Ford of exerting pressure 
upon his dealership to maintain an 
unrealistic level of sales volume 
despite an influx of low-income 
groups into his area. 

A hearing before the Ford 
Dealer Policy Board on Oct. 22, 
1958, failed to reverse the Leach 
termination action. 

Dealer Mel McLaren has accused 
Chrysler of overloading his dealer- 
ship with new cars at the end of 
the ’57-model season, unduly delay- 
ed deliveries of ordered units, be- 
lated payments of warranty and 
incentive funds and blocking a sale 
of the dealership after he suffered 
a heart attack in September, 1957. 

In its defense, Chrysler said Mc- 
Laren ordered ’57 models so as to 
receive a volume sales bonus and 
subsequently received the bonus. 

“By accepting and receiving such 
a bonus, plaintiff has waived and 
is estopped from asserting any 
claim based upon the deliveries of 
such automobiles to the plaintiff,” 
the Chrysler answer stated. 

Chrysler also has accused Mc- 
Laren of failing to act in good 
faith under the Automobile Deal- 
er Franchise Act of 1956—a de- 
fense specifically allowed factoer- 
ies under the statute. 


McLaren took on the Dodge- 
Plymouth franchise at San Leandro 
in 1954 after 16 years as a dealer 


with Nash and four years with 


Ford. He said he sold 350 Dodge 


and Plymouth units in 1957, the 


last year he held the franchise for 


Chrysler Corp. 
Insufficient deliveries of 


’57 DeSotos are charged to Chrys- 


ler Corp. by Harvey Motors. The 
dealership said it had to wait for 
deliveries while new cars were 
moving “with fewer delays and in 


large quantities to dealers in which 


defendants have a financial interest 
and other dealers whom defendants 


wishes to favor.” 
In other good-faith suits to date, 


a Detroit Federal District judge 
has ruled the 1956 law constitution- 
al in a suit later settled by Chrys- 
ler Corp. out of court. Renault this 


summer settled out of court and 


in mid-trial a suit by a former 


Chicago distributor. 


A former Volkswagen dealer’s 
suit was dismissed in Iowa be- 
cause the good-faith law fails to 
provide for service of process in 
a state where the defendant 
maintains no office. 


A Chicago judge accepted a ter- 
minated Dodge-Plymouth dealer’s 
contention that Chrysler Corp. dis- 


tribution favoritism could be a bad- 


faith argument, but limited the 
area of dispute to 60 miles from 


the dealer’s town (Valparaiso, 


Ind.) instead of 60 miles from Chi- 


cago. 


Chrysler Plans 


Newport Series 


DETROIT. — Chrysler Division 
announces it will offer a new series 
of “full-sized” cars in a lower-price 
range in 1961. The new series will 
be known as the Newport and it 
will be produced in five body styles. 

Clare E. Briggs, general manager 
of Chrysler and Imperial Division, 
said the new series will be offered 
with an engine that runs on regu- 
lar gasoline, a manual-shift trans- 
mission and a 2.93 axle ratio for 
economical operation. 

“We believe the Newport is the 
answer to the public’s desire for 
full-size comfort at reasonable cost 
with excellent fuel and mainte- 
nance economy,” Briggs said. 


At a press conference earlier this 
month, Briggs predicted that near- 
ly 2,900 dealers would sell between 
110,000 and 120,000 Chryslers in the 
1961 model year, as against about 
73,000 this year. 





"57 
Plymouths and “tiein pressure” on 





Young Racer Gets Trophy— 


In the winner's circle at Derby Downs, Akron, Frederick Lake, 11, South Bend, re- 
ceives the 1960 Soap Box Derby championship trophy from Edward N. Cole, Chevrolet 
general manager. With the boy cre his parents, Mr. and Mrs. Marquis Lake. 


Nylon Cord Gains on Rayon 
In Latest Price-Cutting 


By Joe Kuebler 
Staff Correspondent 
AKRON.—Nylon gained a slight 
edge over rayon in the latest round 
of price reductions as the producers 
of these two fibers continued their 
battle for the tire cord market. 


It all started when the rayon 
companies trimmed 2% cents a 
pound off Tyrex. Most of them indi- 
cated this would be only a tem- 
porary step—sort of an August 
special. Nylon manufacturers, how- 
ever, weren’t convinced, so they 
proceeded to lower the price on 840 
denier nylon, the size most used in 
tires, from 97 to 92 cents a pound. 

DuPont and Chemstrand, the 
principle nylon producers, ex- 
plained they acted to remain 
competitive. 

This is the third price cut for 
both fibers in a year. In August, 
1959, nylon (840 denier) was selling 
for $1.20 a pound. The latest reduc- 
tion drops the price 30 percent be- 
low that level. Tyrex has been 
trimmed in the same proportion. 

At stake in this price maneuver- 
ing is the original-equipment pas- 
senger tire market—the tires that 
go on new cars. It is the last Tyrex 
stronghold. Virtually all these cars 
are equipped with Tyrex casings, 

Nylon meanwhile, is making siza- 
ble inroads in replacement passen- 
ger and truck tires. DuPont claims 
29 percent of all passenger and 43 
percent of all truck tires are made 
with this cord. 

The nylon makers have two 
hurdles to overcome in their drive 
to win the auto companies to their 
side. One is cost. First-line nylons 
sell for about 10 percent more 
than comparable Tyrex casings. 

DuPont has no intention of per- 
mitting this differential to get any 
bigger. That is why the five-cent a 
pound reduction was ordered. 

The other problem concerns flat- 
spotting, which develops when ny- 
longs are left standing for a time. 
The flat spots iron out after a few 
miles but until they do, they cause 
a slight thump which automotive 
engineers frown on. 

Some tire engineers have a feel- 
ing, though, that once the price of 
the two cords are comparable, the 
automotive firms won’t be so dis- 
turbed with the flat-spotting. Thus 
every time the differential is nar- 
rowed, nylon gains ground. That is 
what happened in the last two 
weeks. 

In the two-ply tires which are 
now in development, the flat- 
spotting is just about half of the 
conventional 4-ply products, 

Roughly a pound of nylon re- 





New Pirelli Tires Bring 


Peace to Cord War 


ROME, Italy. — Nylon versus 
rayon has been replaced by nylon 
plus rayon. 

Pirelli of Italy announces a new 
series of tires which utilize both 
nylon and rayon yarns, It is claim- 
ed that it has been possible to com- 
bine the advantages of both. 


places 1.7 pounds of rayon or Tyrex 
as the result of nylon’s higher 
weight to strength ratio. (The 1 to 
1.7 ratio varies slightly between 
companies and size and quality of 
tires.) 

On this basis, the amount of ray- 
on needed to replace a pound of 
nylon was reduced 4% cents while 
nylon was trimmed five cents. It’s 
not much, tire men admit, but it 
does tend to close the price gap 
between the two fibers. 

And when it comes to price cut- 
ting, the nylon producers can play 
the game a lot longer than the 
cepa companies because of their 
bigger profit margins. 


Dana Anticipates 
No Price Boosts 


Despite Profits Dip 


TOLEDO.W—Dana Corp, antici- 
pates no price rises in the near fu- 
ture since the auto makers, its cus- 
tomers, have indicated they will 
hold the price 
line, John E. 
Martin, Dana 
president, said in 
an interview. 

He also pre- 
dicted that while 
Dana’s sales will 
be up for the fis- 
cal year ending 
Aug. 31, earnings 
will fall below 
last year’s mark. 

John E. Martin But profit should 
be within 10 percent of the $18,236,- 
250 earned in fiscal 1959, he said. 

Sales will soar to above $230 mil- 
lion, he continued, compared with 
$220 million a year ago. 

Lower earnings were the result 
of increasing costs of raw mate- 
rials and other items, Martin added. 

“It’s a nibbling kind of encroach- 
ment, with no one item big enough 
to go to our suppliers and tell them 
we have to raise our prices,” he 
explained. 

Martin added that other factors 
in the earnings decline were the 
steel strike, which curtailed opera- 
tions of auto firms, and an unusu- 
ally high profit margin in 1959 
which tends to make 1960 look 
worse than it is. 





Late Report... 


Aug. Sales Hailed 
By Three Makers 


Rambler, Dodge, 
Lark Score Gains 


DETROIT. — Makers last week, 
in reporting retail sales for the 
first 10 days of August, noted gains 
over earlier periods. 

There were nine selling days in 
the first 10-day period of August. 
Because of two Sundays and a na- 
tional holiday, there were only 
seven selling days in the first 10 
days of July. 


Individual reports follow. 
* * * 


Rambler 


Retail sales of 10,723 compact 
Ramblers in the first 10 days of 
August represented an 11-percent 
increase over the same period a 
year ago, American Motors said 
last week. 

Roy Abernethy, vice-president 
of automotive distribution and 
marketing, said sales for the pe- 
riod represented a 63-percent in- 
crease over the first 10 days of 
July. 

So far this fiscal year Rambler 
dealers have delivered 372,157 units, 
compared with 307,322 sold during 
the corresponding period in 1959. 
For the calendar year to date, 
Rambler sales are up 21 percent. 

7 * * 


Dodge 

Sales of Dodge cars in the first 
10 days of August were 78 percent 
higher than sales in the same pe- 
riod a year ago, M, C. Patterson, 
Dodge general manager, said last 
week. 

Patterson said 9,684 Dodges were 
retailed Aug. 1-10, compared with 
5,427 in the same selling period of 
1959 and 8,176 in the first 10 days 
of July, 

In the model year through 
Aug. 10, he said, Dodge sold 297,- 
694 cars, compared with 127,704 
in the same period last year—an 
increase of 133 percent. 

In the calendar year through 
Aug. 10, Dodge sold 241,676 cars, 
compared with 95,748 in the same 
period last year—an increase of 152 
percent, he said. ‘ 

cd * 


Studebaker 


Retail deliveries of 1960 Stude- 
baker Larks and Hawks remained 
ahead of 1959-model sales with 
106,058 deliveries through Aug. 10, 
compared with 104,346 a year ago, 
said S. A. Skillman, general sales 
manager. 

During the first 10 days of 
August, he said, retail deliveries 
totaHed 2,885 units, up 43.7 per- 
cent from sales of 2,007 during 
the first 10 days of July. 

Retail deliveries of Studebaker 
trucks were up 38.2 percent during 
the first 10-day period of this 
month, compared with the first 10 
days of July. 


New Suit Filed 
In Cooke Collapse 


LOUISVILLE. — Another lawsuit 
has been filed in the collapse of the 
Thurston Cooke automotive empire 
here. This action seeks $141,195 from 
Universal CIT Credit Corp. 

Louisville Credit Men’s Assn., to 
which a number of Cooke com- 
panies, including two dealerships 
were assigned for liquidation, filed 
the new suit. 

The association has sued CIT for 
another $719,046. Both suits object 
to CIT’s receiving money from the 
sale and redistribution of cars 
which Cooke dealerships floor- 
planned with CIT. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $4 last week to $965, according to Automotive News’ index. 

Small gains among individual models were shown by ’53s, which 
went up $9; ’59s, which gained $3, and ’56s, which advanced $1. 

Losses amounted to $3 on 58s, $7 on .’5%s, $8 on ’54s, $9 on’ ’55s 
and $19 on ’60s. New lows were established for ’55s and ’57s and the 
previous low for ’58s was matched. 

At a group of representative auctions last week, the sales ratio 
was 70.8 percent, compared with 70.9 percent a week earlier and 
71.0 percent the week prior to that. 

Auction reports begin on Page 28. 
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Motorola was dedicated to the 
advancement of car radio back when 
headlights were bold as brass 


Remember? They were mounted high to stand 
out proud and bright. 
It was a time when headlight polishing was 
a solemn rite performed fresh after a car wash. 
Even then Motorola was hard at work: help- 


ing you sidetrack those engine noises that 
cackled through the car radio’s loud-speaker. 

Polishing car radio performance is our busi- 
ness. And the designing of finer car radios is 
still the thing we continue to do best. 


OGMOTOROLA 
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AUTOMOTIVE NEWS, AUGUST 22, 1960 


Urge Title Law, Legislative Efforts ... 





Independents Meet in Georgia 


By Robert H. Brown 
Staff Correspondent 

ATLANTA. — Enactment of an 
“effective, workable title law” for 
Georgia was endorsed in a resolu- 
tion adopted at the annual conven- 
tion here of the Georgia Indepen- 
dent Automobile Dealers Assn. 

The resolution called for a law 

broad enough to include proced- 
ures for payment at one time of 

all vehicular taxes. It noted that 
the need for such a law has been 

“evident throughout the years.” 

In other resolutions, the conven- 
tion: 

1. Endorsed efforts to defeat 
pending wage-hour legislation in 
Congress and to head off territory- 
security legislation. 

2. Urged extension to all counties 
of a law relating to the registra- 
tion of used-car dealers. 

3. Authorized appointment of a 


“watchdog” committee on state 
legislation. 

4. Condemned unsupervised drag 
racing. 


Miles Elliott, executive vice- 
president of GIADA, said the 
association announced plans to 
raise $400,000 to erect its own 
building by selling stock at $2 a 
share with a minimum of 100 
shares. 

Among new services planned for 
association members, he said, 
information on management, ad- 
vertising and public relations. 

The Georgia association, he said, 
is now the largest regional inde- 
pendent dealer association in the 
nation, having passed Texas by 
signing up 770 members out of a 


potential of 1,000. The national as-| going to talk on a subject that 





Wilkie Views... 


Retrenchment Ahead? 


start of the current mode] period.) 


By DAVID J, WILKIE 


NEW CARS will be in plentiful 
supply through the remainder of 
1960. 

That’s the view of many indus- 
try experts and of economists 
whose business it is to look as far 
as- possible into the future. Some 
market researchers foresee the 
biggest year-end inventory in auto 
. industry history. 

Of course, the greater variety 
of models each manufacturer is 
obliged to provide since the ad- 
vent of several entirely new lines 
of smaller cars makes larger in- 
dustry inventories necessary. 

The approach of the new model 
year has stimulated consider- 


able speculation as to the strength! pec 


of the car market 
for that period. 
One point the re- 
searchers appear 
to agree upon is 
that the retailers 
are in for a lot 
of hard selling; 
that sales will 
not come easily 
in any line of 
cars. 

Some sales rec- 

D. J. Wilkie ords have been 
reported by the car makers in the 
1960 model year. Nevertheless, re- 
tail deliveries did not measure up 
to the predictions made at the 
———— 

Stamp Honoring Autos 


To Go on Sale Oct. 15 


WASHINGTON.—A four-cent 
commemorative stamp honoring 
the automotive industry will fea- 
ture the theme “Wheels of Free- 
dom.” It will be placed on first- 
day sale on Saturday, Oct. 15, in 
conjunction with the opening of 
the National Automobile Show in 
Detroit. 

The stamp, to be printed in 
blue, was designed by New York 
Artist Arnold J. Copeland. Super- 
im upon a background of 
the world are three illustrations 
centered in a symbolic steering 
wheel, featuring a passenger car, 
a tractor; and a truck, The in- 
itial print order of these stamps 
will be 120 million. 

eee 
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sociation has about 2,000 members,| would tread on the feelings of some 


Elliott said. 

The Georgia convention, he said, 
was attended by 416 delegates, in- 
cluding five who are or were presi- 
dents of the national association: 
Al Schwartz, Pittsburgh; C. E. 
Pitts, Montgomery, Ala.; Stacy 
Rowell, Miami; John Kinnaird, Fort 
Worth, and Jim Downing, Atlanta. 

Kinnaird and Rowell were 
among the convention’s featured 
speakers. 

Kinnaird, who is president of the 
National Independent Automobile 
Dealers Assn., told the convention 
that the independent dealer has 
come a long way in 20 years and 
that the future is bright. 


The national association is ex- 
panding, he said, and efforts are 
being made to extend the associa- 
tion into every one of the 50 states. 
There are now 11 states where the 
association has affiliations. 

Warning dealers that unless 
they develop more of a desire to 
succeed by adopting changes in 
selling methods, bookkeeping, in- 
ventory control and pricing, 20 
percent of those attending the 
convention will not be in business 
this time next year. Miami Deal- 
er Stacy Rowell said the time 

has come for dealers to show 
they are the good business men 
they are capable of being. 

“You are the only ones who can 
do the job. You can’t look to the 
government for aid. You must have 
the inexhaustible desire to succeed 
if you are all going to be back 
here for next year’s convention,” 
he said. 

Warning his listeners that he was 


| 


The calendar year’s total probably 
will not exceed 6% million units 
including imports, according to the 
view of most market analysts. 

. * * 

THAT VOLUME adds up to a)! 
“good” year for the auto industry, 
even though it falls a bit short of 
the total the more optimistic of 
the industry experts estimated 10 
months ago. At the same time, 
many of the analysts are extremely 
cautious in their predictions about 
the sales volume that lies immedi- 
ately ahead. 

Value Line Investment Survey, 

published by a New York invest- 
ment advisory concern, has this to 
say about the auto industry’s pros- 
ts: 
“Although output may reach 6% 
million units this year, the auto- 
mobile business hasn’t really been 
that good. By year-end there will 
have been a net addition to dealer 
inventories which the Survey esti- 
mates at 300,000 to 350,000 cars. 

“With dealer inventories of 
new cars at close to an alltime 

high at the beginning of 1961, the 
aute industry also will face the 
prospect, suggested by surveys 
of consumer buying, of reduced 

new-car sales. The economy ap- 
pears to be shifting from a ris- | 
ing to a levelling stage. 

“Therefore, after the auto com- 
panies have supplied their dealers 
with 1961 models, the industry is 
expected to slow its pace as it en- 
ters 1961. Output next year Value 
Line Survey tentatively estimates 
may be 10 percent below that of 
1960.” 

“Next year is also likely,” it says, 


“to witness the first real test of the| | 


mettle of the burgeoning market 
for compact cars — how much is 
fad, how much protest, how much| 
a real desire for economical trans- 
portation.” 

* * + 

CONTINUING its dubious view, | 
the Survey concludes: 

“Auto company profits have been 
disappointing this year because 
margins have narrowed as output} 
expanded, due to the trend of con- | 
hicles, which carry less profit per 
unit. With output and sales likely 





(Continued on Page 48, Col, 1) 


dealers, Rowell said: 


“Tll bet not over 25 percent of 
you hold sales meetings with your 


staff of salesmen. 


“T'll bet not over 25 percent of 
you have worked out a sales plan 


for selling cars. 

“Tll bet not over 25 percent of 
you have any sort of a daily op- 
erational control system, You 
can’t tell what you made yester- 
day or today. 

“Tl bet not 25 percent of you have 


ever investigated your sales force 
to see what kind of men they are 
as to character, whether they pay 


their bills and fit into the com- 
munity picture.” 

Paul E. Bennett, Augusta, was 
elected GIADA president for the 
1960-61 term. He succeeds James 
Davis, Macon. 

Vice-presidents elected were: 
Lionel Pye, Dalton; Pete Bunch, 
Savannah, and Leon Jordon, Co- 
lumbus. 

T. Mack Day, Columbus, was 
chosen chairman of the board of 


directors, and Ferrell Samples, 
Atlanta, was elected secretary- 
treasurer. 


Rowell pointed out that times are 
changing and today’s as well as 
yesterday’s methods are not going 
to get business tomorrow. The day 
of no downpayment and five years 
to pay is not going to make mone 
and “it is time that we come bac 
to the essentials of good business 
and salesmanship,” he said. 

“Any man in this room with the 
desire can make money this year, 
if he takes stock of his operation 
and has the desire to do so,” 
Rowell said. 

“Too many dealers won’t even 
drive the cars they have on their 
lots. They don’t know a thing 
about them. They have good in- 
tentions of driving them to see 
what may be wrong with them, 
but they never get around to it. 

“Too many of you dealers have 


|forgotten you have an obligation 
|to your community. You've for- 


gotten about the luncheon clubs 
and the churches. 

“You’re taking the road of least 
resistance, and that is why I say 
that unless you change your ways 
at least 20 percent of you will not 
be back here next year.” 

He urged dealers to study their 
finance plans with finance com- 
panies. 

“Never forget that they know 
all about you,” he said. They’re 
watching your statements and 
they’re watching your stocks to see 
what kind of cars you’re carrying 
and how many lies you can tell. 

“It’s most important that you 
know your finance company, be- 
cause he knows you, and it’s a 
better feeling when you need 
$20,000 to be able to go in to see 
the company or bank and they 
give you the check.” 

Even more important, he said, is 
the business of finding prospects, 
and asking them to buy. Make calls 
at nine o’clock at night if neces- 
sary, Rowell suggested. 

“If you’re sitting and waiting for 
prospects to come to see you, you’re 
not selling,” he said. 











Georgia Independents Pick Officers— 


New officers were chosen by the Georgia Independent Automobile Dealers Assn. 
at its annual convention. They are: Top, left to right, Lionel Pye, Dalton, treasurer; 
Ferrell Samples, Atlanta, secretary; Miles Elliott, Atlanta, executive vice-president. 
Bottom, left to right, T. Mack Day, Columbus, chairman; Paul Bennett, Augusta, president; 
Leon Jordan, Columbus, second vice-president, and Pete Bunch, Savannah, first vice- 


president. 





Borgward Maps Campaign 
To Stay in U.S. Market 


By John K. Teahen Jr. 
Associate Editor 


ORGWARD is in the American 

market to stay, and the West 
German compact is readying a 
national advertising and merchan- 
dising program designed to recoup 
this year’s sales losses, Helmut K. 
Winkler, vice-president of Borg- 
ward Motors Corp., told AuTomotive 
News last week. 


Borgward Motors, which is head- 
quartered in Boston, is part of 
the recovery 
movement, The 
firm was organ- 
ized last month, 
and it marks the 
first time the 
Borgward factory 
has had its own 
importing and 
administra- 
tive setup in this 
country. 

4 All the other 

H. K, Winkler top-selling im- 
ports have similar subsidiaries to 
handle their operations in the 
United States. 

Winkler outlined Borgward Mo- 
tors’ plans during a visit to the 
Midwest to confer with dealers and 
applicants for dealer or distributor 
franchises. 





* * * 


HE SAID advertising will stress 
“performance, quality and per- 
manence of styling.” Service schools 
and sales-training clinics will be 
conducted in the field. Winkler also 
acknowledged that there is factory 
money available to assist dealers 
who run into floor-planning difficul- 
ties. 

He believes Borgward has a good 
chance to regain the sales it has 


lost this year. During the first six 


months of 1960, Borgward registra- 
tions totalled 2,692, compared with 





Successor to Dual-Ghia— 





This is the hardtop successor to the Dual-Ghia. It will be known as the Ghia 6.4-L, 
and will be the first production car to be built by Carrozzeria Ghia, veteran coach 
builder at Milan. Price is expected to be near $15,000. It will have a 115-inch wheel- 
sumer preference for economy ve-| base, height of 52 inches, width of 75 and length of 210 inches. It will use Chrysler 


| components. Its designer, Paul Farago, said the final styling touches were made in 


the wood stage by Ghia's outstanding carpenter, who, under Farago’s instructions, 
simply kept shaving the car down to its present lines. (Story on Page 46.) 





3,870 in the like period of last year. 
Winkler sees an increase in the 
overall import market in 1961 
and believes it may level off at 
about 500,000 in future years. 


He said Borgward will begin im- 
porting its new Big Six model in 
September and that the newcomer 
should account for 10 to 15 percent 
of Borgward imports within a year. 

The Big Six is a four-door sedan 
with a wheelbase of 104.3 inches and 
an overall length of 185.6 inches. 
It has a six-cylinder engine that 
develops 100 horsepower. 

* a cf 
BoOkGwARD'S dealer-recruitment 
plans are centered around areas 
like the Midwest, where the com- 
pany feels it does not have enough 
outlets. 


Borgward’s experience with do- 
mestic duals has been repeated 
in several other lines since the 
United States compacts hit the 
market. Like Winkler, these im- 
porters are devoting their re- 
cruiting efforts to import-o nly 
dealerships. 


Nationally, Borgward counts 446 
dealers, about 10 percent of whom 
are dualled with domestic makes. 
A year ago, upwards of 20 percent 
of the nation’s Borgward dealers 
also handled a domestic line. 





L. A. Auctioneer 


Sells 50 Morettis 


At ‘Distress’ Price 


LOS ANGELES. — Another fire- 
sale of “distressed” imported cars 
took place here recently when 50 
new Italian Moretti sports cars 
were offered by David Weisz & 
Co., an auction firm. 

The cars, purchased by Weisz 
from San Francisco importer E. A. 
Norwitt, were billed “from the dis- 
tressed importer.” Convertibles and 
coupes were on Sale. P.O.E. price 
was listed as $2,795, with a liquida- 
— price of $1,695 offered the pub- 
ic, 

David Kaplan, of the Weisz firm, 
told Automotive News, “We bought 
50 in San Francisco, and ran a two- 
column 6%-inch ad in the sports 
section of the Los Angeles Times. 
In two days we sold 31 of the cars. 
There was so much activity that 
an imported car dealer made us an 
offer for the remaining 19. We 
accepted. 

“Unfortunately, of the 31 we sold, 
six people had trouble with financ- 
ing. So we've six of the 31 left for 
sale.” 

No warranty was offered by 
_— and all cars were sold “as 
in 

A telephone call to Import Mo- 
tors, 2808 Santa Monica Btvd., Santa 
Monica, Calif., verified purchase of 
the “distressed” remainder. Two 
weeks after buying the 19 cars, 
Import Motors had sold four. 








For Full Information 
On The 
RAMBLER FRANCHISE 


...Mail this card today! - 
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Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 


ON a cies acca geeeeiaeniaaeneen 
iain sane pilamnan tenement 
sce ninco ome roe 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


BUSINESS REPLY MAIL 
Director of Dealer Development 


American Motors Sales Corp. 
Detroit 32, Mich. 


* 
‘ 
‘ 
‘ 
* 
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VIA AIR MAIL 














Before you plan for 1961... 
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T Will I Have a Complete Line of Compact Cars to Sell—3 

Distinct Sizes Completely Blanketing the Compact Field 

. The Economy Compact, The All-purpose Compact and 
Luxury Compact? 


2 Will I Be Selling the Only Compact Car Proved by 
11 Years’ Experience and More Than 26 Billion Owner- 
Driven Miles? 


Can I Expect My Dealership Profits To Be Well Above 
Industry Average? 


4 Will the Compact Car I Sell Have a Large Backlog of 
Present Owners to Assure a Ready Source of Prospects 
and Good Service Volume? Remember—There Are More 
Ramblers On The Road Than All Other Compacts Combined! 


THE ANSWERS ARE “YES” 
WHEN YOU GO RAMBLER! 
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There Are Still IMPORTANT! 
Rambler Dealer Franchises 
Available In Select Markets 
Including Some Metropolitan Areas 


Rambler Franchises Also Available in Canada and Important Export Markets. FI 
In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Avenue, Toronto. oe een D oO Hl i 1 Oo D A A ry 
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Travel, 

Adventure, 

Excitement -— 
76-/Ib. 
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The auto industry now delivers its end product at about 
76 cents per pound—a bigger and better bargain than ever 
before. This bargain has been made possible by continuous 
improvements in design, in production techniques and in 


materials. 


The auto industry has demanded more steel and more spe- 
cialized steel—cold rolled steel in wide continuous strips, 
new alloy steels and new methods of heat treatment. The 
typical car today requires over 100 different grades of steel, 
and J&L now has the capacity to produce for the auto 
industry 68 per cent more steel than 10 years ago. The 


cold reducing mill behind the “traffic scene” rolls out 


Traffic scene staged at new four-stand tandem cold reducing mill in J&L’s Cleveland Works. 


3,750 feet of steel sheet per minute—smooth, flat sheets of 


uniform thickness, held uniform by automatic X-ray. 


In the last 10 years, Jones & Laughlin has invested about 
700 million dollars in new plants and equipment to give 
all industry the improved steel needed to produce a better 
bargain. J&L, today, is a leading source for a great number 
of standard and specialty steels—sheets for the auto, appli- 


ance and electronic industries, stainless steels for the chem- 


This Steelmark identifies the better 
value of products made of steel. Place 
this mark on your steel! products—and 
look for it when you buy. 


d’Arazien 


ical industry, tubular products for the oil and gas industry 


and countless other specialized steels for countless other 


specialized industries. 


Nearly every product made of steel is a better value today 
than it was just 10 years ago. These products get a better 
start with the strength, toughness and 


precision quality of Jones & Laughlin steel. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA STEEL 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

M { |. Fair and equitable contracts between manufacturers and dealers in 

A motor vehicles, parts and accessories; 

1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 

€ and U. S. governments, applied to building and maintenance of highways; 

k { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 






Capsule Comment 


Imported-car registrations declined in the first half while 
domestic-car sales were increasing. 
By Jove! Ach, himmel! Sacre bleu! 
+ a2 os 
Compact cars begin to take a growing share of produc- 
tion. 
In many ways, they get bigger and bigger and bigger. 
* * * 
. Used-car stocks have been cut back to the year’s lowest 
evel. 
Plenty of room on the lots for tradeins on the ’61s. 


In the good old days, when a man bought a new car he 
liked it better than anything else in the world. 


In this age of the psychoanalyst’s couch, he may still 
like the new car better than his wife, but he worries 
about it. 


* * * 
Of all new cars sold in June, 61 percent were financed. 
How often did your salesmen miss a finance-package 
sale? 
* * * 
A major import make has been quietly replacing privately 
owned distributorships with factory-owned subsidiaries. 
Did they jump or were they pushed? 
* * * 
Converting automotive engines to marine use is a rapidly 
growing industry. 
Who remembers the depression-era Arrow airplane, 
with a Model A Ford engine turning the prop? 












Automotive Cartoon 


Of the Week 










Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 
Aug. 28-29—Wyoming Automobile Dealers 























Assn., \ 

— i1-13 New Hampshire Automobile 
a Assn., Farragut House, Rye 
eac! 


N. H. 
Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis, 

Sept. 13-14—Federation of Automobile 
Dealers of Canada, Toronto. 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 

Sept 18-20—New York State Automobile 
aan 













The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 
Sept. 30-Oct. | — Montana Automobile 
ae Assn., Rainbow Hotel, Great 

alls. 

Oct. 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel Roanoke, Roanoke, 
ict, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Dec. 5—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City, 

Jan, 15-i9—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 


leans. 

May 14-16—I| daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 


* * * 


Auto Shows 


Sept. 23-Oct. |—Commercial Motor Show, 

arl's Court, London. 

Oct, 6-16—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

Oct. 8-23—Dallas Auto Show, Texas State 
Fairgrounds, Dallas, 

Oct. 1416 — Empire Motor Show, Denver 
Coliseum, Denver, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Oct. 19-29— International Motor Show, 
Earl's Court, London. 

% Nov. 3-13 — International Automobile 
Show, Turin, Italy. 

*% Nov. 413—Seattle Auto Show, Armory, 


Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbury, L. I., N. Y. 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 



































"That means outside!" 













Letterbox 


‘Sell the Warranty ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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30,000-Mile Warranty? — in a ~~. oe < aes 
choice, preferably the selling dealer 
Here is an a of —_ — of the car make, every 2,000 miles 
you can use it for an article. for necessary lubrications, oil 
sometime I have been mulling it changes and the necessary pre- 
over and if = was — a ventive maintenance suggested 
AvuTomoTive News, something Y|by the manufacturer—which the 
come of it. owner pays for—to keep the prod- 
What I have in mind is a two-| yct in operational shape and to 
year or 30,000-mile manufacturers | make unnecessary breakdowns due 
warranty on all new cars sold. It\to jack of necessary preventive 
would be an optional deal which| maintenance service. This will be 
an owner can purchase like any/ noted and signed on hig warranty 
accessory at the time of the neW-| contract and if anything happens 
car sale. It would cost him $50 and| which is covered in the warranty, 
it would take ore of = Foes soe it will be fully covered. 
except preventive maintenance; mi, program is good for the 
work like tuneups, whee! align-| ,. 14 because he will get trouble- 
ment, brake reline, glass, rattles, free motoring and if anything does 
squeaks, or accident damage. happen to the vehicle, he is fully 
It would cover rings, valves,| covered and will not have any un- 
transmission, body hardware, UP-| necessary expense and upset his 
holstery, wheel cylinders, rear axle, | budget. Imagine an owner with this 
seals, water leaking and any other| type of coverage and he is on vaca- 
functional parts. Once the buyer) tion 3,000 miles from home, and the 
has bought this program, it would| automobile breaks down, the engine 
not cost him a dime for the work| must have a new crankshaft which 
needed. could cost him about $200. All he 
The program will be bought at | will have to do is take the car to 
the dealership and the money | the dealership of his car make any- 































* * * 
turn to the manufacturer | Where, and will not cost a dime. 
General ef ne on et ode will back it | What a relief to the owner! 
Sept. os, 1960—Production Engineering up 100 percent through their Just think of the customer loy- 
now, Novy Mier, Gnice dealer any place in the world. |alty this would bring about. You 





could bet every cent you have that 
his next new-car purchase would be 
the same make, and the word-of- 
mouth advertising by this owner 
sion for selling and explaining | could get his friends and relatives 
the after warranty fund. to buy the same make. Terrific 
There would be stipulations in| Sales promotion here will help sell 
this after-care warranty program | More American cars. 
contract. The owner must take his This would be a good deal for 


the automobile agency because it 
The Big Stories 


would have its new-car owners 
come back regularly for service 
35 Years Ago—1925 
Automotive News published its first edition this week on Aug. 27. 


and keep the service department 
20 Years Ago—1940 


full. 

The cars would be kept in tiptop 
condition and malfunctions that 
could happen from neglest would 

Ford Motor Co. signed a government contract to produce 4,000 
Pratt & Whitney air-cooled airplane engines. The firm also announced 
it would construct planes of its own design, powered by a liquid- 
cooled engine, likewise the company’s own design. 


not take place and the auto perfor- 
mance will please the owner. He 

will keep coming back to the deal- 

ership of his own choice like his 

10 Years Ago—1950 

The millionth Mercury was produced this week, The first was 
turned out in 1938 . . . The five-millionth vehicle of 1950 rolled off the 
assembly line as the auto industry produced 172,396 units this week. 


The dealer will be given $10 of 
which the dealership will allot $5 
for the bookkeeping and $5 to 
the car salesman for his commis- 


rnational Amphitheatre, Chicago. 

. 12-15—National Truck Leasing Sys- 
tem, Sheraton Towers Hotel, Chicago, 
Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 

ton Hotel, Chicago. 

Oct, 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, 

Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 


°. 
Sept. 6-16, 1960—Machine fool Exposition, 
nte 
Sept. 






















favorite barber shop. This will build 
up owner loyalty and will not let 
him drift off to some gas station 
or independent garage, which may 
not thoroughly understand his 
(Continued on Page 40, Col. 3) 













TURNINGS ... 
Porsche Faces Corvair, 


AUTOMOTIVE NEWS, AUGUST 22. 1960 





Front-W heel Drive 





By Joseph M. Callahan 
Engineering Editor 
1. ‘true story of the relationship between Corvair and 
Porsche and many other subjects were candidly discus- 
sed with AUTOMOTIVE NEws by Ferry Porsche, president of 
e——_—_- A NN 


the House of Porsche, during? 
a visit to Detroit. 


Ferry Porsche, a smallish, ath- 
lectic-looking, sports-coated man 
who looks young- 
er than his 51 
years, has long 
stood and prob- 
ably will always 
stand in the 
shadow of his 
legendary father, 
Dr. Ferdinand 
Porsche, who 
was considered 
by many as the 

ie outstanding auto- 
J. M. Callahan mobile engineer 
of this century until he died in 
1951. 

However, the younger Porsche is 
an we engineer in his own 
right. enty-five years ago, for 
example, he was chief experimental 
engineer of the Porsche company 
when it designed the current 
Volkswagen. The Porsche firm, still 
entirely owned by the Porsche 
family, exploits its world-wide en- 
gineering reputation through its 
extensive consulting operations. 
Half of its 1,200-man staff of engi- 
neers, designers and testers work 
entirely for outside firms. 

* * 


Ideas Exchanged 


| |p merqueonnneg the common belief 
that much of the Corvair was 
designed by Porsche engineers, 
Porsche said, “We really had noth- 
ing to do with the Corvair. We 
know the General Motors people 
very well. They visited us and we 
visited them and we exchange 
ideas. 

“But there wag no ‘official’ con- 
sultation between Chevrolet and 
ourselves, There was absolutely no 
actual written consultation ar- 
rangement. We have done a great 
deal of experimenting on road 
holding, steering and suspension, 
for example. 

“The Chevrolet people have more 
experience with the automatic 
transmission. We merely exchange 
information.” 

Later Porsche, who drives a 
Corvair at his home in Stuttgart, 
West Germany, supported his 
claim of detachment from the 
Corvair by mildly criticizing it, 
although he said he didn’t mean 
to criticize unduly because many 
manufacturing and cost factors 
enter into the final design of a 
car. 

However, he said the Corvair’s 
ride wasn’t too good because of 
the absence of a stabilizer in front. 
In additjoh, he said the car was a 
little too heavy in the rear because 
the Chevrolet engineers chose to 
move the front seats rather far 
back so as to have more leg room 
in front, Another factor making 








* * * 





Porsche with Product— 


Ferry Porsche, head of the House of 
Porsche, stands before one of his cars 
at an airport shortly before returning to 
his home in Stuttgart, Germany, following 
a United States visit. 


for rear-end heaviness is that the 
Corvair’s engine is bigger than the 
Volkswagen’s, he said. 

* * * 


More Room in Porsche 


“We HAVE more ieg room in 
our Porsche,” he said. “But 
this is because our car is a two- 
seater and you can put the leg 
room between the front wheels. If 
you have a three-seater, you must 
ge behind the front wheels for leg 
room.” 

Asked about changes in the 
House of Porsche since his father 
died, Porsche said that there had 
been no change in principle, al- 
though there had been many small 
changes made, some expansion and 
much more experience acquired by 
members of the firm, especially in 
regard to road holding and rear- 
engine cars. 

“We get a great deal of experi- 
ence from our racing activity,” he 
explained, “But we’re not like 
Ferrari. We pick up information 
and put this into our production 
cars. Racing is a good way to 
experiment with production cars, 
we think. 

“Americans get the same kind of 
experience on their proving 
grounds as we do racing, except 
that when my engineers go to a 
race they have more enthusiasm. 
It’s just like during a war—more 
progress is made than in years of 
peace because there is competi- 
tion.” 


* * * 
No Europe Race Ban? 


ORSCHE said that it’s unlikely 

that the auto makers of Ger- 
many would get together and agree 
to refrain from auto racing because 
the automobile structure in Europe 
is quite different than it is here. 
There is an organization of auto 
makers in Germany but they make 
no agreements. 

After predicting that many im- 
ported cars will soon drop from 
Sales competition here, he said, 
“Many of them are useless in this 
country. They’re under-powered— 
this is a power-minded country. 
They’re not roomy enough, lacking 
sufficient passenger and luggage 
space. They’re ugly — Americans 
like better looking cars.” 

Then he added, “If the concep- 
tions of the Americans were a 
little more timeless and a little 
more functional, the y wouldn’t 
have to change so fast. If you put 
function first in a car’s design, 
it will be a little more timeless.” 

Turning the conversation to 
drive-line arrangements, he said 
the cheapest way to do it is to 
combine the engine, transmission 
and differential in one unit. This 
reduces the choice to either a 
front-wheel drive or a rear-engine, 
rear-drive. 
Ey * ea 


Anti-Front Drive 


PORSCHE said he preferred the 
rear engine for many reasons, 
not the least of which is that front 
drive requires four universal] joints, 
compared to the two that are need- 
ed for the rear engine. This is less 
costly and results in fewer poten- 
tial trouble spots. 

“In a rear engine car,’ he con- 
tinued, “all the passengers are near 
the middle of the car. For a small 
car, it’s important that approxi- 
mately the same percentage of the 
total weight be on both front and 
rear axles, regardless of whether 
the car is loaded or unloaded. This 


‘iis difficult to accomplish under all 


conditions with a front-drive car. 

“Also, the traction on a front- 
drive car isn’t always ideal. It’s 
good to have a little more than 
50 percent on the driving axle. 
With front-wheel drive, more 
than 50 percent of the weight is 
on the front. When you brake 
the car, more of the weight 
switches to the front and you 

(Continued on Page 34, Col. 1) 
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* OWNER CERTIFIED 


Sales Plan Gives You 


@ Greater Profit 

More Customer Satisfaction 
Dependable Sales Aid 

New Prestige 

Self Liquidating Cost 

24 Hour a Day Salesman 


PROVED BY YEARS OF EXPERIENCE WITH 53 
INDIANA FRANCHISED DEALERS. 


Owner Certified is the Used Car Sales Plan all Indiana is talking about. 
It gives your sales force new incentive . . . better deals and easier sales. 
For the first time, this terrific plan is being offered nationally. Be the 
one dealer in your community that has Owner Certified and watch the 
difference it makes in your profit picture. Write today for the easy-to- 
use Owner Certified Sales Kit. 


Clip out the attached coupon and receive a 
One sale from this kit will 


Do it now! 


free sales kit. 


pay for a whole year’s service! 


What have you got to lose? It’s Free! 


CERTIFIED SALES ENGINEERING CO. 
99 E. 102nd ST. 
INDIANAPOLIS 20, INDIANA 


Name 


Dealership ——@ _—_________ 
Address— 
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Megas 


The greatest advertising campaign ever used to launch a Du Pont consumer 
product will tell your customers repeatedly of the benefits of buying 
**Telar’”’ Never Drain Anti-freeze and Summer Coolant. This unprecedented 
advertising program will create a demand that, coupled with your own selling 
efforts, will produce anti-freeze sales never before possible. 


6 WEEKS OF NEWSPAPER ADVERTISING in major dailies in your area will 
feature three ads a week for ‘“Telar’”’. Copy stresses the exclusive benefits of 
**Telar”’: it goes in for keeps, it never needs to be drained from a properly 
operating cooling system, it’s a summer coolant and contains Color Check. 
Dramatic layouts with eye-catching illustrations will command attention. 


10 FULL PAGES OF MAGAZINE ADVERTISING will keep the story of “‘Telar”’ 
before the greatest magazine audience in the nation—the readers of Life, 


ed Ls 


\ 


4 f 


We 


The Saturday Evening Post and Reader’s Digest. A two-page ad written espe- 
cially for Mechanix Illustrated by Tom McCahill will tell his first-person 
story of how he helped test ““Telar” in his own cars. Three other full-page 
ads will reach over 1,000,000 enthusiastic car fans in Motor Trend, Hot Rod 
and Motor Life. 


DRAMATIC OUTDOOR BILLBOARDS will keep the name “‘Telar” before the 
eyes of the motoring public, starting a month before the first freeze in your area. 





RADIO WILL GRAB CAR OWNERS on their way to work—and to buy—with 
a steady stream of ‘“Telar’”’ messages. The commercials, using the ‘“Telar’”’ 
jingle and diverting dialog, are listenable, memorable and timed for the morn- 
ing and evening hours when radio audiences are at their peak. 


10SEL Telar ees 


TRADEMARK 


IN OUTDOOR eae ee ela 


PUBLICITY will feature this fall a new and glamorous Miss Anti-freeze who 





will exert her proven appeal to spread the word that it’s time to buy Du Pont * 
**Telar’’. 

COMPLETE POINT-OF-SALE MATERIAL — acetate banner, window streamers, 

large window posters, price bullet all with Kleen-Stik for easy application— 

will be provided free so you can tie your sales effort into the rest of the adver- a 
tising for ““Telar”. This display material will help rem'nd motorists that you 4 


sell and install ‘“Telar’’. 
BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY GU POND 


And this 1s only 
YOU MAKE $1.65 PROFIT ON EVERY GALLON! ([iiimemueauie § the half of it... 
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TOP TELEVISION NETWORK SHOWS 


Yes, 11 top TV shows will be selling ‘“Telar’’ for you. They’ll 
be hammering home the exclusive advantages of ““Telar’’— 
that it never needs draining in a properly operating cooling 
system, that it’s asummer coolant and that it contains patented 
Color Check. , 

The commercials use lively animation, feature a sprightly 
jingle and are highly entertaining, and they are loaded with 
sell. The shows are the finest entertainment in television: 
Riverboat, Thriller, Outlaws, Michael Shayne on NBC; Sugar- 
foot, Bronco, The Islanders, Adventures in Paradise, Naked 
City, Roaring Twenties on ABC. And The Du Pont Show of 





the Month will carry a 3-minute ““Telar’’ commercial on CBS 
in September. 

Never before have you had so great a product as ‘“Telar’’ to 
sell. Never before have you had such great support to help you 
sell. So sell it—and the biggest profit in anti-freeze will be 
yours for keeps! 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


REG. U.S, PAT. OFF 


YOU MAKE *1.65 PROFIT ON EVERY GALLON! 
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What's New... 








ASIA to Expand 
Training Programs 


In U.S. Schools 


CHICAGO. — Plans for further 
expansion of Automotive Service 
Industry Assn.’s “Automotive *In- 
struction in Our Schools” program 
have been announced by the associ- 
ation’s Vocational Education Sub- 
committee. 
The following steps will be taken 
; soon by ASIA to add impetus to 
training programs in schools and 
to increase cooperation between 
association members and school of- 
ficials: 
1. Increase the number of as- 


It’s ‘Cherchez 
La Femme at 
Renault Site 


BUFFALO. — Auto-Land’s new 
Renault branch at 1141 Main St. 
was planned with the woman shop- 
per definitely in mind, All Renault 
sales and service of Auto-Land are 
being handled exclusively at this 
location. 

The building has been completely 
remodeled and redecorated for the 
imported-car operation. The decor 
both inside and out leans heavily 
on shades of lavender and purple. 

The outside of the building is 
painted a delicate lavender with 
white trim. Mounted at each side 
of the 20 pane show window are 
large white carriage lamps. Also 
clearly visible from outside is a 
three-tiered white and crystal 
chandelier in the center of the 
showroom. 

Entering the showroom the shop- 
per notes two groups of white- 
painted iron garden furniture with 
purple cushions. One group is set 
against the white-washed brick 
wall, A real grape vine will climb 
this wall. 

The other walls are in facsimile 
limed oak. A profusion of artificial 
tropical plants, as well as a rock 
garden with a four-tiered fountain, 
adds to the “garden” feeling created. 
Floating in the aqua blue recept- 
acles which form the fountain are 
lavender water lilies. 

Other decorative touches are col- 
ored travel posters arranged on the 
high sections of the walls, and 
small white coach lights on the 
building posts. The partition set- 
ting the office area apart from the 
showroom is a filigree see-through 
arrangement painted a livid laven- 
der. 

Many of the area’s homemakers 
have stopped to tell Roy Campbell, 
branch manager, how much they 
are impressed with the remodelled 
building. Irwin Buxbaum is presi- 
dent of Auto-Land. 





Auto Museum— 


This is the castle of Rochetailiee on the 
Saone River abovt 300 miles south of Paris 
which was purchased by Henri Malartre, a 
French collector of antique autes. Malartre 
is displaying his cetection of 120 old cars 
in the rooms of the castle and has a dis- 
play of mere recent racing cars in another 
building on the castle grounds. 
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In Parts and Accessory Distribution 


sociation members on its Vocation- 
al Education Subcommittee. 


2. Develop a public-relations pro- 
gram designed to promote interest 
in automotive instruction by stu- 
dents, their parents and educators. 


3. Hold meetings of ASIA state 
“schools” chairmen and co-chair- 
men for development of future 
plans to stimulate interest and ac- 
tion in vocational automotive in- 
struction, 

4, Continue cooperation with the 
American Vocational Assn., Wash- 
ington, and the Automobile Indus- 
try-Vocational Education Confer- 
ence. 


5. Encourage greater ASIA and 
educator interest in the “Future 
Automotive Technicians of Amer- 
ica” organization, 


6. Consider an illustrative bro- 
chure, depicting the many job op- 
portunities in the automotive serv- 
ice industry, for distribution to 
students through their school coun- 
selors. 

7. Continue making available to 
educators ASIA educational and 
member services as well as the 
services of industry technical con- 
sultants. 

8. Urge greater interest in auto- 
motive training: be taken by state 
wholesaler and garagemen’s associ- 
ations, and other interested indus- 


try groups. 
* * od 


AWDA Headquarters 
Moves in Kansas City 


KANSAS CITY, — Headquarters 


of the Automotive Warehouse Dis- 
tributors Assn. now are located at 
633 E. 63rd St., Kansas City, The 
association has taken over a por- 
















tion of a four-year-old, one-story 
brick and glass building. 

AWDA also announces that its 
mailing address is as follows: Au- 
tomotive Warehouse Distributors 
Assn., Country Club Post Office, 
Kansas City 13, Mo, 

+ * * 


Distributor Named 


DENVER.—R, B. Everett & Co., 
3118 Harrisburg Rd., Houston, has 


been appointed distributor for 


Quick-Way Truck Shovel Co, for 
Southeast Texas. 
+. ok * 


Wolfe Buys Parts Store 


MATTOON, Ill.— Fred S. Wolfe 
has become sole owner of the Wolfe 
automobile parts and home appli- 
ance store here. Wolfe also oper- 
ates two other stores in Paris and 
Clinton, Ill. 


Kans. Whulesalors 
Name Leaders 


TOPEKA.—A temporary board 
of directors and officers were elect- 
ed at the organizational meeting 
of the newly formed Automotive 
Wholesalers of Kansas. 

Idris Regnier, Regnier Automo- 
tive Parts, Concordia, was elected 
president; Paul Woolwine, Wool- 
wine Supply Co., Pratt, vice-presi- 
dent, and W. C. Sargent, Kansas 
Rebabbitting Co. Inc., Wichita, 
secretary-treasurer. They also are 
directors. 

Other directors are Fred Haase, 
Motor Service Co., Salina; Law- 
rence Jarvis, Jarvis Auto Supply, 
Winfield; James Lacy, Lacy Auto 
Supply, Topeka, and James Stew- 
= Machine Supply Co., Garden 

ity. 


How They're Pushing Sales... 


Dealer Ad Ideas 


ACKSON MOTOR SALES 

(Dodge), Lowell, Mich., distrib- 
uted special leaflets announcing 
that it had received the Chrysler 
Corp. Quality Dealer Award for 
the second straight year. 

“It means that you, the motoring 
public, will be assured of conscien- 
tious service at its best, a complete 
selection of new Dodge and Dodge 


Auto Collector 
Buys Old Castle 
To Display Cars 


LYON, France. — Collecting an- 
tique cars is not the popular hobby 
in France that it is in the United 
States but France has one collector 
who really goes all-out for the 
hobby. 

Henri Malartre who has been col- 
lecting antique autos for more than 
30 years decided last year that he 
needed a place to show his collec- 
tion, He solved the problem by buy- 
ing the castle of Rochetaillee on 
the Saone River, about 300 miles 
south of Paris. The castle was 


| built in 1187, 


The cars including famous de- 
Dion, Renault, Panhard and Peu- 
geot specimens were taken apart 
and delivered in pieces to their as- 
signed rooms in the castle. There, 
they were reassembled and re- 
stored to running condition. 

The cars at the castle are the 


* best 120 from Malartre’s collection. 
' The most recent was built in 1912. 


Walls of the rooms in which the 


- Cars are displayed are decorated | ' 
— With the original posters of the pe- 


riods in which the cars were on 
sale. 

The collection is valued at more 
than $1 million. 
grounds of the castle includes 


space for a new building where] 


some famous racing cars of recent 
vintage are shown. 

One of the first Americans to 
see the Malartre collection was 
Brooks Stevens, Milwaukee indus- 
trial designer and himself a col- 
lector of antique cars. 


i 


The 20-acre|- 





Dart automobiles, Dodge truck and 
dependable used cars, honest deal- 
ing and financing, top facilities, 
factory-trained mechanics using 
latest equipment and tools,” the 
leaflet said. 

A group photo of Jackson Motor 
employes was carried over the leaf- 
let’s message. 

* * cd 


‘To Serve You Better’ 


ty A full-page ad in the Tiffin 

(O.) Advertiser-Tribune, Rose 
Motor Sales, Inc. (Cadillac-Olds- 
mobile) announced it had moved 
to a new location, 162 E. Perry St., 
“to serve you better.” 

The firm reported that during 
its six years as a Cadillac-Olds- 
mobile outlet, it had sold more 
than 3,600 vehicles and serviced 
more than 24,000. 

“We realize that this could not 
have been accomplished without 
your confidence,” the dealership 
added. 

The ad included a large photo 
of the front of the firm’s new head- 
quarters, in front of which were 
employes of Rose Motor. 


i. 











Tourist Service 
Helps All, Says 


Renault Dealer 


WATERVILLE, Me.—“The kind 
of service we render to out-of-state 
Renault owners invariably casts 
reflection on all other Renault deal- 
ers,” says Harvard Mullen, presi- 
dent of Auto Imports, Inc., here. 

This belief prompts Mullen’s serv- 
ice department to give the same 
courteous, thorough and scrupulous 
service to tourists as it does to local 
townsmen, 

“During vacation time we handle 
over 35 service jobs a month on 
out-of-state Renaults,” says Mullen. 
This amounts to over a 30 percent 


».»| increase in his service business. 


Styled for Sports Cars— 


A Toronto hairdresser and the British 
Motor Corp. have joined forces to create 
new hair styles for sports-car girls. Hair 
stylist Peter Dennison and BMC created 
the sophisticated Miss Austin-Healey look; 
the easy-to-care-for Miss MG look, and 
the gay Sprite look. With slightly more 
than 14,000 sports cars on Canadian 
roads, hairdressers feel there is a good 
tie-in for them. BMC will be supplying 
blow-up photos for salons, showing the 
new styles and, of course, the sports cars. 


* * + 








“We have serviced Renaults from 
practically every state,” he said. 
“We've even worked on cars with 
French and Italian registry.” 

How does this solicitude pay off? 

“The many letters,’ Mullen ex- 
plains, “from thankful out-of- 
staters, proves to us that being 
conscientious about the comfort 
and the piece-of-mind of tourists 
pays off not only in dollars and 
cents, but also in building a good 
reputation for the Renault line. 
And that reputation helps us sell 
cars.” 


Record for Volkswagen... 


Import-Car 


Volvo 


eS. of J & J FWD 
Sales & Service Co., Chicago, 
as a service dealer for the Volvo 
line of diesel trucks hag been an- 
nounced by Tage Karlsson, general 
manager, truck division, Volvo Im- 
port, Inc., Newark 5, N. J. 

Located at 4222 S. Knox Ave., 
J & J is the first service dealer 
appointed by Volvo in the Chi- 
cago area. J & J sells and serv- 
ices used trucks only and at 
present specializes in truck re- 
pairs. 


Joe Kawa, president of J & J for 
the last eight years, has been a 
truck mechanic for 22 years and 
was a shop foreman at Autocar for 
10 years. Jack Lyon, vice-president 
of J & J, spent 15 years in the 
parts and repairs field with Auto- 


car. 
* * * 


BMC 


ALES of British Motor Corp. 

vehicles (including MG, Austin- 
Healey, Austin and Morris) in New 
England for the first six months 
of this year were 47.6 percent 
higher than for the same period 
last year, said Gib Davenport, vice- 
president of Crandall-Hicks Co., 
distributor for the region. 

January-through-June sales this 
year totalled 1,407 cars, compared 


with 953 last year, he said. 
* * * 


Daimler 


AIMLER distribution for South- 
ern California, Southern Neva- 
da, Utah, Arizona and Hawaii has 
shifted from Earle C, Anthony, 1000 
S. Hope St., Los Angeles, to Charles 
H. Hornburg, Jaguar distributor, 
9176 Sunset Blvd., Los Angeles. 
Hornburg told Automotive News 
that sales promotion and advertis- 
ing programs are being prepared 
* of 
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Standard-Triumph Service School— 


Standard-Triumph Motor Co., Inc., sends this station wagon, containing assemblies 
and components of the Triumph Herald, to central points throughout the country ‘and 
invites dealer servicemen in the area to three-day training sessions. The teacher at 
each session is one of Standard-Triumph's five regional service managers. The station 
wagon is a Vanguard, a preduct ef Standard-Triumph International, Ltd. 





News Notes 


and that dealer margins are to be 
improved. 

He said the shift in West Coast 
representation resulted from the re- 
cent purchase of Daimler by 
Jaguar. ‘ 

* 


Peugeot 


— INC., has appointed 
Walt Woron Associates, 366 
Madison Ave., New York, as pub- 
lic relations counsel. 

Woron is a former editor of 


Motor Trend. 
* * * 


Volkswagen 


CONTRIBUTION of $46,000 was 

made to World Brotherhood by 
Volkswagen of America, Inc. and 
its more than 500 American dealers 
and distributors. 

The presentation was made at the 
United Nations by Barabara Nord- 
hoff, daughter of Dr. Heinz Nord- 
hoff, president of Volkswagen and 
one of the founders of World 
Brotherhood. 

The check was presented to 
Paul G. Hoffman, director of the 
United Nation’s Special Fund and 
also a director of World Brother- 
hood. 

Hoffman, former president of 
Studebaker, in accepting the contri- 
bution, praised Volkswagen as a 
truly international organization 
which is doing much to advance 
understanding among nations, By 
engaging in commerce in more 
than 120 countries around the 
world, it is encouraging world 
peace through world trade, Hoff- 
man said. 

* * 
Porsche 


WHEN Wolfgang Raether, sales 
vice-president, F. Porsche 
K. G., was asked if his 1961 mod- 
els had anything new, he replied: 

“Yes, we have a new price—up 
$220.” 


* * * 


Renault 


ALTER I. COHN, Los Angeles, 

a Harvard graduate student 
planning a career in international 
economics, has been awarded the 
second annual Renault scholarship 
of a year’s study in Paris, accord- 
ing to Robert Valode, general man- 
ager of Renault, Inc,, United States 
importer of Renault autos. 

* * cS 


Hillman-Commer 


WENTY-FIVE new dealers have 
been selected to handle the new 
Hillman-Commer compact truck 
line, according to C. R. Melton, 
Rootes Motors, Inc., sales manager. 
Rootes expects United States 
Hillman-Commer sales to reach 
2,000 units this year and rise to 
3,000 in 1961, Melton said. 

The %-ton trucks are available 
in panel, pickup, bottle carrier and 
8-, 12- and 14-passenger station 
wagon models. 






ANOTHER CUSTOMER SERVICE FROM BENDIX . . . Brake Headquarters of the World — 
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Newest Bendix mobile brake laboratory tests heavy-duty brakes. 
Top photo shows Bendix engineer at instrument panel inside 
mobile lab. 
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for 300,000 shares of Witco stock, 
according to a joint announcement 
by Robert I. Wishnick, Witco board 
chairman, and Rudolf G. Sonne- 
born, president of Sonneborn. 


Founded in 1903, the Sonneborn 
corporation had sales of $37,478,000 
for the fiscal year ended Jan. 31, 
with earnings after taxes of $858,- 
000. Among the products it manu- 
factures and markets are white oils, 
solvents, lubricating oils, petroleum 
sulfonates, petrolatums, building- 
product specialties, micro-crystal- 
line waxes and other petroleum 
specialties. Its line of Pennsylvania 
motor oils and lubricants is distrib- ' 
uted under the trade name Amalie. 

: 2+ « 


AC Outlines Program 
To Regional Zone Men ? 


Capsule Reports... ? 


Auto News in Brief 





RESERVE SPACE NOW! 


CHICAGO.—Wittek Mfg. Co. has 
expanded its offices and plant at 
4305 W. 24th Place, The firm makes 
clamps for the automotive, aircraft, 
marine, appliance, agricultural 
at general manufacturing indus- 
tries. 


standard fittings and will take all 
the punishment of under-car use. 
ok oe = 
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AUTO SHOW ISSUE 


Grote Completes Move 
Of Automotive Division 
MADISON, Ind.—The transfer of 
Grote Mfg. Co.’s Automotive Divi- 
sion from Seymour to new plant 
facilities in Madison has been com- 
pleted, according to Paul G, Scully, 
manufacturing vice-president. 
The move was in the planning 


Compacts Compared 
TOLEDO. — Complete specifica- 
tions comparing Corvair, Falcon, 
Valiant, Lark and Rambler are 
available in a booklet from Electric 


Autolite Co. 


OCTOBER 10, 1960 


{regular issue date) 


ad + * 
Canadian Mayor Proposes 
Antique-Car Museum 
@ Photos and data on every 1961 American Automobile 
@ Prices and specifications of all '61 models 
@ Complete data on new Truck models 


@ Feature stories about industry suppliers, including new develop- 
ments on "61 models 


e Styling and Engineering developments 
@ Advertising news on each make, including plans for ‘61 


J. J. Norris. 


of collecting old cars. 
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Nylon-6 Gas Lines 


Seen for Future Cars 


KANSAS CITY. — Tomorrow’s 
automobiles may have gas lines 
made from Nylon-6 tubing. The 
possibility of such an application 
has been advanced by Spencer 
Chemical Co., which says it has 
successfully use-tested such lines 
on its own fleet automobiles. 

The Nylon-6 lines are also 
known to be under evaluation by 
major automobile manufacturers. 
Spencer says that the lines, which 
extend from the gasoline tank to 
the fuel pump, are easy to install, 
eliminate the need for flexible 
connections, do not have to be 
pre-formed, can be used with 


Circulation for this issue .. . over 47,000! 


CLOSING DATES: 
Three and four color ads—September 27. 
Two color and B & W ads—September 29. 


Regular rates apply. 
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In the great 

and growing 

San Francisco and 
northern California 
automobile market 
—advertise in The 

San Francisco Examiner. 


You really “start and 
go” when you do. 





FOR 73 STRAIGHT YEARS, NORTHERN 
CALIFORNIA'S GREAT NEWSPAPER 


ELKHORN, Man.—A plan to es- 
tablish an antique-car museum 
here has been submitted to the 
Chamber of Commerce by Mayor 


The nucleus of the museum 
would be 48 cars offered by Isaac 
Clarkson, who has made a hobby 


stage for more than a year and 

began with the shutdown of a sec- 

tion of the Seymour plant last De- 

cember, Scully said. Operations in 

the new Madison plant started 

later the same month, he added. 
* * * 


Legion Honors Chevrolet 


For Soap Box Derby 


DETROIT.—Chevrolet is among 
three organizations honored in De- 
troit by the Michigan Department 
of the American Legion for spon- 
sorship of the All-American Soap 
Box Derby program. 

Plaques were presented to Chev- 
rolet, the Detroit News and the 
Department of Parks and Recrea- 
tion of Detroit by Lewis C, Bricker, 
commander of the Legion’s Michi- 
gan department. 

* * 


L-M Cites 4 Salesmen 


In Washington District 


WASHINGTON, — Four of the 
more than 300 Lincoln-Mercury 
salesmen in the Washington Lin- 
coln-Mercury district sales office 
territory have been awarded the 
Inner Circle award for salesman- 
ship in 1959. 

Top winner is Murdock D, Mac- 
Rae, salesman for Patuxent Motor 
Sales, Inc., Lexington Park, Md. 
Other winners are: Thomas F, Cur- 
ro, Guy Steuart Motors, Silver 
Spring, Md.; Joseph J. Judge, Mar- 
tin J. Barry Co., Baltimore, and 
Frank Etzler, Cherner-Shirlington 
Motor Co., Arlington, Va. 

* *~ * 


‘Go-Kart’ Racing Is Banned 


In Conn. as Too Hazardous 


HARTFORD. — “Go-kart” rac- 
ing has been banned in Connecti- 
cut by the State Police as “too 
hazardous” to both drivers and 
spectators. However, it does not 
apply to “go-kart” activities 
where motors of less than three 
horsepower are used. 

“Go-karts, used chiefly by 
adults, can attain high speeds 
and lack many of the basic pro- 
tective structural features re- 
quired of other racing cars,” said 
Maj. Carroll E. Shaw, commander 
of the State Police Public Safety 
Division. 

+. ok ae 


Oatey in New Quarters 

CLEVELAND.—L, R,. Oatey Co., 
44-year-old manufacturer of auto 
body plastic fillers, has moved into 
its new plant and office building. 
The 44,000-square-foot facility in- 
cludes an experimental and prod- 
uct-development laboratory. 

as cs * 


Goodrich Buys Ohio Plant 


It Had Leased Since 1946 
TROY, O—B. F. Goodrich Co. 
has purchased the plant it has 
leased here since 1946. 
John H. Seaton, general manager, 
said his firm paid the federal gov- 


ernment $401,001 for the factory, |' 


which it had leased since 1946. 
* * a 


Puerto Rican Police 


Order Jeep Vehicles 

TOLEDO. — Sixty-three Jeep 
sedan delivery trucks have been 
ordered by the Puerto Rican police 
department for use in San Juan. 

Twenty-five Jeep Universal quar- 
ter-ton trucks also have been or- 
dered by the Puerto Rican govern- 
ment for use by the water re- 
sources authority. 

* * 


Witco Chemical Takes 


Charge of Sonneborn 

NEW YORK.—Witco Chemical 
Co., Inc., has acquired 100 percent 
interest in privately owned Sonne- 
born Chemical and Refining Corp., 
and its subsidiaries, in exchange 


GAYLORD, Mich.— AC Spark 
Plug Division held a five-day 
“sales powwow” to outline plans 
for an intensive fall merchandis- 
ing campaign. About 50 regional 
and zone managers from through- 
out the country attended the 
meetings at Gay El Rancho here. 

Joseph A. Anderson, AC gen- 
eral manager, opened the “work- 
shop” conference. E. H. Francois, 
general sales manager, was chair- 
man, 

Talks and selling demonstra- 
tions were given by W. C. Lee, 
director of distribution and mar- 
keting; J. R. Church, director of 
merchandising; H. L. Wardrop, 
merchandising control manager, 
and G. E. Kaad, R. E. Sundwick, 
W. R. Reynolds and E. C. Setter, 
merchandising managers. W. J. 
Oldfield, director of advertising 
and promotion, outlined the ad- 
vertising program. 

aa * 


U. S. Rubber Fined $15,000 


In Mattress Price-Fix 

DENVER.—United States Rubber 
Co., was fined $15,000 in Federal 
District Court here after entering 
a no-contest plea to charges of con- 
spiring to fix prices on foam rub- 
ber mattresses. Judge Alfred A. 
Arraj assessed the fine after hear- 
ing J. G. Holland, attorney for the 
company, term the violation “purely 
technical.” 

Earl A. Jenkenson jr., Justice De- 
partment antitrust attorney, told 
Judge Arraj that company Officials 
had repeatedly threatened not to 
Sell to dealers or wholesalers who 
would not agree to company-fixed 
prices. Jenkenson asked for the 
maximum fine of $30,000, while Hol- 
land asked for a “minimum or 
token amount.” 

+ oe * 


Montreal Parts Depot 
Opened by Chrysler 

MONTREAL. — Chrysler of 
Canada’s new $2 million parts 
depot and zone office at Pointe 
Claire now is officially open for 
business, The 110,000-square-foot 
structure stocks more than three 
million individual automobile 
parts to provide fast, efficient 
service to the entire Quebec zone, 
which includes the entire prov- 
ince, sections of eastern Ontario 
and the Ottawa Valley. 

Ron W. Todgham, president of 
Chrysler of Canada, and R. J. 
Brown, general parts and acces- 
sories manager, were hosts at a 
two-day open-house activities, 
when more than 1,000 persons 


toured the new establishment. 





Visitors Welcome— 


This attractive Indian maid, Phyllis Mon- 
ette, serves the punch at the opening of 
“Pontiac Plaza,"” new square-block, $750,- 
000 establishment of Williamson-Willey 
Pontiac, Birmingham, Ala. John Willey, 
who with Douglas J. Williamson, operates 
the dealership, is standing beside the 
Pontiac maid ‘while she serves two visitors 
to the “Open House.” 
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U.S. Auto Equipment 
Steals Foreign Shows 


By William Ullman 


Washington Bureau Chief 


D°? OVERSEAS trade fairs 


really sell American automo- 


tive equipment—or do people come to look but not to 
buy? Foreign fairs actually sell equipment, insists the Office 
———— 


of International Trade Fairs 
in the Department of Com- 


merce. 

At a round of shows in India, 
for example, 
where small au- 
tomotive repair 
shops were ex- 
hibited in Ma- 
dras, Calcutta, 
Bombay and New 
Delhi, every scrap 
of auto equip- 
ment was sold on 
the spot. 

In many under- 

3 developed coun- 
William Uliman tries, reports the 
Trade Fair Office, maintenance of 
old automobiles is a major prob- 
lem, aggravated by the lack of 
tools, As a result, American tools 
and service machinery are in great 
demand. 

What makes United States ma- 
chines particularly attractive at in- 
ternational trade fairs is that they 
“work.” A piston-grinding machine 
is shown grinding pistons; body re- 
conditioning gets a step-by-step 
demonstration, from removing 
dents to sanding and painting. 

“This animation distinguishes 
the American performance from 
the ponderous displays of the 
Soviets,” points out our trade fair 
office. 

“Since Soviet automotive equip- 
ment is shown but rarely demon- 
strated, visitors have no definite 
knowledge of what the equipment 
can do. There is no doubt about 
U.S.-made equipment when visit- 
ors can watch a complete recap- 
ping process, for instance, right 
through to the vulcanizing of the 
camelback.” 





* * * 


AT’S more, most of the re- 

pair work is done on foreign- 
made cars, to illustrate the versa- 
tility of American equipment. 
Another sales clincher is that the 
natives of each country where the 
machines are exhibited operate the 
equipment and perform the auto 
service. 

Whenever OITF goes into an 
international trade fair, it takes 
along a few skilled technicians 
borrowed from the U. S. auto in- 
dustry, These men teach natives 
to use and demonstrate our 
equipment, usually in but two or 
three weeks, The native workmen 
are thus able to discuss the 
equipment with visitors in their 
own tongues. 

OITF has leaned heavily on the 
U.S. automobile industry during the 
past five years. Since its creation 
late in 1955 as part of the Presi- 
dent’s emergency international re- 
lations program, OITF has been 
taking autos and repair equipment 
into countries all over the world. 
So far, it has exhibited in 89 fairs 
in 28 nations before some 53 mil- 
lion people. 

+ + 


Compacts a Hit 


BOTH Europe and the Far 
East this spring, OITF reports 
that compacts were sensational hits 
in U.S. pavilions. In Osaka, “Jap- 
anese climbed all over the Ford 
Falcon and Chrysler’s Valiant.” 

Five compacts in Poznan, Po- 
land, last June—the Falcon, Val- 
iant, Corvair, Lark and Rambler 
—marked the first appearance of 
U.S. small cars behind the Iron 
Curtain. 

A Falcon shown at Casablanca 
this year was sold then and there. 
More compacts will turn up at fairs 
this fall in Yugoslavia, Syria and 
Greece. 

Big U.S. cars are not being ig- 
nored. An Imperial scored a tre- 
mendous hit with more than half 
a million visitors in Yugoslavia last 
year, and a Cadillac will replace it 
when the fair returns this year. 

Typically, a U.S. exhibit includes 
both new cars and a complete serv- 
ice department, including brake 





shop, wheel balancing, radiator re- 
pair, lube rack, engine repair and 
tuneup; electrical, and a body shop. 

“Frequently,” says OITF, “this 
full spectrum of the U.S. auto in- 


dustry is the hit of the fair.” 
+ * + 


New Control Job 


To Bureau of Public Roads has 

been handed the job of estab- 
lishing and maintaining the new 
national register of driver permit 
revocations. 

The Driver Register was auth- 
orized in a law signed. by Presi- 
dent Eisenhower on July 14. The 
register will serve as a clearing 





house for the names of motor 

vehicle operators whose licenses 

have been revoked for drunken 
driving or conviction of a traffic 
violation resulting in loss of life. 

The Bureau faces a big task. 
About one million permits are re- 
voked each year, and approximately 
250,000 of these are for the two 
reasons specified in the new law. 
This means that the Register will 
receive an average of 1,000 names 
each working day during the year. 

In addition, the states may make 
about 20,000 inquiries each day to 
check their applications against the 
register, The Bureau will investi- 
gate the use of high-speed elec- 
tronic data-processing equipment 
to handle this volume. 

In addition, the Bureau intends 
to set up a reporting system for 
the Register which will put as lit- 
tle burden on the states as pos- 
sible. It seems possible now that a 
pilot operation can be started by 
the middle of next year, and that 
the Register can be in full opera- 
tion by the end of 1961. 

+ + + 


Kintner on Way Out? 
ARL W. KINTNER, the man 
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Compacts a Hit at Japanese Show— 
United States compact cars have been big hits at European and Far Eastern trade 


who has injected new life into} shows, according to the Commerce Department's Office of International Trade Fairs. 
the Federal Trade Commission, is| A Valiant is shown on display at the Chrysler Corp. exhibit at the fourth international 


(Continued on Page 32, Col. 4) 


trade fair in Osaka, Japan. 





catching Stran-Steel 


AS NEW AS THE NEW CARS IT HELPS TO SELL, this eye- 
showroom i sales 
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and garage is the and service 


headquarters of Randel Motor Co., Panhandle, Texas. 


Nothing invites customer traffic like colorful, functional 
display areas. And nothing increases service revenues 
like a column-free shop where the work flow is unob- 
structed. More and more auto dealers are turning to pre- 
engineered Stran-Steel buildings in arresting colors to 
stay in step with the times. 


Speedily erected at surprisingly low cost, Stran-Steel 
buildings are as functional as they are attractive. They 
have the desired flexibility to meet changing needs and 
require little maintenance. Collateral materials (like 
brick and wood) are easily attached for individual touches. 
Choose from nine protective Stran-Satin colors that are 
baked on at the factory. Financing is easy with Stran- 
Steel's five-year purchase plan. 








CUSTOMER LABOR SALES SHOT UP ALMOST 50% 


uring the first 11 months Bert Smith occupied this Stran- 
Steel layout at St. Petersburg, Fla. 


Stran-Steel dealers are listed in the Yellow Pages under STEEL BUILDINGS or BUILDINGS—STEEL. 








Detroit 29, Michigan 


building approximately. 
Name 
Address___ 
City 


Stran-Stee!l Corporation, Dept. AN-32 


Please send complete information on Stran-Steel buildings and Stran-Satin Color. I’m interested in a 


ft. x, ft. to be used mainly for. 





Phone 


County State 


STRAN-STEEL IS A DIVISION OF NATIONAL STEEL CORPORATION 
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Williams, Draper 
To Present Talks 
At Canada Parley 


TORONTO.—Some 600 Canadian 
automobile dealers will gather at 
the Royal York Hotel here for a 
two-day convention Sept. 13-14. 


Problems of giving better service 
to motorists, highway safety, used 
ears, training mechanics and new 
methods in car sales will be dis- 
cussed by the dealers, members of 
the Federation of Automobile Deal- 
er Assns. of Canada. 

S. J. Parkinson, of Calgary, ptes- 
ident of FADA, announced that the 
main speakers will be: 

Dr. Kenneth McFarland, of To- 
peka, Kans.; Birkett Williams, 
president of the National Automo- 
bile Dealers Assn.; Harold Draper, 
Saginaw (Mich.) Chevrolet dealer; 
John W. Fisher, director of the 
Canadian Tourist Assn., and R. J. 
Young, of Birmingham, Mich., edi- 
tor of Sales and Service. 

Canadian dealers will elect a new 
board of directors and a new presi- 
dent. Standing committees will pre- 
sent. reports on excise taxes, im- 
ported cars, freight rates and high- 
ways. 


415. 
Renault, 116; 


Houston 

New-car registrations in Harris 
County (Houston) slumped last 
month to 3,766 from the 4,572 rack- 
ed up in June. Sales were: 

Chevrolet, 988; Ford, 493; Falcon, 
299; Oldsmobile, 263; Pontiac, 243; 
Rambler, 187; Buick, 141; Dodge, 
132; Valiant, 103; Cadillac, 99; Cor- 
vair, 95; Plymouth, 95; Comet, 85; 
Mercury, 40; Chrysler, 32; Stude- 
baker, 26; Willys, 10; Imperial, 7; 
DeSoto, 7; Lincoln, 6, and imports, 


The import breakdown was: 
Volkswagen, 
Triumph, 29; Vauxhall, 28; Peu- 
geot, 26; Volvo, 20; Opel, 16; Mer- 
cedes-Benz, 14; Austin-Healey, 
12; English Ford, 12; MG, 10; 
Simca, 9; Metropolitan, 7; Dat- 
sun, 6; Morris, 5; BMW, 5; Hill- 
man, 4; Sunbeam, 3; Fiat, 3; 
NSU Prinz, 3; Lloyd, 3; Taunus, 
2; Jaguar, 2; Porsche, 1; DKW, 
1, and Alfa-Romeo, 1. 

New-truck sales also declined in 
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July—to 538 from June’s 659, Make 
totals were: Chevrolet, 228; Ford, 
163; International, 61; GMC, 25; 
White, 16; Volkswagen, 15; Dodge, 
12; Willys, 7; Renault, 3; Autocar, 
2; Datsun, 2; Mack, 1; Reo, 1; Eng- 
lish Ford, 1, and Volvo, 1, 
—Rvusy FENoG.LIo 
* a a 


Cleveland 


The six American compacts and 
the imports accounted for 34.3 per- 
cent of a backsliding new-car mar- 
ket here in July. The compacts 
grabbed up 28.2 percent and the 
imports 6.1 percent as total sales 
slumped nearly 2,300 units from 
June and fell below the year-ago 
month for the first time this year. 

July sales in Cuyahoga County 
totalled 6,394 new cars, the low- 
est since February. Previous 
comparable totals were 8,675 in 
June and 6,825 in July, 1959. The 
July breakdown was: 

Chevrolet, 1,375; Ford, 770; 


77; 
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Feature Durable Beauty 
of Stainless Wheel Covers 1! 


Car buyers respect stainless. 
Labels and tags with the 
STEELMARK quickly tell them 
where it’s used. 





Lustrous life of wheel covers made from Armco 
Stainless Steel spans years, not months. No need 
for special precautions. Normal care keeps them 
bright and attractive. 

Wheel covers of Armco Stainless are made to 
fight corrosion. They withstand effects of rain, 
snow, street chemicals, strong detergents, and 
white wall cleaners. 

Tough stainless also resists denting and scratch- 





ing—stays in shape under impacts that easily 
damage softer metals. Because Armco Stainless is 
exceptionally strong, wheel covers stay rigid, need 
no reinforcement, hold their “spring.” 

It pays off in profitable sales to let car buyers 
know that wheel covers are stainless, because no 
other metal can match the durable beauty of this 
modern metal. Armco Steel Corporation, 2140 
Curtis Street, Middletown, Ohio. 


ARNMCO STEEL 





Armco Division * Sheffield Division * The National Supply Company + Armco Drainage & 
Metal Products, Inc. » The Armco International Corporation * Union Wire Rope Corporation 





Sales Conditions in Various Areas... 


Auto Market Reports 





Dodge, 516; Falcon, 504; Pontiac, 
460; Comet, 407; Valiant, 342; Ram- 
bler, 317; Buick, 283; Oldsmobile, 
278; Corvair, 161; Plymouth, 138; 
Mercury, 130; Cadillac, 105; Stude- 
baker, 74; Chrysler, 68; Checker, 
20; Imperial, 20; DeSoto, 19; Lin- 
coln, 13; Edsel, 2, and imports, 392. 

Import sales were: Volkswagen, 
78; Vauxhall, 51; Renault, 39; Opel, 
24; Austin, 23; Peugeot, 21; Tri- 
umph, 20; Saab, 13; Metropolitan, 
13; Volvo, 12; Simca, 11; Fiat, 11; 
English Ford, 10; Taunus, 10; MG, 
8; Mercedes-Benz, 8; Citroen, 5; 
Porsche, 5; Borgward, 4; Vespa, 4; 
Morris, 3; Jaguar, 3; Alfa-Romeo, 
3; Sunbeam, 2; DKW, 2; Hillman, 
2; Morgan, 2; BMW, 1; Datsun, 1; 
Rover, 1; Surrey, 1, and Turner, 1. 

New-truck sales in the Cleveland 
market totalled 398 last month, 
down from June’s 458 and the 454 
attained in July last year, The 
make breakdown: Chevrolet, 127; 
Ford, 87; International, 47; Dodge, 
41; Willys, 22; GMC, 19; Falcon 
Ranchero, 12; White, 11; Kenworth, 
10; Diamond T, 9; Mack, 4; Eng- 
lish Ford, 4; Renault, 3; Volks- 
wagen, 1, and Divco, 1. 

Used cars continued to run be- 
hind 1959 levels, with July sales of 
25,656 this year and 27,670 last year. 

—SANFORD MARKEY 
* + * 
Boise, Id. 

July saw new-car sales hold 
strong in Ada County (Boise), Id., 
with the total of 236 running only 
two units below the previous 
month. 

By makes, registrations were: 
Chevrolet, 42; Ford, 32; Plym- 
outh, 24; Rambler, 24; Dodge, 23; 
Oldsmobile, 18; Pontiac, 13; 
Buick, 11; Volkswagen, 10; 
Chrysler, 8; Mercury, 8; Cadillac, 
7; Renault, 4; Studebaker, 3; 
Metropolitan, 2; MG, 2; Willys, 
1, and miscellaneous, 4, 
New-truck sales totalled 76 in 

July, compared with 107 the previ- 
ous month. 

By makes, registrations were: 
Chevrolet, 30; Ford, 18; Interna- 
tional, 14; Dodge, 5; Kenworth, 2; 
Mack, 2; GMC, 1; Reo, 1; Stude- 
baker, 1; Willys, 1, and miscellane- 
ous, 1. 
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New Orleans 

New-car registrations in New Or- 
leans in July totalled 1,753, com- 
pared with 2,057 in June and 2,559 
in July a year ago. Truck sales 
amounted to 194 in July, against 
238 in the previous month and 309 
for the like period of last year. 

Passenger-car sales by makes 
were: Chevrelet, 547; Ford, 231; 
Falcon, 125; Pontiac, 125; Olds- 
mobile, 97; Dodge, 68; Volkswag- 
en, 61; Buick, 58; Valiant, 56; 
Rambler, 52; Comet, 52; Plym- 
outh, 50; Corvair, 43; Cadillac, 
35; Mercury, 31; Studebaker, 24; 
Renault, 14; Chrysler, 12; Eng- 
lish Ford, 12; Austin, 7; Fiat, 7; 
Lincoln, 6; Vauxhall, 5; Peugeot, 
4; Lloyd, 3; NSU, 3; Opel, 3; Tri- 
umph, 3; Imperial, 2; Mercedes- 
Benz, 2; Simca, 2; Volvo, 2; Mor- 
ris, 2; DeSoto, 1; Willys, 1, and 
miscellaneous, 4. 

Truck sales by makes were: 
Chevrolet, 69; Ford, 60; Interna- 
tional, 31; GMC, 13; Volkswagen, 
8; Mack, 7; Dodge, 3; Studebaker, 
1; Diamond T, 1, and Willys, 1. 

—Gorvon HEBERT 


* * * 
Minneapolis 
Registrations of new cars in 


Hennepin County (Minneapolis) in 
July dipped below year-ago levels 
for the first time. 

Registrations totalled 2,604, a 
drop of about 8 percent from the 
2,837 cars registered a year earlier, 
according to Finance and Com- 
merce, business newspaper. In 
June, registrations numbered 3,335. 

By makes, registrations were: 
Chevrolet, 579; Ford, 268; Ram- 
bler, 207; Pontiac, 198; Oldsmo- 
bile, 167; Falcon, 164; Buick, 146; 
Valiant, 146; Dodge, 139; Plym- 
outh, 97; Comet, 88; Studebaker, 
67; Cadillac, 52; Velkswagen, 43; 
Chrysler, 39; Corvair, 34; Tri- 
umph, 30; Mercury, 28; Fiat, 20; 

Renault, 18; Volvo, 10; Austin- 

Healey, 7; MG, 6; Peugeot, 6; 











ewe e 


English Ford, 5; Mercedes-Benz, 
5; DeSoto, 3; Lincoln, 3; Morris, 
3; Austin, 2, and miscellaneous, 
24. 

New trucks delivered in Henne- 
pin County during July totalled 
196, compared with 237 a year ago. 
A breakdown by makes follows: 
Chevrolet, 95; International, 31; 
Ford, 30; GMC, 12; Dodge, 9; 
White, 7; Studebaker, 3; Reo, 2; 
Volkswagen, 2; Willys, 2; Divco, 1, 
and miscellaneous, 2. 

NALD M. Lyons 
* * 


* 
Miami 

Despite desperate deals and page 
after page of scare-head advertis- 
ing, new-car sales in Miami de- 
clined in July. 

The total was 3,000, compared 
with 3,383 in June. 

Continuing a year-long losing 
trend, imports during the month 
dropped to 10 percent of total 
registrations, just half of the 20- 
percent penetration achieved for 
entire’ 1959. 

By makes, July registrations 
were: Chevrolet, 689; Ford, 327; 
Falcon, 286; Pontiac, 203; Rambler, 
156; Valiant, 156; Corvair, 136; 
Oldsmobile, 122; English Ford, 121; 
Buick, 119; Dodge, 113; Plymouth, 
77; Comet, 76; Cadillac, 71; Stude- 
baker, 42, and Mercury, 36. 

Chrysler, 33; Volkswagen, 32; 
Simca, 20; Austin, 17; Lincoln, 17; 
Hillman, 16; Morris, 15; Opel, 15; 
Renault, 15; Metropolitan, 14; MG, 
13; Fiat, 10; Imperial, 9; Peugeot, 
9; DeSoto, 7; Mercedes-Benz, 6; 
Sunbeam, 6; Triumph, 4; Vauxhall, 
3; Volvo, 3, and miscellaneous, 6. 
New-truck registrations totalled 
282, compared with 393 the previous 
month. By makes, registrations 
were: Chevrolet and Ford, 77 each; 
International, 55; GMC, 29; White, 
17; Volkswagen, 8; Mack, 3; Re- 
nault, 3; Crane Carrier, 2; Willys, 
2; Diamond T, 1; Dodge, 1; Stude- 
baker, 1, and miscellaneous, 6. 


—Trescot GoopE 
+ aK Oo 


Louisville 

New-car sales in Louisville de- 
clined about 30 percent in July, 
falling to 1,444 from 2,052 a month 
earlier. 

By makes, registrations were: 
Chevrolet, 400; Ford, 332; Pon- 
tiac, 117; Rambler, 110; Dodge, 
71; Oldsmobile, 67; Plymouth, 60; 
Buick, 52; Valiant, 51; Comet, 39; 
Mercury, 23; Volkswagen, 23; 
Cadillac, 22; Renault, 10; Metro- 
politan, 9; Austin-Healey, 7; 
Chrysler, 7; Studebaker, 7; 
Checker, 5; Opel, 5; Fiat, 4; 
Volvo, 4; Triumph, 3; Vauxhall, 
3; Jaguar, 2; Lincoln, 2; Mer- 
cedes-Benz, 2; MG, 2; Morris, 2, 
and miscellaneous, 3. 

New-truck registrations number- 
ed 135 in July, compared with 239 
the previous month. By makes: 
Ford, 44; Chevrolet, 41; Interna- 
tional, 17; GMC, 14; Dodge, 4; 
Volkswagen, 4; Willys, 1, and mis- 
cellaneous, 10, 

—A, W. WILLIAMS 


* * * 


Toledo 


Lowest monthly new-car sales 
since February were recorded in 
July in Toledo and Lucas County, 
with the total of 1,662 down nearly 
15 percent from June’s 1,938. In 
July a year ago the count was 
1,670. 

By makes, July sales were: 
Chevrolet, 434; Ford, 207; Falcon, 
135; Pontiac, 115; Oldsmobile, 
108; Dodge, 102; Rambler, 91; 
Valiant, 65; Buick, 60; Comet, 55; 
Plymouth, 41; Corvair, 40; Cadil- 
lac, 38; Mercury, 37; Volkswagen, 
34; Studebaker, 20; Chrysler, 14; 
Renault, 11; English Ford, 7; 
Lincoln, 7; Simca, 6; Imperial, 5; 
DeSoto, 3, and miscellaneous, 26. 

New-truck sales totalled 124, 
compared with 157 a month earlier 
and 143 a year earlier. 


—ErNeEstT C. KisH 
x A oe 


Birmingham, Ala. 

Sales of new cars in Birming- 
ham, Ala., in July totalled 1,302, 
compared with 1,550 in June. 

By makes, sales were: Chevrolet, 
380; Ford, 159; Falcon, 123; Olds- 
mobile, 78; Pontiac, 70; Buick, 61; 
Dodge, 59; Rambler, 58; Volkswag- 
en, 52; Valiant, 38; Cadillac, 33; 
Corvair, 32; Plymouth, 29; Comet, 
28; Chrysler, 17; Studebaker, 17; 
Mercury, 16; Imperial, 6; English 
Ford, 5; Fiat, 5; Opel, 5; DeSoto, 
4; Mercedes-Benz, 4; Renault, 4; 
Triumph, 3; Austin-Healey, 2; 
MG, 2; Simca, 2; Lincoln, 1, and 
miscellaneous, 9. 

—Stuart RwpLe 
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Sales Trophies for Pontiac Dealers— 


Knudsen Trophies for outstanding sales performances during Pontiac's recent “Big 
Gun Sales Campaign" are presented to dealers at a special luncheon in Cleveland by | 
S. E. Knudsen, standing, second from left, Pontiac general manager. The seven of ten 





Highways & Safety... 





Apportionment of $2,893,750,000 in 
federal highway funds to the states 
for fiscal 1962 (beginning July 1, 
| 1961) has been announced by Com- 
merce Secretary Frederick H. 
| Mueller. 

Included in these apportion- 
ments is the full authorization of 
$2.2 billion in Interstate System 
funds and three-quarters of the 
$925 million authorized for the 
federal-aid primary and second- 
ary systems and their urban ex- 
tensions (the ABC programs). 
One-quarter of ABC funds was 
withheld pending final census pop- 
ulation counts. The distribution 
formula for these funds is based 
upon population, area and mileages 


winning metropolitan Cleveland dealers present are, from left, Henry Jacobson, Jay| in the respective states. 


Pontiac, Inc., Bedford, O.; Dan Carpenter, Carpenter Pontiac, Inc., Strongsville, O.; 
Walter Grabski, Walter Grabski Co., Cleveland, and Marcus Feder III, Feder Pontiac, 
Inc., Shaker Hts., O. Standing: Fred Ritter, West Side Pontiac, Inc., Lakewood, O.;| 


It was announced that the re- 
mainder of the ABC authorization 
will be apportioned by the end of 
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States Get $2.8 Billion 
In 62 Road Funds 


tire amount of Interstate System 
funds authorized gives the states 
almost a full year in which to 
plan for their use of the money. 

The amount is $400 million more 
than was apportioned for fiscal 
1961, 


Safety Agency 
In Conn. Backs 
Use of Seat Belts 


A resolution urging the installa- 
tion and use of seat belts in autos 
was adopted by the Connecticut 
Safety Commission. 

Chairman Bernard J. Ackerman, 
said he has appointed a _ special 
committee of four commission 
members to promote the use of 
such safety belts. 


Knudsen; Milt Miller, Milt Miller Pontiac, Inc., Euclid, O., and Louis Newman, Newman| this year. 
Motors, Inc., Cleveland. 
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The apportionment of the en- 








Childers Carports with colorful Panorama Trim give your lot 
a commanding look of stability and permanence. Sign 
letters can be attached. A carnival-gay day or night 
showcase. Childers Carports also available in other 
trim styles. (See photos below.) 





Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 
Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold. 


The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 





Continental Trim on Childers Carports adds 
a distinctive appearance to your lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
payment plan for car dealers. Pay 
for your Childers Carports in four 
equal monthly payments! 





your lights directly onto your cars. 
Light bills are cut up to 50%. Profits 
go up. 
Attract More Prospects 

Just look at the photo above and 
you can see why more prospects are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 





Thinline Trim on Childers Carports gives a 
strikingly modern look to your lot. Easy 
to install. America’s lowest cost perma- 
nent outdoor protection! 


best investments any dealer could 
make: 


Make every day a selling day. 
Let prospects trade in comfort. 
Bring higher prices for cars. 
Increase turnover. 

Lowest cost ‘‘showroom expansion. 
Easy to move and re-assemble. 

. Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and decreased 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


aa 


NOVRONW— 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


pooere Malt THIS COUPON TODAY =———= 
Childers Manufacturing Co., 
Dept. AN-10 


3620 West 11th Street 
Houston 8, Texas 


Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 
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The resolution recommended the 


25 


use of seat belts manufactured in 
accordance with specifications out- 
lined by the Society of Automotive 
Engineers and pledged the commis- 
sion’s cooperation in a forthcoming 
national drive designed to encour- 
age their use. 

“The use of automobile seat 
belts,” the agency noted, “will not 
prevent accidents, but research has 
clearly shown that the proper use 
of seat belts is a supplementary 
measure to existing accident pre- 
vention programs. 

The commission said a recent 
Cornell University research project 
revealed that users of seat belts 
had 80 percent less chance of in- 
jury than non-users who were 
thrown from the car and 60 percent 
less than non-users who remained 
in the car in a crash. 

It also noted that only 2 percent 
of all passenger cars are now 
equipped with seat belts and only 
35 percent of these belts are used 
regularly, 

“Special studies and research 
projects,” it said, “clearly indicate 
that the proper use of seat belts in 
passenger cars at all times will sub- 
stantially reduce the extent of in- 
jury and possibility of death to an 
occupant in the event of an ac- 


cident.” 
* * 


Better Safety 
Is Programmed 
For Rural Roads 


A many-pronged effort is under 
way by both government and na- 
tional farm organizations to im- 
prove safety on the nation’s rural 
roads. 

Statistics for 1959 show that 
more than three-fourths of all 
highway deaths occurred on rural 
roads which handle only half of 


| United States traffic. The rural fa- 


tality rate per 100 million miles of 
travel was 7.4 compared to an 
urban rate of 3.2. 

In the current issue of its quar- 
terly publication, Automotive 
Safety, the Automobile Manufac- 
turers Assn. reports on activities 
in progress or being planned to 
attack rural road safety problems. 
Many of these programs are re- 
ceiving financial and technical aid 
from the industry-supported Auto- 
motive Safety Foundation, 

A project of the Department of 
Agriculture will supply 14,000 na- 
tional, state and county extension 
workers with a new informational 
manual, Vehicles, Roads, People. 
Designed for use in meetings of 
farm groups, the 75-page book is 
aimed at developing greater public 
support for sound highway de- 
velopment and expanding safety 
education efforts in rural] commu- 
nities. 

Another project is being carried 
out by the National Assn, of Coun- 
ty Engineers. It is aimed at de- 
veloping a uniform system of coun- 
ty road management that can be 
adapted to fit any need. 

od * + 


Three Ohio Cities Cited 
For Traffic Engineering 


Dayton is one of three cities in 
Ohio to be honored for its 1959 traf- 
fic engineering program. 

The Institute of Traffic Engi- 
neers, headquartered in Washing- 
ton, in a letter to Mayor R. William 
Patterson, cited “the continued high 
level maintained by your traffic en- 
gineering staff ... so important to 
the safety and convenience of 
motorists using your streets.” A 
plaque is being sent to Dayton, 
Cleveland and Shaker Heights. 


State Farm to Cut 


Rates in Florida 


MIAMI. — State Insurance Com- 
missioner J. E. Larson has ap- 
proved the application for an auto 
insurance-rate reduction by one 
company (State Farm Mutual). 
The new rate schedule goes into 
effect Oct. 7. 

The statewide decreases will ap- 
ply mostly in Miami and St. 
Petersburg, he said, In Dade Coun- 
ty (Miami), motorists driving less 
than 7,500 miles annually will pay 
$55.40 for liability instead of the 
present $64.80, and $5 less on $50 
deductible policies. 

Insurance-company losses in 
Florida reached a peak in 1958, but 
since then losses have been de- 
creasing, Larson said. 
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FORD TRUCK MARKETING LETTER 
Htial two all Ford dealers and their sales managers 


26 MORE WAYS TO HELP 
FORD MOTOR COMPANY DEALERS 


CONDITION, CONVINCE 
AND HOLD CUSTOMERS 


FORD LPG POWER UNIT GRINDS 
FEED ECONOMICALLY, QUICKLY 
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Ford Motor Company dealer and consumer publications are 
designed to help our dealers win friends and customers for the 
Ford Family of Fine Cars. 


Take our consumer publications for example. Reader reac- 
tion has been overwhelming — 8,000,000 books have been sold 
in the past ten years. Most of the titles are a direct result of 
requests from customers for reprints from “Ford Times” — the 
oldest automotive publication in the country with a circulation 
of about 1,250,000. 

These books are “Ford Treasury of Favorite Recipes from 
Famous Eating Places” (Vols 1, 2 & 3); “Ford Treasury of the 
Outdoors;” “Ford Treasury of Station Wagon Living” (Vols 
1 & 2); “Ford New England Journeys” (6 editions); “Ford 
Garden Guide;” and “Ford Almanac,” now in its 8th year of 
annual publication. 

In addition, “Ford Dealer Weather and Service Guide,” 
“High Dollar Farming Newsletter,” “Ford 1960 Guide to High 
Dollar Farming,” “Ford Farm Management Newsletter,” and 
“Ford Farming” complete the consumer list. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford e Falcon e Thunderbird e Comet « Mercury «Lincoln ¢ 
Lincoln Continental e English Ford Line « Taunus e 

Ford Trucks ¢ Farm and Industrial Tractors and Equipment e 
industrial Engines « Aeronutronic—Products for the Space Age e 
American Road insurance Company « Ford Motor Credit Company 
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Today, many of these popular publications are permanent 
references in schools, home libraries, doctors’ offices, business 
waiting rooms, barber shops — practically everywhere. And 
all of these readers are your potential customers! 


Dealer publications, too, do an important job. These are 
packed full of practical, dealer-tested ideas to help obtain repeat 
business, greater profits and new customers. 


The eleven publications in this group are unique in that they 
act as a channel for our dealers across the nation to com- 
municate with each other. Editorially, they contain case his- 
tories, gathered by our editors, which keep dealers up-to-date 
on current management and sales promotion techniques and 
plans as well as policies of the Company. 


Enthusiastic endorsement by dealers everywhere testifies 
to the practical value of all these Company publications — 
holding old and winning new customers for them and for us. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


Bord 


MOTOR COMPANY 





The American Road, Dearborn, Michigan 








Aug. Sept. Oct. 

























Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 10, Prices 
were up slightly and sales were excep- 
tionally good, Sold 183 cars from 245 con- 
signments. 

BUICK—'60 Invicta conv., $3,270* 

‘59 Electra 2-dr, hardtop, $2,185* (ps); 
LeSabre 2-dr, hardtop, $2,150* (ps), 
$2,055* (ps), $1,880*; conv., $1,810*. 

’58 Special 2-dr. Riviera, $1,400* (ps). 

’57 Special 2-dr. hardtop, $1,045*; 2-dr., 
$925*; 4-dr. Riviera, $800*; RM conv., 
$975* (ps); Century 4- dr, Riviera, 
$920* (ps). 

’56 Special 4-dr., $725* (ps), $595*; 
tury conv., $630* (ps). 

4 one 2-dr. Riviera, $640* (ps); 4- 

$245* (ps); Century 4-dr, Riviera, 


(ps). 


Cen- 


$4085 (ps); Special 2-dr., $395*, 
$140*; 2-dr. Riviera, $215*. 
’54 Special 2-dr, Riviera, $225; 4-dr., 
$110. 
OADILLAC—’58 (62) 2-dr, hardtop, $2,- 
460* (ps). 


’55 (62) conv., $950* (ps). 

CHEVROLET—’60 Impala (8) sport sedan, 
$2,360* (ps); 4-dr., $2,360* (ps); 
conv., $2,280, $2,250*; sport coupe, 
$2, 210°; Parkwood (6) 4-dr., $2,250* 
(ps); Biscayne (8) 2-dr., $1,825; Bis- 
cayne (6) 4-dr., $1,585; Corvair (6) 
4-dr., $1,505, $1,435. 

*59 Impala (8) sport sedan, $1,990*; 
4-dr., $1,745*; sport coupe, $1,550; 
Impala (6) sport sedan, $1,825*; Park- 
wood (8) 4-dr., $1,660; Bel Air (8) 
2-dr., $1,470*, $1,460*; ‘4-dr., $1,405*; 
Biscayne (6) 2-dr., $1,350, $1,185*. 

’58 Biscayne (8) 4-dr., $1,260*, $1,075* 
(ps); 2-dr., $1,175*; Impala (6) sport 
coupe, $1,250*; Nomad (8) 4-dr., $1,- 
225*; Bel Air (8) 4-dr., $1,175; Brook- 
wood (6) 4-dr., $1,155*. 

57 Bel Air (8) sport sedan, $1,110*; 
4-dr., $990*, $975, $700* (ps); Two- 
ten (8) station wagon, $1,100* (ps); 
2-dr., $600; Two-ten (6) 4-dr., $865*; 
One-fifty (6) 2-dr., $605. 


56 Two-ten (8) station wagon, $655* 
(ps), $490*; 2-dr., $625*, $455*, $410*; 
4-dr., $565*; Two-ten (8) 2-dr., $635, 
$525*, $405; Bel Air (8) 2-dr., $600*, 
$400*; 4-dr., $565*. 

"55 Bel Air (8) station wagon, $645*; 
sport coupe, $550*; Two-ten (6) sta- 


$325; 4-dr., $385*; 


tion wagon, $565*, 
Bel 


Two-ten (8) station wagon, $400*; 
Air (8) sport coupe, $550*. 


OCHRYSLER—’60 Windsor 2- dr. hardtop, 
$2,755* (ps). 
56 NY 4-dr., $690* (ps), $545* (ps); 
Windsor 4-dr., $590*. 
55 Windsor 4-dr., $500*. 
DODGE—’58 Custom Royal (8) 2-dr. hard- 
top, $1,310* (ps); Royal (8) 4-dr., 
$1,005* (ps). 


’57 Coronet (8) 2-dr., $640*. 
56 Coronet (8) Suburban, 
EDSEL—’58 Corsair 4-dr., $3 
FORD—’60 Thunderbird (8) 2- dr. hardtop, 
$3,185* (ps); Falcon (6) 4-dr., $1,675, 
$1,565; Custom 300 (6) 2-dr., $1,590. 

°59 Galaxie (8) Skyliner, $2,165* (ps); 
4-dr., $1,685* (ps); Country Sedan (6) 


4-dr., $1,770*; Fairlane 500 (8) 4-dr., 
$1,700* (ps); Custom 300 (8) 2-dr., 
$1,410*, $1,305; Custom 300 (6) 4-dr., 


$1,250. 
58 Thunderbird (8) 2-dr, hardtop, $2,- 


205*; Fairlane 500 (8) 4-dr., $1,080*, 
$1,075*; 2-dr., $1,055* (ps); Country 
Sedan (8) 4-dr., $1,010; Custom 300 
(8) 4-dr., $905. 

’57 Ranch Wagon (8) 2-dr., $805* (ps); 
Custom 300 (8) 2-dr., $620, $575*; 
Fairlane (8) 4-dr. Victoria, $540*. 

56 Thunderbird (8) conv., $1,575; Fair- 
lane (8) 2-dr., $670*; 4-dr., $580*; 
Ranch Wagon (8) 2-dr., $585; Country 
Sedan (8) 4-dr., $550*; Custom (8) 
2-dr., $335*. 

’55 Fairlane (8) 4-dr., $360*; conv., 
$315*; Country Sedan (8) 4-dr., $180*. 

MERCURY—’58 Monterey 4-dr., $1, 175°; 
2-dr., $1,130* (ps). 

’57 Montclair 2-dr. hardtop, $695*; Mon- 
terey 2-dr, hardtop, $605* (ps). 

’56 Montclair 4-dr., $655* (ps); Mon- 
terey 2-dr. hardtop, $300*. 

OLDSMOBILE — ’58 (98) 4-dr., $1,435* 
(ps). 

’57 (88) 4-dr., $1,000*. 

56 (88) 4-dr., $300*; 2-dr. Holiday, 
$270. 

’55 (88) 2-dr. Holiday, $495*; (98) 4-dr., 
$355* (ps). 

PLYMOUTH — '58 Suburban (8) 4-dr., 
$890* (ps), $850, $680. 

’57 Savoy (6) 2-dr., $590; 4-dr., $380; 
Belvedere (8) 4-dr, hardtop, $550*. 

’55 Savoy (6) 4-dr., $260; Plaza (6) 


Suburban, $245. 
PONTIAC—’60 Catalina sport coupe, 
575* (ps). 
’59 Bonneville conv., $2,265* (ps). 
’58 Star Chief Safari 4-dr., $1,455* (ps); 


$2,- 
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Average Price of Used Cars Sold at Auction 


‘(Compiled by Automotive News from Auction Reports.) 
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Prices of '60s added and ’52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 


Figures alongside bars represent dollars. 


Super Chief 4-dr, Catalina, $1,425* 
(ps). 

‘57 Chieftain 4-dr. Catalina, $1,100* 
(ps); 2-dr. Catalina, $740*; Star Chief 
conv., $1,005*; 4-dr., $950°*. 


56 Chieftain 2-dr, 
’55 Chieftain 2-dr, 


Catalina, $505*. 
Catalina, $440*; 4- 


T., $415*, $300*; 2-dr., $275*; Safari, 
$255*; Star Chief 2-dr. Catalina, $400* 
(ps). 

RAMBLER—’59 Super (6) 4-dr., $1,165, 
$1,130. 


’57 Deluxe (6) 4-dr., $590. 

’56 Custom Cross Country, $475, $425*. 

’55 Deluxe Suburban, $200. 
VALIANT—’60 Valiant (6% $1,650. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange Sale 
every Wednesday. Prices are for sale of 
Aug. 10. Market remained firm with ex- 
ceptional cars still bringing top dollar. 
Increasing demand shown for 1957 and 


4-dr., 





Frequency Rates: 
Automotive News, Detroit 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our /4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 
STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres —Sam Goodman, Mgr. 








Listing (maximum: three lines of 
Bape atometive ne 1 inch on 1 column—maximum 5-inches on 2 columns.) For 
7, Michigan. 





1958 models. 
signments. 


Sold 73 percent of 527 con- 


BUICK—’59 Electra 2-dr. hardtop, §$2,- 
075* (ps); 4-dr., $1,750* (ps); Invicta 
4-dr., $1,400* (ps). 

’58 RM conv., $1,475* (ps); 
dr, Riviera, $1,470* (ps); 
dr, Riviera, $1,375* (ps). 

’57 Century Estate Wagon, $920* (ps); 
2-dr. Riviera, $870* (ps); 4-dr. Rivi- 
era, $630* (ps). 

56 RM 2-dr. Riviera, $735*; Special 2- 
dr., $725* (ps); 2-dr. Riviera, $600*, 
$540*. 

’55 Special 2-dr, Riviera, $475*, $470*; 
4-dr., $435*; 4-dr, Riviera, $175*; 
Super 2-dr, Riviera, $350* (ps), $285* 
(ps); 4-dr., $250* (ps). 

CADILLAC—’59 Eldorado conv., $4,050* 


Special 2- 
Century 2- 


(ps); (60) Special 4-dr. hardtop, $3,- 
860* (ps); de Ville 4-dr. hardtop, 
$3,650* (ps). 

"58 (62) Sedan de Ville, $2,870* (ps); 
conv., $2,495* (ps). ' 


LEADING USED-CAR AUCTION DIRECTORY 


}—$5.00, 1-time; — 13-times; $3.50, 52-times. Dis- 






MICHIGAN 


aN Cee 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously. 
© Conveniently located in the heart of the 
automobile world. 
@ Ten acres of completely fenced parking 
area. 
©@ Always a fine selection of sharp cars, 
©@ Friendly relations prevail at all times, 
e 
~ 





Congenial auctioneers, 
Fair management, 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2.3181 
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’57 (62) Coupe de Ville, $1,900* (ps). 
"56 (62) 2-dr. hardtop, $1,175* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 

400* (ps), $2,360* (ps); Bel Air (8) 
2-dr., $2,125*, 

‘59 Impala (8) conv., $2,000* (ps), $1,- 
885; sport sedan, $1,830* (ps); sport 
coupe, $1,710, $1,670*; Impala (6) 
sport coupe, $1,735; Brookwood (8) 4- 
dr., $1,940* (ps); Bel Air (8) 4-dr., 
$1,350; Biscayne (8) 2-dr., $1,260*, 

58 Impala (8) conv., $1,400* (ps); 
sport coupe, $1,360*; Bel Air (8) sport 
coupe, $1,350* (ps); 2-dr., $1,000; Bel 
Air (6) sport sedan, $1,150*; Biscayne 
(6) 4-dr., $1,265* (ps); Biscayne (8) 
2-dr., $950*; Yeoman (6) 4-dr., $850. 

"57 Corvette (8) conv., $2,050; Nomad 
(8) 2-dr., $1,250* (ps); Bel Air (8) 
station wagon, $1,190; 4-dr., $1,145*, 
$840*; sport coupe, $935*; Bel Air (6) 
4-dr., $450*; Two-ten (8) 4-dr., $1,- 
190* (ps), $990; 2-dr., $790; Two-ten 
(6) station wagon, $700*; One-fifty 
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Minutes from New York City 
Ss) 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
err i a ae 
NEW YORK 
TROY—Troy Auto Auction, Inc., Box 


460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 








NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto 
Albany 5, N. Y. 
Monday — II O'Clock 
80 car sale average 
Titles and Checks Guaranteed 


Eve 


All 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 

















(8) 4-dr., $740. 

’56 Bel Air (8) sport sedan, $800*%; 2- 
dr., $800*; Bel Air (6) 2-dr., $500*; 
Two-ten (8) 4-dr., $725*, $550; Two- 
ten (6) 4-dr., $500. 

’55 Bel Air (8) 4-dr., $570*; sport coupe, 
$500*; Bel Air (6) 4-dr., $435* (ps); 
2-dr., $330*; Two-ten (6) 2-dr., $260, 

‘54 Bel Air 2-dr., $370; conv., $325*; 
4-dr., $115*; One-fifty 2-dr., $125*, 


CHRYSLER—’58 
$1,635* (ps). 
"55 (300) 2-dr. hardtop, $450* (ps), 


NY Town & Country, 


‘54 Windsor 4-dr., $190*. 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
220* (ps). 
’56 Firedome 2-dr, hardtop, $475*, 
’55 Fireflite 4-dr., $405* (ps). 
‘53 Firedome 4-dr., $150* (ps), 
DODGE — ’59 Royal (8) 4-dr., $1,675* 
(ps); Coronet (8) 2-dr, hardtop, $1,- 
550* (ps). 
‘57 Custom Royal (8) 2-dr. hardtop, 
$1,150* (ps), $635* (ps). 
EDSEL—’58 Villager 4-dr., $875* (ps). 
FORD—’60 Thunderbird (8) conv., §$3,- 


2-dr. hardtop, $3,200* (ps); 
Galaxie (8) 4-dr., $2,160* (ps), 

59 Thunderbird (8) 2-dr, hardtop, §$2,- 
730* (ps), $2,515; conv., $2,700* (ps); 
Galaxie (8) conv., $1,890*; 2-dr. Vic- 
toria, $1,875* (ps); Country Sedan (8) 
4-dr., $1,690* (ps); Fairlane 500 (8) 
2-dr. Victoria, $1,660* (ps), $1,490* 
(ps); 4-dr, Victoria, $1,600* (ps); 2- 
dr., $1,390* (ps). 

‘58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
310* (ps); 4-dr. Victoria, $1,075* (ps); 
Fairlane (8) 4-dr., $1,140*, $1,010* 
(ps); 4-dr. Victoria, $975; Fairlane 
(6) 4-dr, Victoria, $835* (ps); Custom 
300 (8) 2-dr., $815. 

’57 Fairlane 500 (8) 
(ps); 2-dr. Victoria, $1,015* 
$990* (ps), $850* (ps); conv., 
(ps); Country Sedan (8) 4-dr., $940* 
(ps); Country Squire (8) 4-dr., $900* 
9; Custom 300 (8) 4-dr., $675; 2- 


$625*, 

‘se ‘Fairlane (8) 4-dr, Victoria, $620, 
$590* (ps); Fairlane (6) 2-dr, Vic- 
toria, $400*; Ranch Wagon (8) 2-dr., 
$525; Ranch Wagon (6) 2-dr., $405; 
Custom (8) 2-dr., $470*, $325*, 

55 Fairlane (8) conv., $420*; 2-dr., 
$350*; Custom (8) 2-dr., $325; Custom 
(6) 2-dr., $250, $180; Main (6) 4-dr., 
$110*. 

’54 Ranch Wagon (8) 2-dr., $325*; Cus- 
tom (8) 2-dr., $315*; Custom (6) 2- 
.. $185; 4-dr., $150, $140*; Main (8) 

2-dr., $215. 
IMPERIAL—’ 58 Imperial 

$1,775* (ps). 
LINCOLN—’56 Premiere con v., 


665* (ps); 


$1,060* 
(ps), 
$975* 


4-dr., 


2-dr. hardtop, 


$1,105* 


(ps). 

MERCURY—’56 Monterey 2-dr. hardtop, 
$725*; 2-dr., $650*; 4-dr. hardtop, 
$500*; Montclair 4-dr, hardtop, $700*; 
Medalist 2-dr, hardtop, $365*. 


’55 Monterey 2-dr, hardtop, $495*, $210*. 
’54 Monterey 2-dr, hardtop, $130*. 
OLDSMOBILE—’59 (88) 4-dr. Holiday, 


conv., $2,050* (ps). 

Holiday, $1,575* (ps); 2- 
dr, Holiday, $1,375* (ps); 4-dr., $1,- 
300*; (88) Super 2-dr. Holiday, $1,- 
200* (ps); (98) 2-dr. Holiday, $1,150* 


(ps). 

’57 (88) 2-dr. Holiday, $935* (ps); (98) 
4-dr. Holiday, $825* (ps); (88) Super 
4-dr. Holiday, $700* (ps). 

"56 (98) conv., $675* (ps), $450* 
(88) Super 4-dr, Holiday, $475*, 

PACKARD—’54 Clipper 2-dr., $175. 
PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 


950. 

’59 Suburban (8) 2-dr., $1,610* (ps); 
Belvedere (8) 2-dr, hardtop, $1,520* 
(ps); Fury (8) 2-dr, hardtop, $1,500* 
(ps). 

"58 Savoy 


$2,280* (ps); 
"58 (88) 4-dr. 


(Ps); 


(8) 4-dr., $850*; Suburban 
(8) 4-dr., $825*; Belvedere (8) 2-dr., 
$815* (ps); Belvedere (6) 2-dr. hard- 
top, $800* (ps); Plaza (6) 2-dr., $475. 

’57 Belvedere (8) 2-dr. hardtop, $760*; 
4-dr., $700*; Suburban (6) 2-dr., $575; 
Plaza (8) 4-dr., $515*, 

"56 Belvedere (8) 4-dr, hardtop, $580*; 


Savoy (6) 4-dr., $385; Suburban (6) 
4-dr., $340*. 
PONTIAC—’60 Ventura sport coupe, $2,- 


70* 


570*. 
’59 Bonneville sport coupe, $2,390* (ps), 


$2,100* (ps); Star Chief 4-dr, Vista, 
$2,100* (ps); Catalina 4-dr., $1,800* 
(ps). 

’58 Star Chief 4-dr., $1,225* (ps). 

’56 Chieftain 2-dr., $1,065*; Star Chief 
conv., $765* (ps); 4-dr., $475* (ps). 
’55 Star Chief 4-dr., $350* (ps); Chief- 

tain 2-dr, Catalina, $320*. 
’54 Star Chief 2-dr, Catalina, $200*; 
Chieftain Safari 4-dr., $175*, 
RAMBLER—’60 Ambassador (8) 4-dr., 
$1,850*. 
’59 Ambassador (8) Cross Country, $1,- 
785* (ps). 


’56 Deluxe 4-dr., $310. 
STUDEBAKER—’59 Lark (8) 2-dr, hard- 
top, $1,520*, $1,445*; Lark (6) 2-dr. 
hardtop, $400*. 
’58 Commander (8) 2-dr., $900*, 
MISCELLANEOUS—’56 Chevrolet pickup, 
$220. 
’55 Ford %-ton panel, $170, 
’54 GMC truck, $175. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday, Prices are for sale of 
Aug, 8. Slimmer offerings might be the 
cause of the stiff prices being paid for used 
cars. The car market showed all first grade 
ears to be selling just as strong as they 
did three months ago. The only weakness 
shown was on high mileage 1959 and 1960 


models. Sold 122 cars from 164 consign- 
ments. 
BUICK—’57 Special 4-dr. Riviera, $890*; 
2-dr., $775*. 
’55 Century conv., $360*; Super 2-dr. 
Riviera, $270*. 
CADILLAC—’59 (62) 4-dr., $3,875* (ps). 


’56 (62) Coupe de Ville, $1,200* (ps). 


'55 (62) 4-dr., $960* (ps); Coupe de 
Ville, $785* (ps). 

53 (62) 4-dr., $280* (ps). 

CHEVROLET—’59 Bel Air (6) 4-dr., $1,- 
450*, $1,350, $1,300. 

’58 Impala (8) conv., $1,550; Biscayne 
(6) 4-dr., $1,140* (ps), $850, 

’57 Bel Air (8) 4-dr., $1,150*; Two-ten 
(6) 4-dr., $950; 2-dr., $850; station 
wagon 4-dr., $700. 

"56 Bel Air (8) conv., $880*; 2-dr., 
$760; sport coupe, $700; Bel Air (6) 
4-dr., $640*; Two-ten (8) 4-dr., $660*; 
Two-ten (6) 4-dr., $635, $625, $600*; 
2-dr., $500, 

"55 Two-ten (8) 4-dr., $500; Delray, 
$525* (ps), $490; 4-dr., $420*; Two- 
ten (6) 2-dr., $540*; Bel Air (6) 4- 
dr., $425*. 

54 Two-ten 2-dr., $280*; station wagon 
4-dr., $250; 2-dr., $190. 


(Continued on Page 29, Col, 1) 
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’56 Belvedere (8) 4-dr, hardtop, $550*; 
Savoy (8) 4-dr., $500°%; Savoy (6) 4- 
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080* (ps), $1,055*, $985* (ps); Cus- 










































































tom 300 (8) 4-dr., $610*. 
U c e p ° "86 Country ‘Seaan (8) 4-dr., $800* (ps); Model Breakdown dr., $340%, $270°. 
ain -dr., ; 2-dr., 0°; ’55 Belvedere (6) 2-dr. hardtop, $460*; 
sed- ar Auction rices Main, (6) 2-dr.’ $300; Rancii wagon| Of Auction Averages Savoy (8) 4-r., $285, $300; Savoy (6) 
-ar., ; Tiane -dar., -dr., e 
$520. : Aug., 1960 July, June, 54 Belvedere 4-dr., $295. 
‘55 Thunderbird (8) conv., $1,095* (ps); Model To Date 1960 1960 53 Cranbrook 4-dr., $235. 
Fairlane (8) conv., $485*; 4-dr.,/ 1960............ 26 PONTIAC—’60 Bonneville conv., $3,150* 
(Continued from Page 28) $480"; Custom (6) 2-ar.. $380*; Main 1959 “ioe ane Tom (ps); Catalina 4-dr, Vista, $2,480*. 
, ‘ 5 ) business coupe, ; 4-dr., I —— , ’59 Catalina conv., $2,240* 8); 2-dr., 
53 Bel Air 2-dr., $220; station wagon $275; Delray, $235; One-fifty 2-dr., 54 Crest (8) 2-dr. Victoria, $370* a 1958 1,262 1,267 1,280 $2,220* (ps), $2 ogo ae: 
7 $150; conv., $100*. $265; utility sedan, $220. Custom (8) Ranch Wagon 2-dr., 868 904 566 Chieftain 4-dr. Catalina, $650*; 2- 
CHRYSLER: — ’57 Windsor 4-dr., $950* | CHRYSLER—’57 NY 2-dr. hardtop, $1,- $310*; 4-dr., $170. 581 599 dr. Catalina, $450°*, 
ne en . 490* (ps), $1,325* (ps). HUDSON—’54 Super Wasp (6) 4-dr., $135, ’55 Star Chief conv., $485* (ps); 2-dr., 
mperial 4-dr., $1,085* (ps), DODGE—’57 Suburban (8) 2-dr., $1,025*; | IMPERIAL—’57 Imperial conv., $1,940* 425 442 $475*, $300*; Chieftain 2-dr., $310*. 
DeSOTO — ’59 Firesweep 2-dr, hardtop, Coronet (8) 4-dr, hardtop, $775*. (ps). 269 287 ’54 Chieftain 2-dr. Catalina, $230. 
$1,600°. ’56 Custom Royal (8) conv., $460* (ps). | LINCOLN — ’58 Premiere 4-dr. hardtop, 195 203 *53 Chieftain 2-dr, Catalina, $270; 4-dr., 
’55 Firedome 2-dr. hardtop, $560* (ps);| °55 Royal (8) 4-dr. hardtop, $405* (ps); $1,805* (ps). $150* (ps). 
4-dr., $525* (ps), Coronet (8) 2-dr. hardtop, $385. ’56 Premiere 4-dr., $1,045* (ps), $850* ’52 Chieftain 2-dr. Catalina, $125*. 

’54 Firedome 4-dr., $150* (ps), ’54 Coronet (8) 4-dr., $175*. (ps). Average $ 965 $ 946 $ 968 | RAMBLER—’60 Rebel (8) Cross Country 
DODGE—’57 Coronet (8) 4-dr., $635* EDSEL—’59 Corsair 2-dr, hardtop, §$1,- ’55 Capri 2-dr. hardtop, $435* (ps). 4-dr., $2,200* (ps). 

56 Coronet (8) 4-dr., $570* Se : a ol Se Renee $1,190. tar ceemuenee fan et. 4-dr., $815*. soe (6) Cross Country 4-dr., $1,- 

, 4 5 . ‘ ation 2-dr., $1,110* (ps). ’57 Commuter 2-dr., $1,120* (ps); Mont- ° 88) 4-dr. Holiday, * ae 0*. 

ag a Suburban 2-dr., $275; | woRD—'60 Thunderbird (8) conv., $3,- clair 4-dr. hardtop, $900* (ps); Mon-| ar. Taso; o-dr. Tlese, gaeet tee); 'S7 Custom (6) Cross Country 4-dr., 
FORD —- '58 Country Sedan (8) 4-dr. 490* (ps), $3,200* (ps); Galaxie (8) terey 4-dr., $920* (ps). 2-dr., $435*; (98) 2-dr. Holiday, $640* $1,175, $1,050°, $995. 

$935*; Custom 300 (8) 4-dr., $825 P starliner, $2,350* (ps); 4-dr. Victoria, ’56 Montclair 2-dr., $650* (ps), $490*; (ps). "55 Custom Cross Country 4-dr., $550. 
'57 Fairlane 500 (8) 4-dr., $960* (ps); $2,250* (ps); Falcon (8) 4-dr., $1,- conv., $650* (ps); Medalist 2-dr., 54 (98) 2-dr. Holiday, $575* (ps), $255* | STUDEBAKER—'57 President (8) 4-dr., 
Fairlane (8) 2-dr. Victoria, $760*; 815*; 2-dr., $1,750. $595* (ps), $525*; Custom 2-dr, hard- (ps), $235* (ps); (88) 2-dr, Holiday, $850*. 
Country Sedan (8) 4-dr., $700*; Cus-| °59 Thunderbird (8) conv., $3,090* (ps), top, $385*. $455* (ps), $340*; (88) Super 4-dr.,| ‘54 Commander (8) 2-dr., $390°. 
tom (8) 4-dr., $700*, $610* : ee’eene (re) an — (8) 4-dr., * Montclair ye 2-dr., $550*, $375*. ‘ maven “= =: e 
, i “i S205. ‘ * ; Galaxie ) 2-dr. ictoria, 455* (ps), $450*; onterey station , iy * * B — ys Surrey, 
Oaae tS) Sar, Viste, ithe? bean": $2,000*' (ps), $1,920* (ps); conv., $1,- wagon 4-dr., $560° (ps); 4-dr., 365° | ©> (88) Super é-dr., $265°, $150° (pe). $1,250. 
4-dr, Victoria, $600*; ‘Ranch’ Wagon 1,800* (ps); Country Sedan (8) 4-dr., (ps). PACKARD — '55 Clipper 2-dr. hardtop,/ ‘59 Ford (8) Ranchero, $1,200; F-100 
(6) 2-dr., $570; Ranch Wagon (8) 2- $1,715*; Fairlane (8) 4-dr., $1,710*| °54 Monterey station wagon 4-dr., $425°; $350* (ps). (6) %-ton pickup, $1,140, $1,050. 
dr., $500; Custom (6) 2-dr., $245; (ps), $1,660* (ps), $1,430*; Custom 2-dr., $415* (ps), $340* (ps), $335*. | PLYMOUTH—’60 Suburban (8) 4-dr., $2,-| °58 GMC (6) %-ton stake, $1,125; Ford 
Custom (8) 2-dr., $300*, $275. : 300 (8) 4-dr., $1,480*, $1,385*. OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- 600* (ps); Suburban (6) 2-dr., §$1,- (8) F-100, $775. 

55 Fairlane (8) 2-dr, Victoria, $650* 58 Thunderbird (8) conv., $2,265* (ps), 780* (ps); 2-dr. Scenic, $2,595* (ps); 900°. ’57 Chevrolet (8) %-ton pickup, $1,060; 

$410*: 2-dr., $400. ’ : $2,500* (ps), $2,470* (ps), $2,365* 4-dr. Holiday, $2,590* (ps), $2,525*| °59 Suburban (8) 2-dr., $2,020* (ps); Ford (6) F-100 pickup, $835, 

54 Custom 2-dr. $350*, $300*; Ranch (ps); Fairlane 500 (8) conv., $1,180*; (ps); conv., $2,380* (ps). Fury (8) 4-dr. hardtop, $1,685* (ps); ’55 Chevrolet (8) %-ton pickup, $485*, 

Wagon 2-dr., $280; Main 2-dr., $120. 4-dr., $1,180*, $1,105* (ps); Country; ‘58 (88) 2-dr. Holiday, $1,700* (ps); Savoy (6) 4-dr., $1,210. ’54 Chevrolet 1%-ton pickup, $650. 

53 Country Sedan 4-dr. $260; Ranch Sedan (8) 4-dr. (9 pass.), $1,135* (98) 2-dr. Holiday, $1,535* (ps). ’58 Suburban (8) 4-dr., $1,225%; Savoy 

Wagon 2-dr., $130. , , (ps); Ranch Wagon (8) 4-dr., $925*;| °57 (88) 2-dr. Holiday, $1,230* (ps), (8) 4-dr., $890%; Savoy (6) 4-dr., CALDWELL, N. J. 
MERCURY—’58 Monterey 4-dr., $1,100* Custom 300 (6) 2-dr., $835. $1,105* (ps); conv., $1,180* (ps); 4- $860. ' 

’56 Custom 4-dr., $560* “rT “| "ST Thunderbird (8) conv., $1,985°, $1,- dr. Holiday, $1,165* (ps); 4-dr., '$1,-| ’57 Suburban (8) 4-dr. (9 pass.), $1,-| Skyline Auto Auction, Sale every Thurs- 
NASH—’54 Ambassador 4-ar. $100* 950* (ps); Fairlane 500 (8) 2-dr. Vic- 000* (ps); (98) 4-dr. Holiday, $985* 330* (ps); Belvedere (8) 2-dr. hard-| day. Prices are for sale of Aug. 11. Strong 
OLDSMOBILE—’'58 (88) Super 4-dr., $1,- toria, $1,270" (ps), $1,105*, $935%; (ps); 4-dr., $840* (ps). top, $890* (ps), $820*; 4-dr, hardtop, | demand for merchandise, Clean cars still 

450* (ps) , 7 4-dr., $900* (ps), $890*; conv., $885* ’56 (88) 2-dr. Holiday, $845* (ps); conv., $750*; Savoy (8) 4-dr., $760*; Savoy| pulling strong money, Older models soft 

56 (88) 4-dr., $675*, $670* (ps); 2-dr., (ps); Country Sedan (8) 4-dr., $1,- $780* (ps); 4-dr. Holiday, $780* (ps). (6) 4-dr., $605°, (Continued on Page 30, Col, 2) 





$570*, $495* (ps). 

’55 (98) 2-dr. Holiday, $450* (ps), 

’54 (88) 4-dr., $550*. 

PLYMOUTH—’59 Savoy (8) 4-dr. (police), 
$850". 

’57 Savoy (8) 2-dr., $580*; 4-dr., $620*; 
2-dr. hardtop, $725*; Suburban (6), 
$625; 2-dr., $470; Belvedere (8) 4-dr., 
$580* (ps). 

’56 Belvedere (8) conv., $840* (ps); 
2-dr., $520*. 

’55 Belvedere (6) conv., $600*, 

54 Savoy 4-dr., $185, 

PONTIAC—’ 57 Chieftain Safari 4-dr., $1-, 
125* (ps), 

’56 Chieftain 2-dr. Catalina, $630*; Star 
Chief 4-dr. Catalina, $635* (ps). 

’55 Star Chief 2-dr. Catalina, $400* (ps). 

’54 Star Chief 2-dr, Catalina, $330* 
(ps); 4-dr., $270*, 

RAMBLER—’60 Deluxe (8) 4-dr., $1,900. 

’54 Suburban 4-dr., $210. 

STUDEBAKER — ’57 Commander station 
wagon 4-dr., $760*, 

MISCELLANEOUS—’54 Ford %-ton pick- 
up, $300; %-ton pickup, $225, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of Aug. 9. 

BUICK—’57 Century 2-dr. Riviera, $1,- 
085* (ps); Special 2-dr, Riviera, $1,- 
075* (ps), $1,030* (ps), $1,020* (ps), 
$760*; 2-dr., $605. 

56 Super 4-dr., $770; Special 2-dr, Rivi- 
era, $510. 

’55 Special 2-dr. Riviera, $700*, $550*, 
$400* (ps), $315* (ps); Super 4-dr., 
$520* (ps); 2-dr, Riviera, $485* (ps), 
$410* (ps), $315* (ps). 

’54 Special 2-dr, Riviera, $245*; 2-dr., 
$200*; Super 2-dr. Riviera, $235* (ps); 
4-dr., $235*. 

’53 Special 2-dr, Riviera, $165. 

OADILLAC—’59 (60) Special 4-dr, hard- 
top, $4,255* (ps), $3,950* (ps); de 
Ville 2-dr, hardtop, $4,185* (ps), $3,- 
800* (ps), $3,785* (ps); (62) conv., 
$4,035* (ps); 4-dr., $3,800* (ps). 

"58 (62) Coupe de Ville, $2,985* (ps), 
$2,895* (ps); 2-dr, hardtop, $2,650* 
(ps); conv., $2,950* (ps), $2,590* 
(ps); 4-dr., $2,485* (ps). 

"57 (60) Special 4-dr, hardtop, $2,120* 
$1,800* (ps); (62) 2-dr, hardtop, $1,- 
875* (ps). 

56 (62) Sedan de Ville, $1,555* (ps), 
$1,420* (ps), $1,395* (ps), $1,290* 
(ps), $1,255* (ps); 2-dr, hardtop, 
$1,470* (ps); conv., $1,405* (ps); El- 
dorado conv., $1,385* (ps), $1,000* 
(ps); (60) Special 4-dr., $1,185* (ps). 

’55 (60) Special 4-dr., $1,295* (ps); (62) 
Coupe de Ville, $1,235* (ps); conv., 
$1,210* (ps); 4-dr., $1,145* (ps); 
$1,010* (ps), $800* (ps); Eldorado 
conv., $1,135* (ps). 

754 Eldorado conv., $1,185* (ps); (62) 
Coupe de Ville, $940* (ps). 

°53 (75) Limousine, $575*. 

’51 (62) conv., $140*; (60) Special 4- 
dr., $105*. 

CHEVROLET—’60 Impala (8) sport se- 
dan, $2,375* (ps); Bel Air (8) 2-dr., 
$2,200; Biscayne (6) 2-dr., $1,775*; 
Corvair (6) 2-dr., $1,750*; 4-dr., $1,- 
635*. 

759 Impala (8) sport coupe, $2,100* 
(ps), $2,095* (ps), $2,050* (ps), $2,- 
050*, $2,025* (ps), $1,900; conv., $2,- 
060* (ps), $2,035; sport sedan, $1,980* 
(ps), $1,950* (ps), $1,925* (ps), $1,- 
900*; Impala (6) conv., $1,775* (ps); 
Kingswood (8) 4-dr, (9 pass.), $2,- 
050* (ps); Parkwood (8) 4-dr., $2,- 
035*; Brookwood (8) 4-dr., $1,970* 
(ps); Bel Air (8) 4-dr., $1,650* (ps), 
$1,585*; 2-dr., $1,585*; Biscayne (6) 
2-dr., $1,395; utility sedan, $1,220. 

’58 Impala (8) sport coupe, $1,770* (ps), 
$1,680* (ps), $1,550* (ps), $1,450* 
(ps); Brookwood (8) 4-dr., $1,450*; 
Biscayne (8) 2-dr., $1,225*, $1,115*; 
4-dr., $1,105*, $1,095, $1,055; Bis- 
cayne (6) 4-dr., $1,040; Delray (6) 
2-dr., $950. 

"57 Corvette (8) conv., $1,630, $1,480; 
Two-ten (8) station wagon 4-dr., $1,- 
175*, $1,075*; 2-dr., $1,040* (ps); 
4-dr., $935*; Bel Air (8) 4-dr., $1,- 
050* (ps); One-fifty (8) 4-dr., $800; 


WALTER GRABSKI, 
PONTIAC DEALER, 
Cleveland, Ohio 
STILL USES 
25-YEAR-OLD 
WEAVER 

TWIN POST LIFT 


tenn eeeenrecne erent teeeeensnniemsennicinnenees 


“This Weaver Twin Post Lift 
has been used an _ estimated 
107,250 times over the past 25 
years. Only nominal maintenance 
has been required and there has 
never been a serious breakdown,” 
says Mr. Grabski. ‘‘ The Weaver 
lift was purchased because we 
decided it was the most practical 
one for garage work. The fact 
that sold us was that the entire 
underpart of the car is accessible 
for work, and the car can be 
tilted. New smaller cars are 
handled as easily as larger ones.”’ 


AFTER 25 YEARS OF SERVICE... 


WEAVER TWINPOSTLIFT | 


STILL PAYS OFF IN SERVICE PROFITS 





NO CHANGE OF 
CAR SIZE OR 
DESIGN HAS MADE | 


IT OBSOLETE 


Year after year, despite continuous 
and drastic changes in car design, 
frame construction and suspen- 
sion, Weaver Twin Post Lifts 
have proved their anti-obsoles- 
cence qualities. Even the oldest 
Twin Post Lifts can be up-dated 
at modest cost, with current ' 
design Saddles and Adjustable 
Adapters or conversion packages, 
to handle any car on the road 
today. Ask your jobber for details, 
or write for Bulletin AN-457. 





One-fifty (6) 4-dr., $605; utility sedan, 

$545. - 
rs i se es F WEAVER MANUFACTURING DIVISION + DURA CORPORATION 

$780; 2-dr., $700*; station wagon 4- ® Springfield, lil., U.S.A. 

dr. (9 pass.), $900°; sport sedan, A COMPLETE LINE—AND NO ONE BUILDS IT BETTER THAN WEAVER i 


$875* (ps), $750*; conv., $860*, $750* 
(ps); Two-ten (8) Delray, $950; sta- 
tion wagon 4-dr., $815* (ps); 4-dr., 
$760*, $750, $685; Two-ten (6) Delray, 
$610; 4-dr., $565. 


SERVICE SHOP EQUIPMENT 


SOO OOEES SEES EEE ES OEE EEE SE OESEOESESESSE SEE EOEE SESE ESSEE SEES SESE S ESSE ESEESEOE EE OSEEESEE ESSE ER ESESESESOSESEEEES 


OVER 50 YEARS SERVING THE AUTOMOTIVE SERVICE INDUSTRY 





’5b5 Two-ten (8) OO, — $520; 
$545*, $500; Two-ten (6) 4-dr., ; Ny Pp 3 s - . 
Bel Air (8) 2-dr., $640*, $565*; One- Complete Weaver line includes: Twin Post* Lifts e Triple Post Lifts* e Frame Type, Roll-On and Free-Wheel Single Post Lifts ‘ 
fifty (6) station wagon 2-dr., $565. Unit Lifts ¢ Bumper Jacks @ Car Washers e Wheel Alignment Equipment e Headlight Testers e Brake Testers 


754 Bel Air 4-dr., $420, $375*; conv., Wheel Balancing Equipment e Jacks e Wheel Dollies e and Air Compressors (*Registered Trademarks) 


$405*; Two-ten 4-dr., $360, $335*, 
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1,000 Mite Bodies 
To Be Produced 
By Twin Coach 


BUFFALO.—Twin Coach Co, an- 
nounced it has received a contract/| unless decent. Sold 205 cars from 284 con- 


to build 1,000 bodies for the Mighty | *!8ments. 
Mite BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
7 : 850* (ps); 2-dr., $1,635* (ps); RM 

The contract, involving more conv., $1,515* (ps); Electra 4-dr. 
than $500,000, is from the American| ,,Paritop, $1,340° (ps). = 
Motors Corp., which has the prime| :35 Sbecial 4-dr. hardtop. $1,330" 

s P., as the p ‘57 Century conv., $1,040* (ps); Super 
contract. 2-dr. peg $990*, nd Spe- 
; cial 4-dr., $840* (ps), , 

Twin Coach’s engineering staff! +56 RM 4-dr. Riviera, $665* (ps); Cen- 
participated with AMC in the de- tury 2-dr. Riviera, $630* (ps); Super 
velopment of the four-wheel-drive A Oe cane 
vehicle for the armed forces, The| capmLac—'59 de Ville 4-dr. hardtop, 
production contract is the result of $3,610* (ps), 
the more than two years of joint > Ba yo pene (ps); Coupe de 

e, $2, ps). 
development work, '57 Eldorado conv., $2,000* (ps); (62) 
Twin Coach said it plans to put Coupe de Ville, $1,910* (ps); 4-dr. 
bod i “in hardtop, $1,740* (ps). 
= pment ~~ - production w| ’58 (60) Special 4-dr., $1,350* (ps), $1,- 

e immediate future” in a ne 025* (ps); (62) 2-dr. hardtop, $1,280* 
plant it has leased in Waverly, (ps), 

N. Y. This plant is to be operated| ‘55 (62) conv., $840* (ps). 

: : cao 54 ( -dr., * (ps); 2-dr, hardtop, 
by a new Speciai Products Divi- Sa 
sion of Twin Coach, which will han-| ‘52 (62) conv., $225*. 
dle the company’s non-aircraft pro- CHEVROLET—’60 Corvair (6) 2-dr., $1,- 

535. 
duction. '59 Corvette (8) 2-dr. hardtop, $2,575; 
In addition to the 1,000 bodies, conv., $2,515; Bel An 7 sedan, 
“ a $1,650* (ps); 4-dr., $1,450*, $1,410*, 
Twin Coach will supply “additional 2 at Si.anoe 91.200°: toeh Air’ (6) 4. 





components” under the AMC con- dr., 2 at $1,450*, $1,425*, $1,420*, 
tract. 


$1,415*, $1,405*, $1,400*, $1,370*, $1,- 








BORGWARD 


GROUP 
PRODUCTS 


4 ISABELLA 
4 HANSA 
6 ARABELLA 





BORGWARD 
MOTORS CORPORATION 


TWENTY PEMBERTON SQUARE 
BOSTON 8, MASSACHUSETTS 










Used-Car Auction Prices 
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350*, $1,340*, $1,260*; 2-dr., $1,370*; 
Parkwood (8) 4-dr., £1,555*, $1,540; 
Parkwood (6) 4-dr., $1,480. 

’568 Nomad (8) 4-dr., $1,375* (ps); 
Brookwood (6) 4-dr., $1,225*, $990*; 
Biscayne (8) 4-dr., $1,205*, $1,100*, 
$1,015", $990, $980*, $850*; 2-dr., $1,- 
020*; Biscayne (6) 2-dr., $950, 2 at 
$930, $920, $850; 4-dr., $930*; Bel Air 
(6) 4-dr., $940*, 

’57 Bel Air (8) 4-dr., $1,260*; Two-ten 
(8) 2-dr., $880; 4-dr., $605*; Two-ten 
(6). station wagon 4-dr., $750; 2-dr., 
$700; One-fifty (6) 4-dr., $735*; sta- 
tion wagon 2-dr., $595; One-fifty (8) 
2-dr., $730* (ps). 

"56 Bel Air (8) sport coupe, $810; sport 
sedan, $775*, $715*. 

"55 Bel Air (6) 2-dr., $425* (ps); Bel 
Ait (8) conv., $360*, 

"53 Deluxe club coupe, $280*; Two-ten 
4-dr., $235* (ps), 2 at $175. 


CHRYSLER—’59 Windsor 4-dr., $1,635* 
! 


(ps). 

’5S NY 2-dr, hardtop, $1,505* (ps); Sar- 
atoga 2-dr, hardtop, $1,340* (ps). 

57 Windsor 2-dr, hardtop, $900* (ps). 

‘56 NY Town & Country, $880* (ps), 
DeSOTO—’58 Firedome 4-dr., $1,150*. 

’57 Fireflite 4-dr., $865*, 

’56 Firedome 4-dr., $540*, 

’53 Powermaster 4-dr., $100. 
DODGE—'58 Coronet (8) 2-dr, hardtop, 

$1,030* (ps); 4-dr. hardtop, $825* 
(ps). 

’57 Coronet (8) 4-dr., $680* (ps), $620*. 

’56 Coronet (8) 2-dr., $525* (ps), 

’53 Coronet (8) 4-dr., $100, 

FORD—’'59 Galaxie (8) 4-dr., $1,600*; 
Fairlane (8) 4-dr., $1,410* (ps), $1,- 
130*; Custom 300 (8) 2-dr., $1,285* 
(ps); Custom (8) 4-dr., $1,100, $1,080. 

’58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
210* (ps), $1,170* (ps); conv., $910* 
(ps); Custom 300 (8) 4-dr., $850*, 
$830, $815, $775, 2 at $755, $740; Fair- 
lane (8) 4-dr., $805*, 

‘57 Fairlane 500 (8) conv., $910; 2-dr., 
$735*; 2-dr. Victoria, $655*; Ranch 
Wagon (8) 2-dr., $855*; Country Se- 
dan (8) 4-dr., $830*; Fairlane (8) 4- 
dr., $810* (ps), $565* (ps); Custom 
300 (8) 2-dr., $645; Custom (8) 4-dr., 
$640* (ps); 2-dr., $600*, 

"56 Fairlane (8) conv., $740*, $515* 
(ps); 2-dr., $680*; Country Sedan (8) 
4-dr., $700, $650*, $610*; Main (8) 4- 
dr., $500; Main (6) 4-dr., $370; Cus- 
tom (8) 2-dr. Victoria, $500*; 2-dr., 
$500". 

'55 Country Squire (8) 4-dr., $505* 
(ps); Fairlane (8) 2-dr, Victoria, 
$400* (ps); Country Sedan (8) 4-dr., 
$240. 

54 Custom (8) Country Sedan, $240* 
(ps); Custom (6) 4-dr., $130*, 

"53 Custom (8) Country Sedan, $250; 
Custom (6) 4-dr., $165; Main (6) 4- 
dr., $130. 

LINCOLN—’'57 Capri 2-dr. hardtop, $1,- 
100* (ps), 

56 Premiere 2-dr. hardtop, $750* (ps); 
Capri 2-dr. hardtop, $740* (ps). 
MERCURY—’59 Montclair 4-dr., $1,700* 

(ps). 

’58 Monterey 2-dr., $1,010*, 

’57 Montclair 2-dr, hardtop, $935*, 

"56 Custom 4-dr., $585. 

55 Montclair 2-dr. hardtop, $380*, 
OLDSMOBILE — '59 (88) 2-dr., $1,680* 

(ps). 

"58 (88) 4-dr., $1,365* (ps). 

’57 (88) Super 2-dr., $1,050* (ps); 4-dr., 
$1,035* (ps); 4-dr. hardtop, $965* 
(ps); (88) 2-dr, hardtop, $1,000* (ps); 
conv., $860*; 4-dr., $825* (ps). 

"56 (88) Super 2-dr. Holiday, $735* 
(ps); (88) 2-dr, Holiday, $730* (ps), 
$630* (ps). 

*54 (98) 4-dr., $250* (ps). 
PACKARD—’55 Clipper 4-dr., $225*. 
PLYMOUTH—’59 Savoy (8) 2-dr., $1,175* 

(ps); 4-dr., $1,075. 

"58 Plaza (8) 4-dr., $785*; Savoy (6) 4- 
dr., $750; Savoy (8) 4-dr., $560*; 
Suburban Custom 4-dr., $475 (ps). 

’57 Suburban (8) Deluxe 2-dr., $800* 
(ps); Belvedere (8) 2-dr., $685; Savoy 
(8) 4-dr., $600*; Plaza (6) 4-dr., $445. 

PONTIAC—’59 Star Chief 4-dr., $1,870* 
(ps). 

’58 Chieftain 2-dr. Catalina, $1,140*. 

’57 Super Chief 2-dr, Catalina, $920* 
(ps). 

’55 Chieftain 2-dr, Catalina, $290*, 

’53 Chieftain 2-dr., $150*. 

MISCELLANEOUS — '60 Chevrolet Fiite- 
side, $1,360. 

’58 Chevrolet cab & chassis, $820; Ford 
pickup, $690. 

’57 Chevrolet %-ton pickup, $430, 


NEWINGTON, CONN. 


Newington Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Aug. 11. 
BUICK—’55 Century 2-dr,. Riviera, $220* 

(ps). 

’54 Super 2-dr., $150*. 

CADILLAC—’53 (62) 2-dr., $275* (ps). 
CHEVROLET—’60 Bel Air (6) 2-dr. hard- 
top, $1,900, 

"59 Impala (8) conv., $1,935* (ps); 2-dr. 
hardtop, $1,875* (ps); 4-dr., $1,785*; 
Parkwood (6) 4-dr., $1,700*. 

"58 Delray (8) 2-dr., $560 (police). 

'57 Two-ten (8) 4-dr., $780*; Two-ten 
(6) 2-dr., $755*. 

’56 One-fifty (8) 4-dr., $425*, $300 
(police). 





State Fair Auction Sets 


‘Sam Goodman Day’ 


DETROIT.—The State Fair 
Auto Auction here will stage a 
Sam Goodman Day auction Aug. 
30 to celebrate Goodman’s first 
anniversary as manager of the 
12-year-old auction. 

Goodman, an active participant 
in auto auctions for 12 years, is 
a pioneer and past president of 
the National Auto Auction Assn., 
treasurer of the National Inde- 
pendent Auto Dealers Assn. and 
a state director of Michigan for 
NIADA, a post he has held for 
six years. 








’59 de Ville 2-dr, hardtop, $3,750* (ps); 


’55 Bel Air (8) 2-dr, hardtop, $630*; 
(62) 2-dr. hardtop, $3,515* (ps). 


4-dr., $625*, $425*; Two-ten (6) Del- 


ray, $420, "5S (62) 4-dr. hardtop, $2,530* (ps), 
’53 Two-ten 4-dr., $160; Bel Air “%-dr., $2,475* (ps). 

$120. ’57 Eldorado conv., $2,200* (ps); (62) 

CHRYSLER—’53 Windsor 2-dr., $125*. 4-dr., $1,625* (ps); (60) Special 4-dr. 


7 : hardtop, $1,600* (ps). 
pie 4 Custom 300 (8) 2-dr., $870 ’56 Eldorado Seville, $1,290* (ps); (62) 
(police). 4-dr. hardtop, $1,210* (ps). 
’57 Country Sedan (8) 4-dr., $§875*; 54 (62) con, ghooe. . 


= e. o . 
Cet 8 or olae e580 $030." | CHEVROLET—'60 Bel Air (8) 4-dr., $1,- 
eee 850. 
$2,025* 


56 Main (6) 2-dr., $665, : 
55 Fairlane (8) 2-dr., $475%, $450*;| ‘59 Impala (8) sport sedan, z 
Main (8) 2-dr., $225 (ps); conv., $1,785* (ps), $1,695*; 
'54 Crest (8) 2-dr, hardtop, $375; Main| , Biscayne (6) 2-dr., $1,200) | 
(6) Ranch Wagon 2-dr., $275 58 Bel Air (8) 4-dr., $1,170* (ps), 


Bae: . : $990°. 
Hit-m~e:. uae" 9000. ‘57 Two-ten (8) 4-dr., $1,050*; station 


ee i. wagon, $965. 
——o Une! 6-66 Bet Ale (8) S-dr., G008°; Bel Ale (6) 
55 (88) 2-dr. Holiday, $435* (ps) 2-dr., $575; Two-ten (8) station wag- 


'53 (88) 2-dr., $100. +n Oty, $690. s 
PAOKARD — °54 Clipper 2-dr. hardtop,| '55 Bel Air (6) 4-dr., $575°, §$380°. 
$100* (ps). CHRYSLER—’58 Saratoga 4-dr, hardtop, 
PLYMOUTH—’58 Savoy (8) 2-dr., $680*. $1,375* (ps). 
’56 Belvedere (8) 4-dr., $580*. DeSOTO—’59 Fireflite 4-dr., $1,675* (ps). 
’55 Belvedere (8) 2-dr., $520* (ps); 4- ’58 Adventurer 2-dr, hardtop, $1,400* 
dr., $400*; Plaza (8) 2-dr., $425; (ps). 
Savoy (6) 2-dr., $300. FORD — ’60 Galaxie (8) 4-dr., $2,020* 
PONTIAC—’56 Chieftain 2-dr., $445*. (ps). 
’54 Chieftain 2-dr. Catalina, $325*. ’59 Galaxie (8) 4-dr., $2,070* (ps); 4-dr. 
"53 Chieftain 4-dr., $105*, Victoria, $1,730* (ps); conv., $1,640*, 
STUDEBAKER — ‘54 Commander 2-dr. $1,500; 2-dr., $1,400; Ranch Wagon 
hardtop, $310*. (8) 4-dr., $1,500*; Fairlane 500 (6) 


2-dr., $1,215. 
DAYTONA BEACH, FLA. 


’58 Fairlane 500 (8) 2-dr., 2 at $1,400* 

(ps); Fairlane (6) 4-dr, Victoria, 

Florida Auto Auction, Sale every Tues- $930*; Custom 300 (8) 2-dr., $875*; 
day, Prices .are for sale of Aug, 9. 
BUICK—’59 Invicta 4-dr., $1,625*, 


Custom 300 (6) 4-dr., $790*, 
’57 Fairlane 500 (8) 4-dr, Victoria, 
’56 Special 2-dr. Riviera, $570*. 
55 RM 2-dr. Riviera, $500* 


$900*; Custom 300 (8) 4-dr., $755*; 
s Fairlane (8) 2-dr, Victoria, $725*, 
CADILLAC—’60 Eldorado conv., $4,775* 
(ps). (Continued on Page 31, Col. 1) 





'55 Country Sedan (6) 4-dr., $350. 








A COMPLETELY NEW LINE OF ALL ALUMINUM 


LUGGAGE RACKS 


FOR ALL STATION WAGONS, INCLUDING COMPACTS 


a ae: | 
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7 —_————— 


Model 72 
(Fits Standard 
Wagons) 


MODEL 
8-58 
(Fits Compacts) 


@ Model S-58 LIST $44.50 DEALER COST 
42” x 58” USEFUL AREA—HAS 6 ROOF MOULDINGS 


@ Model P-58 LIST $59.40 DEALER COST 
Same as S-58 BUT WITH FULLY ASSEMBLED PLATFORM 


@ Mode! 72 LIST $83.20 
44” x 72” —with FULLY ASSEMBLED PLATFORM 


Shipped Promptly to Areas Not Covered by 
Authorized Canell Distributors—Returnable on Sight 


HUBBARD 9-9651 
He { AMELL co. 


63 S. STATE STREET, 
The World's Lowest Priced Quality Luggage Racks—Distributor Inquiries Invited 


You have 
5,000,000 


New Customers 















t on the 
uced with 


Filter clogging is today’s No, 1 profit s 
more than 5,000,000 1959-60 cars pr 

in-the-line fuel filters. Many new filters clog within 
3,000 miles. Cars stall and stop. Replacements only 


LIST duplicate the problem. Your one solution—MILE- 
Compact AGE MINDER with patented self-cleaning, non- 
— clogging filter. 

Model MM 


Automatic self-cleaning is only one of the many 
200 M.B. benefits of MILEAGE MINDER (Balkamp #4-1750 
$7.95 and #4-1751). MILEAGE MINDER filters, purifies 
fuel, minimizes vapor-lock, stops gas waste due to 
flooding. Ends stalling and dying. Assures high 
efficiency performance at all times. 


Satisfaction guaranteed. At all leading wholesalers. 
Write for free literature. 
PASER MANUFACTURING CO. 
537 TURK ST., SAN FRANCISCO 2, CALIF. 
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’54 Custom (8) 2-dr., $375* 


IMPERIAL—’59 Crown conv., $1,475* 
(ps). 

LINCOLN—’56 Capri 2-dr. hardtop, $750* 
(ps). 


MERCURY—’55 Custom 2-dr., $390*, 
’54 Monterey 4-dr., $410*, 
OLDSMOBILE — '58 (98) 
(ps). 
’57 (88) 2-dr. Holiday, $810* (ps). 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,875* (ps); Suburban (8) 2-dr., $1,- 
325. 
’57 Plaza (6) 2-dr., $350. 
’55 Belvedere (8) conv., $405* (ps). 
’50 Suburban 4-dr., $190. 
PONTIAC—’55 Chieftain 2-dr. 
$425* (ps). 
RAMBLER—’59 Ambassador (8) Cross 
Country, $1,660*, 


4-dr., $1,350* 


Catalina, 


’54 Custom 4-dr., $225. 
STUDEBAKER—’60 Lark (8) 4-dr., $1,- 
615. 


Used Imported 


Cars 


ALBANY 
Jaguar—’54 2-dr., $575. 





’55 Commander (8) 2-dr., $310. 
MISCELLANEOUS—’58 Ford (8) Ranch- 
ero, $800*, 
’55 Chevrolet pickup, $500, 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Aug. 9, Market red 
hot. Sold 433 cars from 611 consignments. 
BUICK—’59 Century 2-dr. hardtop, $1,- 

880* (ps); 4-dr. hardtop, $1,740* (ps). 
*58 Century conv., $1,600* (ps); Special 
2-dr, Riviera, $1,500* (ps), $1,450* 
(ps); Super 4-dr. Riviera, $1,305* 


(ps). 

’57 RM 2-dr. Riviera, $1,265* (ps), $1,- 
090*, $1,050* (ps); 4-dr. Riviera, $1,- 
100* (ps), $940* (ps); Super 4-dr., 
$1,050* (ps); Century 4-dr. Riviera, 
$915* (ps). 

’56 RM 4-dr. Riviera, $835*; Century 2- 
dr. Riviera, $640*; Special 4-dr., $575* 
(ps), $440*, $365*; conv., $440*, 

55 Century 4-dr. Riviera, $620* (ps); 
Super 2-dr, Riviera, $505* (ps); Spe- 
cial 4-dr., $465*, $440, $375*; 2-dr. 
Riviera, $400*; 4-dr. Riviera, $300*; 
RM 4-dr., $345* (ps). 

OCADILLAC—’60 de Ville 4-dr. hardtop, 
$4,900* (ps); (62) eonv., $4,850* (ps); 
2-dr. hardtop, $4,350* (ps). 

’59 (62) conv., $3,750* (ps); 2-dr. hard- 
top, $3,400* (ps); de Ville 2-dr, hard- 
top, $3,575* (ps). 

’5S8 (62) conv., $2,595* (ps); 4-dr., $2,- 
400* (ps); 2-dr. hardtop, $2,390* (ps). 

’57 (62) conv., $2,035* (ps); Coupe de 


Ville, $1,845* (ps); .2-dr. hardtop, $1,- 
570* (ps). 

’56 (62) 4-dr, hardtop, $1,520* (ps); 
2-dr. hardtop, $740* (ps). 

"55 (G2) Coupe de Ville, $1,165* (ps); 
2-dr. hardtop, $950* (ps). 

’54 (75) Limousine, $1,520* (ps); (62) 
2-dr. hardtop, $475* (ps), $435* (ps), 
$410* (ps); 4-dr., $420* (ps), $415* 


(ps). 
CHEVROLET—’60 Impala (8) 4-dr., $2,- 
390*, $2,285*; sport sedan, $2,250* 


(ps), $2,220*; Kingswood (8) 4-dr., 
$2,000; Bel Air (8) 2-dr., $1,800. 

’59 Impala (8) conv., $2,020* (ps), $1,- 
920* (ps), $1,790* (ps), $1,755*, $1,- 
740* (ps), $1,650* (ps); sport sedan, 
$1,960* (ps), $1,940*, $1,890*, $1,- 
870%," $1,855* (ps), $1,850* (ps), $1,- 
800*, $1,750*; 4-dr., $1,775* (ps), $1,- 
550*; sport coupe, $1,700* (ps); Bel 
Air (8) 4-dr., $1,505*, $1,495; 2-dr., 
$1,380*; sport sedan, $1,335*; Bis- 
cayne (8) 2-dr., $1,400*, $1,335, $1,- 
350*, $1,265. 

’58 Impala (8) conv., $1,600*, $1,500*, 
$1,455* (ps), $1,450* (ps); sport 
coupe, $1,560* (ps), $1,480*, $1,370* 
(ps); Bel Air (8) sport sedan, $1,315* 
(ps), $1,305*; Brookwood (8) 4-dr., 
$1,300*, $1,205*; Biscayne (8) 4-dr., 
$1,270* (ps), $1,255*, 2 at $1,120*, 
$1,100*; 2-dr., $1,125, $1,025*; Bis- 
cayne (6) 4-dr., $1,105*; Delray (8) 
4-dr., $1,135*, $1,125, $925. 

’57 Bel Air.(8) conv., $1,400* (ps); sport 
sedan, $1,160* (ps); 4-dr., $1,160*, 
$1,120* (ps), $1,085*, $1,025*; 2-dr., 
$1,130*, $965*; sport coupe, $1,085*; 
Two-ten (8) station wagon, $895*; 4- 
dr., $870*, $830*; 2-dr., $855*. 








Carport Helps Sales— 
Built last spring, this carport has helped Clarence Vallery Sons, Inc., (Ford), Waverly, 


’56 Bel Air (8) conv., $870* (ps); sport! ©,, merchandise its new and used cars, according to Bob and Harry Vallery. The unit 


sedan, $835* (ps), $830*, $795*, $730*; 
4-dr., $775*; Two-ten (8) 4-dr., $645*, 
$625*, $580*, $560; One-fifty (8) 2-dr., 
$600; 4-dr., $575. 
’55 Bel Air (8) conv., $810* (ps); sport 
coupe, $820*, $685*; 4-dr., $585*, 2 
(Continued on Page 32, Col, 4) 


can house 30 cars with plenty of room between them for easy inspection. ‘We notice 
that people stay and look at the cars longer than when we had our open lot,” the deal- 
ers said. ‘We feel that this has been one of the best investments we ever made.” The 
carport makes it possible for the customers to shop, regardless of the weather. 


MG—’58 roadster, $1,340. 


BORDENTOWN, N. J. 

Austin—’'59 conv., $960. 
Ford (English)—'’59 Prefect 4-dr., $700; 

Escort station wagon 2-dr., $510. 
Goliath—’'59 2-dr., $570. 
Jaguar—’'59 conv., $2,375. 
MG—’'60 MGA conv., $1,810. 
Mercedes-Benz—’60 4-dr., $3,300. 
Simea—’59 Aronde 4-dr., $575, 
Thames—’57 2-dr., $200. 
Volkswagen—’59 2-dr., $1,205. 


CALDWELL, N. J. 

Fiat—’60 Multipla station wagon, $525, 
daguar—’'57 4-dr., $790. 

’56 4-dr., $1,100. 
MG—’57 conv., $1,210. 
Metropolitan—’'55 4-dr., $250. 
Morris—’60 Minor 2-dr., $1,080. 
Vauxhall—’59 station wagon, $585. 
Volkswagen—’58 2-dr., $1,050, $860, 

"57 2-dr., $655. 


CHICAGO 
Austin—’59 Sprite, $1,125. 
Ford (English)—’59 Prefect 2-dr., $800. 
Metropolitan—'59 conv., $1,125; 2-dr., 
$1,015. 

Volkswagen—’'60 2-dr., $1,435. 

’59, $1,400, $1,300; sunroof, $1,120, 

’57 conv., $895. 


56, $650, 
COLUMBUS, O. 
Metropolitan—'59 2-dr., $990. 
Simea—’59 Aronde 4-dr., $725. 


DAYTONA BEACH, FLA. 
Ford (English)—’59, $775; 2-dr., $515. 
Hillman—’'58 4-dr., $475. 
Metropolitan—’54, $315. 

Renault—’'59 Dauphine 4-dr., $550, 


DETROIT 
Simea—'58 4-dr., $440. 


EBENSBURG, PA. 
Renault—'58 4-dr., $650. 
Skoda—’60 conv., $1,120. 
Triumph—’59 conv., $850. 


FLINT 
Metropolitan—'59 2-dr. hardtop, $725. 
Vauxhall—’58 4-dr., $525. 
Volkswagen—’59 2-dr., $1,150. 

’58 2-dr., $1,055, 


FONTANA, WIS. 
Renault—’59 4-dr., $765. 
Volkswagen—'59 2-dr., $1,285, $1,210. 


LOS ANGELES 
Austin—’59 4-dr., $725. 
MG—’53 roadster, $475. 
Renault—’59 Dauphine 2-dr., $500, 
Simea—’58 Aronde 4-dr., $275, 
Vauxhall—’59 station wagon, $875. 
Volkswagen—’59 Karmann-Ghia conv., $1-, 
675. 

’57 Karmann-Ghia 2-dr., $1,150. 

Volvo—’58 2-dr., $790, $690. 


MANHEIM, PA. 
Austin-Healey—’'58 roadster, $1,470, 
Borgward—’58 Isabella, $510. 
DKW—’59, $400. 

Fiat—’59 2-dr., $675. 

’58 4-dr., $450. 
Jaguar—'60 XK150S, $3,000. 

’59, $2,350; conv., $2,350. 
Lloyd—'60 2-dr., $625. 

MG—’60 MGA roadster, $1,900. 

’58, $960. 

’57 roadster, $1,180. 
Mercedes-Benz—’58 2208S 4-dr., $2,025, 
Metropolitan—’58 2-dr. hardtop, $680. 
Renault—'59 Dauphine 4-dr., $820, $730; 

4-dr., $620. 

"58 4-dr., $610, 


D. LYNN CHURCHWELL | 
SALES MANAGER er ae ee : 


ERNEST HOLMES CO. 


525 MODEL 





Calls for WRECKER SERVICE at All-Time HIGH! 


TODAY there are 73 million registered motor vehicles. This 
represents an increase of about 6 million more cars, trucks and busses 
than at the end of 1958. The addition of these vehicles to our already 
overcrowded streets and highways has sharply increased the number 
of calls for emergency Wrecker Service. The removal of the wrecked 


An all-purpose Wrecker 
with a rated 12 TON Capaci- 
ty. Ideal for handling all cars 
and average size trucks. Has 
long range of operation and 
capable of performing wide va- 


wea riety , work. Fast, versatile or disabled vehicles from congested thoroughfares is a job which, 
ay 8 fdr, $400. a 0 ee ~ 7 in the interest of public safety, calls for FAST, EFFICIENT work. 
ee re ee on, a4 Ton soe "s Ti ae To meet varying requirements for Picking-up and Towing, HOLMES 

$2,125, $2,035; 2-dr., $1,585, $1,520, peony Gene SOCRY Engineers have developed a combination of New and Improved 


for full details. 


$1,460; Microbus, $1,390, 
’59 2-dr., 2 at $1,220. 
’5S conv., $1,060, 


units for the fastest, safest means of handling every known type of 
“Road Emergency.” 










’57 2-dr., $830, $570; conv., $660, 
’56 2-dr., $595. - 
MASON CITY, IA. HOLMES offers a wide choice of Wrecker and Towing equip- @ 
Word (Engted)— "68 Consul 4-dr., $538. ment for Road-Service. There are 7 HOLMES Power-Operated 
Morris—'60 Minor, $850. . - * 7 : > P { 
Renault—'59 Dauphine, $750. WRECKER Models, all varying in price and ranging in size from 
Volkswagen—’60 2-dr., $1,420 1S, ying p ranging e Ire 
Volvo—'60 2-dr., $1,400. 3 to 40 ton capacity. Send Today for full details on a combination 
NEWINGTON, CONN. P of HOLMES Units that will enable you to cash-in on the Road- 
Renanth—'09 Domeeene S-ae., S728. Service Profits NOW available in your community. 


Volkswagen—’58 Microbus 4-dr., $850, 


SALT LAKE CITY 
Borgward—'57 2-dr., $840. 
Hillman—'57 station wagon, $515, 
MG—’'59 MGA roadster, $1,575. 


WAREHOUSE POINT, CONN. 
Renault—'60 sunroof 4-dr., $1,210. 
Volkswagen—’'5S Kombi, $1,135. 

’56 2-dr., $625. 





ERNEST HOLMES COMPANY 








Tennessee 





Chattancoga 7, 
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SHARP USED CARS 


you need ‘em. 


Hertz has bell ringers for you...all in top shape 
...clean and sharp! Chevys, Fords, Buicks, Cadil- 
lacs, Plymouths, Pontiacs. Sedans, hardtops, 
wagons and converts. All in fast-selling colors — 


HERTZ 


RENT A CAR 








WORLD CAR SH0\ 


AUTOMOTIVE NEWS, AUGUST 22, 1960 


for dealers only... 


that 
was a 


car! 


..we got ‘em! 


and equipped with power steering, radio and 
heater, automatic transmission, many with pow- 
er brakes...the works! 1959 models are now 
available at Hertz offices across the country. 


For more information call your local Hertz office 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, IIl. 
Tel. DE 2-0420 


‘60 





BBR OP RO SA 





THE ONLY NEW CAR SHO 


WHERE THE 


eR 








CARS Ga! 


: WORLD CARSHOW’60 at ROOSEVELT places in the Greater Metropolitan area. 
f RACEWAY will draw a mass audience No one will be in a hurry—there are dining 
‘ from one of the largest car markets in facilities under the same roof. : 
' America. They'll come to see and drive THEY DRIVE! 
‘ a cars of the world—- AND STAY TO Your prospect drives with a salesman at 
: UY. It’s the only combination indoor- his side on the famous half-mile racing 
' cg site in this 3,000,000 car market oval, or is given a thrilling demonstration 
‘ where exhibitors can SELL NEW CARS of high speed Sports Cars on a hard sur- 
: THIS NEW WAY... the first opportu- face test circuit. 
: nity for thousands of potential buyers to THEY BUY! 
f test-drive the new 1961 models and judge 3 : 
; them IN ACTION. Parking for 16,000 cars at Roosevelt Race- 
i way is a natural setting for appraisals. 
‘ THEY SEE! Trade-in deals can be completed on the 
i Luxurious indoor exhibition facilities spot. Demonstrations give you “live” lists 
' include 190,000 square feet of exposition of highly qualified prospects for post-show 
space in one of the outstanding show- follow-up. 
% 
RY 
< 
WORLD CAR ; 
& 
A 
¢ 
e 
+ Roosevelt Raceway ; 
t 2 ; 
November 5-13 if 
A 
Reserve your exhibition space NOW 2 
Call or write: = 
Jerome H. Brown é¢ 
Exhibition Div.: Roosevelt Raceway $ 
Westbury, L. I., N.Y. & 
Ploneer 6-6000 a 
v 


HERTZ 
















Used-Car Auction Prices 





(Continued from Page 31) 


at $515*; 2-dr., $545*; Bel Air (6) 
sport coupe, $325*; Two-ten (8) 2-dr., 
$610*; 4-dr., $575; Two-ten (6) 4-dr., 
$330*; One-fifty (8) 2-dr., $350*. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,965* (ps). 


’57 Windsor 4-dr. hardtop, $850* (ps). 
’56 Windsor 2-dr. hardtop, $610* (ps), 
$605 *(ps). 
COMET—’60 Comet (6) station wagon, 
$1,875. 
DeSOTO—’58 Fireflite 2-dr. hardtop, $1,- 
050° (ps). 


DODGE—’59 Custom Royal (8) 4-dr., 
$1,570* (ps); Coronet (8) 2-dr., $1,- 
305*. 

*58 Coronet (6) 4-dr., $660* (ps). 

’57 Coronet (8) 2-dr., $625°*. 

EDSEL—’58 Corsair 4-dr. hardtop, $675* 
(ps); Ranger 2-dr., $650*, $615. 

FORD—’60 Thunderbird (8) 2-dr. 
top, $3,100* (ps). 

59 Galaxie (8) 4-dr. Victoria, $1,840*, 
$1,790* (ps); conv., $1,750; 2-dr., $1,- 
655* (ps); Country Sedan (6) 4-dr., 
$1,700* (ps); Fairlane (8) 4-dr., $1,- 
385*; Custom 300 (8) 4-dr., $1,340*, 
$1,315*. 

58 Thunderbird (8) 2-dr. hardtop, $2,- 
225* (ps); Fairlane 500 (8) conv., 
$1,165* (ps), $1,050*; Custom 300 (8) 
2-dr. Victoria, $990*; 4-dr., $840*; 
Custom 300 (6) 2-dr., $720*%; Ranch 
Wagon (6) 2-dr., $765*, 

’57 Fairlane 500 (8) conv., $990* (ps), 
$945° (ps), $825* (ps); 4-dr. Victoria, 
$910* (ps); 4-dr., $830*, $650*; Fair- 
lane 500 (6) 2-dr. Victoria, $725* 
(ps); Ranch Wagon (8) 2-dr., $820*; 
Custom 300 (8) 2-dr., $790*; 4-dr., 
$655*, $650°; Custom 300 (6) 4-dr., 
$635*; Fairlane (8) 2-dr. Victoria, 
$755* (ps); Fairlane (6) 2-dr. Vic- 
toria, $610*; Custom (6) 2-dr., $530*, 
$520*, $485*. 

’56 Country Squire (8) 4-dr., $745*, 
$740*; Ranch Wagon (8) 2-dr., $575*; 
Fairlane (6) 4-dr., $500*; Country 
Sedan (6) 4-dr., $495*; Custom (6) 
2-dr. Victoria, $480*; 4-dr., $425°. 

LINCOLN — ’57 Premiere 4-dr., $1,500* 


hard- 


(ps). 
’56 Continental Mark II 4-dr. hardtop, 
$2,925* (ps); Premiere 4-dr., $590* 


(ps). 

MERCURY—’59 Commuter 4-dr., $1,630* 
(ps). 

’57 Monterey 2-dr., $1,010*; 4-dr., $665°; 
Montclair 4-dr., $980* (ps), $975* 
(ps); 4-dr. hardtop, $895* (ps). 

’56 Monterey station wagon, $775*; Cus- 
tom 2-dr., $600*; 2-dr. hardtop, $305°*. 

OLDSMOBILE — ’59 (88) 4-dr. Holiday, 
$2,070* (ps); (88) Super 4-dr. Holi- 
day, $2,070* (ps). 

’58 (88) Super 4-dr. Holiday, $1,605* 
(ps), $1,565* (ps), $1,485* (ps), $1,- 
290* (ps); 4-dr., $1,575* (ps); (98) 
conv., $1,550* (ps). 

’57 (98) 4-dr., $1,200* (ps), $800* (ps); 
conv., $1,100* (ps); 2-dr. Holiday, 
$920* (ps); (88) 4-dr. Holiday, $920* 
(ps); (88) 4-dr, Holiday, $925* (ps), 
$835* (ps); (88) Super 2-dr. Holiday, 
$795* (ps). 

*56 (88) 4-dr. Holiday, $625* (ps); (88) 
Super 4-dr., $570* (ps). 

PLYMOUTH — '58 Suburban (8) 4-dr., 

, $875*, $845*; Savoy (6) 4-dr., 


°57 Suburban (8) 4-dr., $670*; Fury (8) 
2-dr. hardtop, $600*; Belvedere (6) 4- 
dr., $535* (ps); Savoy (8) 2-dr., 
$525*; Savoy (6) 2-dr., $450; Plaza 
(8) 4-dr., $500. 

’56 Plaza (6) 2-dr. hardtop, $290*. 

PONTIAC—’59 Bonneville conv., $2,405 
(ps), $2,020* (ps); 4-dr. Vista, $2,- 
030*; Catalina 4-dr. Vista, $1,800*. 

’58 Super Chief 4-dr. Catalina, $1,800*; 
Star Chief 4-dr, Catalina, $1,240*. 

’57 Star Chief 2-dr. Catalina, $1,270*; 


Chieftain 4-dr, Catalina, $955* (ps), 
$900*, $750*; 2-dr., $850*; 4-dr., 
$700*. . 


’56 Chieftain Safari 2-dr., $735*; 4-dr. 
Catalina, $675*; Star Chief 4-dr, Ca- 


Ullman 


(Continued from Page 23) 


not likely to get a chance to con- 
tinue his good work. 

Kintner’s term as FTC chair- 
man expires on September 26. 
Capitol sources say that the Sen- 
ate Interstate and Foreign Com- 
merce Committee is letting all 
appointments to regulatory agen- 
cies lapse in anticipation of a 
Democratic Presidential victory 
in November. 

In addition, some big business 
interests, including several] food 
store chains, are opposed to Kint- 
ner because of his tough enforce-| 
ment of antitrust laws adminis- 
tered by FTC. 

+ 





* Oo” 


We're in the Dark 


Ww are auto headlights still 
mounted on the frame? won- 
dered lecturer J. Lewis Powell, in 
an address before the Truck Trail- 
er Manufacturers Assn, in nearby 
Hot Springs, Va. 

“Driving on an eight-lane su- 
perhighway, 70 miles an hour, 
you want to go to the right, so 
you turn the steering wheel to 
the right, the front wheels go to 
the right but not one lousy can- 
dlepower comes to the right,” 
said Powell. 





“That goes over in the next coun- 
ty. You don’t even have kinfolk 
over there. You blind a thousand 
people whom you don’t know and 
you roar into the darkness. If you 
live through it, the lights come 
back on the road.” 


talina, $625*. 
"55 Chieftain 4-dr., $435*. 


RAMBLER—’59 Ambassador (8) Cross 
Country, $1,685*; Custom (8) Cross 
Country, $1,450*, $1,430°. 

"58 Super (8) Cross Country, $1,335*; 
Super (6) 4-dr., $900*, 
*56 Custom Cross Country, $525*, 

STUDEBAKER—’59 Lark (8) station wag- 
on, $1,410, 

MISCELLANEOUS — ’60 Chevrolet truck, 
$1,900; Dodge pickup, $1,425, 

’59 Ford Ranchero, $1,380. 


DETROIT 


Aptco Auto Auction. Sales every Wednes- 
day, Prices are for sale of Aug. 10. 
BUIOK—’'59 LeSabre 2-dr. hardtop, §$2,- 

000* (ps); 4-dr. hardtop, $1,975* (ps); 
4-dr., $1,865* (ps). 

*58 Super 4-dr. Riviera, $1,350* (ps). 

’57 Super 2-dr., $950*. 

"56 Special 4-dr., $600* (ps); 

conv., $550* (ps). 

CADILLAC—’60 de Ville 2-dr, hardtop, 
$4,330* (ps); (62) 4-dr, hardtop, $4,- 
085* (ps). 

"58 (62) 2-dr. hardtop, $2,500* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 


Century 


$2,275* (ps); sport coupe, $2,250*; 
Bel Air (8) 4-dr., $2,015*; Corvair 
(6) 4-dr., $1,625. 

*59 Impala (8) sport coupe, $1,670*; 
Brookwood (8) 4-dr., $1,600* (ps) ; 
Bel Air (6) 2-dr., $1,300. 

*58 Bel Air (8) conv., $1,385* (ps); 
sport sedan, $1,150*; 4-dr., $1,025*; 


Biscayne (6) 4-dr., $1,150*; 2-dr., $1,- 
060*; Biscayne (8) 4-dr., $980*; Del- 
ray (6) 2-dr., $1,085*, $1,030. 

’57 Bel Air (8) conv., $1,100* (ps); 
sport sedan, $1,100*; Two-ten (8) 2- 
dr., $750. 

’56 Bel Air (8) 4-dr., $685*; 2-dr., 
$365*; Two-ten (8) 2-dr., $510; One- 
fifty (6) 4-dr., $365*, 

’55 Bel Air (6) sport coupe, $535; 2-dr., 
$455*; Two-ten (8) Delray, $400*, 
ae 2-dr., $265; Two-ten 4-dr., 

CHRYSLER—’57 NY 4-dr., $1,150*. 


DeSOTO—’57 Fireflite 4-dr., $950* (ps), 
$785* (ps); Firedome 4-dr., $600*. 
’56 Firedome 2-dr, hardtop, $550* (ps), 

$460*; 4-dr., $510*; Fireflite 2-dr. 
hardtop, $450* (ps). 
DODGE — ’57 Custom Royal (8) 2-dr, 
hardtop, $965* (ps). 
’56 Custom Royal (8) 2-dr, hardtop, 
$500*, $400*. 
"55 Coronet (8) 2-dr. hardtop, $320*; 


Custom Royal (8) 4-dr., $180. 
EDSEL—’58 Ranger 4-dr., $850*, $820*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$3,275* (ps); Galaxie (8) starliner, 

$2,195*; 4-dr., $2,150* (ps); 4-dr. Vic- 

toria, $2,105* (ps); Fairlane 500 (8) 

4-dr., $1,920* (ps); Falcon (6) 2-dr., 

$1,660. ~ 
’59 Galaxie (8) 4-dr, Victoria, $1,875*, 
$1,850*; Custom 300 (6) 2-dr., $1,300; 

Custom 300 (8) 2-dr., $1,275. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 


185* (ps); Fairlane 500 (8) conv., 
$1,220* (ps); 2-dr. Victoria, $1,020* 
(ps); Custom 300 (8) 2-dr., $935*; 
4-dr., $730. 


’57 Fairlane 500 (8) conv., $1,150* (ps), 
$950; Country Sedan (8) 4-dr., $810*; 
Custom (6) 4-dr., $600*; Custom 300 
(6) 2-dr., $585. 

’56 Fairlane (8) 4-dr. Victoria, $670*; 
2-dr., $645*, 

LINCOLN—’57 Capri 2-dr. hardtop, $1,- 
260* (ps). 

MERCURY—’58 Park Lane 4-dr. hardtop, 
$1,420* (ps). 

’57 Turnpike Cruiser 4-dr. hardtop, $1,- 
175* (ps); Commuter 4-dr., $1,050* 
(ps); Monterey 4-dr., $875*; 2-dr., 
$785*, $755*; 4-dr. hardtop, $715*. 





’56 Montclair conv., $700* (ps); 2-dr. 
hardtop, $690*, $670* (ps), $600*; 
Monterey 2-dr. hardtop, $620*; Custom 
conv., $595*. 

OLDSMOBILE—’59 (88) 2-dr, Scenic, $2,- 
175* (ps). 


56 (88) 2-dr. Holiday, $775*, 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
225*; Savoy (8) 4-dr., $1,125; Savoy 
(6) 2-dr., $1,115. 
’58 Suburban (8) Deluxe 2-dr., $760, 
’57 Belvedere (8) 2-dr., $600*; 4-dr., 
$505*; Plaza (6) 4-dr., $550*; Savoy 
(8) 4-dr., $440*; 2-dr., $415*, 
’55 Belvedere (8) 4-dr., $310. 
PONTIAC—’58 Star Chief 4-dr., $1,350*; 
2-dr, Catalina, $1,220*, 
’56 Star Chief 2-dr, Catalina, $500* 


(ps). 
RAMBLER—’59 Deluxe (6) 4-dr., $1,160; 
American (6) 2-dr., $1,115. 
’57 Custom (6) Cross Country 4-dr., 
$850; Deluxe (6) 4-dr., $525. 


* * * 
— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday (Aug. 11). Market is firm, 
Action is fast, Sold 394 cars from 581 
consignments. 

at * + 


FARGO, N. D. 

Tri-State Auction, Sale every Thursday 
(Aug. 11). Good only on sharp cars, Sold 
71 cars from 116 consignments, 

*” & * 


FONTANA, WIS. 
Fontana Auto Auction, Sale every Thurs- 
day (Aug. 11). Newer cars still in more 


demand. 
* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Aug. 12). Weather: Cloudy, Sold 71 
percent of 838 consignments, 

* cf * 


MASON CITY, IA. 

Central States Auto Auction, Sale every 
Tuesday (Aug. 10), Short supply of real 
sharpies, Everything good changing hands 
with bidding very spirited, Sold 78 percent 
of 168 consignments, 

* * i 


COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (Aug. 11), Market varied. High 
on clean sharp °56 and ’57 Ford and 
Chevrolet, Sold 218 cars from 339 con- 
signments. 














Tr P/L statement is a lot prettier than I was 


able to show you six months ago. I give most of the 


credit to the New York News. Has more readers in good 
income families—a half-million in the over-$10,000 bracket, and 
more than three million in over-$5,000 families. 

We’ve been putting most of our advertising money in 


the News—and our sales figures reflect it.” 
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194; 4-dr, hardtop, $3,343; 2-dr, hardtop, | Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 


The following prices include the sug- 
gested base factory list prices, Federal | $3,279; conv., $3,623; 4-dr, 2-seat stat.| Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
excise tax amounts and suggested dealer | wag., $3,733; 4-dr, 3-seat stat. wag., | $2,260. Belvedere Six—4-dr. sed., $2,439; 
delivery-and-handling charges. Not in- | $3,814. Saratoga—4-dr. sed., $3,929; 4-dr.|2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
cluded are variable items passed on to (hardtop, $4,067; 2-dr, hardtop, $3,989.| Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
the retail buyer, such as State and local | New Yorker — 4-dr. sed., $4,409; 4-dr.| top, $2,656; 2-dr. hardtop, $2,599. Station 
taxes, transportation charges and op- | hardtop, $4,518; 2-dr. hardtop, $4,461;| Wagon Six—2-dr. 2-seat Deluxe Suburban, 






conv., $4,874.50; 4-dr. 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 


$2,602; 4-dr. 2-seat Deluxe Suburban, $2,- 


(Copyright, 1960, by Automotive News) 668; 4-dr. 2-seat Custom Suburban, $2,761. 


, | 300-F—2-dr. hardtop, $5,411; conv., $5,-| Plymouth V-8 (On the following models, a 
ORES <= Leeeeee — 6. me. San: 841. (TorqueFlite, power steering, power| V-8 engine is standard and a six-cylinder 
2-dr. sed., $2,756; 4-dr. top, $2,991; | brakes standard on Saratoga, New Yorker engine is not available.—Fury V-8—conv., 
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2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr, sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr, hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat, wag., $3,530. 


RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr. 
sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
sed.; $2,098; 4-dr. 2-seat stat. wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat, wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 


LAS = amas —— 


4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., $3,006. Ambassador Custom V 8— 
4-dr, sed., $2,732; 4-dr, hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-dr, 2-seat 
hardtop stat. wag., $3,116; 4-dr, 3-seat 
stat, wag., $3,151. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat; wag., $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 


7 a es 


2-dr, hardtop, $2,915; conv., $3,145; 4-dr.| ang 300-F.) $2,967. Station Wagon V-8—4-dr. 3-seat 

Zseat wet Gevicto i-dr, sed. $3,307; |  COMET—4-dr. sed., $2,053; 2-dr. sed.,| Custom Suburban, $2,990; 4-dr, 2-seat 

was. aon enol 2 515; 2-dr. hardtop, $3,-| $1,998; 2-dr. 2-seat stat. wag., $2,310; 4- — —ae 4-dr. 3-seat Sport 
. hardtop, roe Pinoy a -» $2,365. juburban, $3,134. 

447; conv., $3,620; 2-seat stat, wag.,| 4°. 2-seat stat. wag., $2,365 PONTIA dr, sed., $2,702; 


$3,841; 4-dr, 3-seat stat, 
Electra—4-dr. ; 


225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 
hardtop, $4,892; conv., 455; 
de Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr. — 

Op, 


$5,252; Eldorado Seville 2-dr. 
$7,401; Eldorado Biarritz conv., $7,401. 
. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine. 
$9,748. Eldorado dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 

brakes standard on all models.) 

—4-dr. sed., $2,- 


542.42. (Price does not include dealer prep- 


aration charge.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-%s, add $107). Biscayne 
Fleetmaster—4-dr. sed., ae aaae = 

,230. Biscayne—4-dr. sed., , : 2-dr. 
my $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr, sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2.- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 

CHRYSLER—Windsor—4-dr. $3,- 


e 
Turnings 
(Continued from Page 15) 

have excessive tire wear. The 
rear-engine car also has better 
traction on hills and on icy sur- 
faces, The rear-engine is the 
best and cheapest.” 

Questioned about the oversteer- 
ing problem that accompanies rear- 
engine cars, Porsche said that to- 
day “We know what to do to com- 
pensate for oversteering or under- 
steering. We can regulate this easi- 
ly. In the old days when a car 
had a tendency to oversteer, you 
had a real problem.” 

Although somewhat shy about 
talking about it, he admitted that 
he has done considerable work on 
a unique solution to the problem of 
weight distribution—a small, pan- 


sed., 


_ cake engine that would fit under 


the floor of the passenger compart- 
ment. 

Porsche said work on this idea 
began about six years ago, and 
several designs and experimental 
engines had been made, Although 
the idea is patented, he declined to 
comment further, other than to say 
that the small engine would be 
between the ground clearance point 
and the floor. He added that this 
will not come in one, two or three 
years, but it may come some day. 


Opinion of Wankel 
S A HIGHLY-REGARDED en- 
gineer and as a German, 
Porsche is uniquely qualified to 
evaluate the NSU-Wankel engine 
—the subject of widely differing 
opinions in this country. 

He asserted, “This new NSU en- 
gine is a nice, sound idea, I think. 
However, it will be a couple of 
years before it’s used in production 
cars. They are now building proto- 
types for use in experimental cars. 
It will take quite a long time before 
they’re ready for production cars. 

“The big obstacle is the seal- 

ing problem and the development 
of proper gaskets. It’s too com- 
plicated for mass production. At 
present it’s a ‘watchmaker’s’ 
product and must be produced 
very precisely.” 

The House of Porsche was an 
early builder of. electric cars, but 
Porsche sees no revival of electric 
automobiles until electricity can be 
produced for cars from atomic 
energy, or possibly from fuel cells 
at low cost. 

Asked about automotive engi- 
neering changes that might come 
in the next five years or so, Porsche 
said that he didn’t foresee any 
fundamental changes ahead for 
production vehicles, although “we 
may soon have trucks with gas 
turbine engines and more two- 
stroke Diesel engines.” 








CORVAIR—500 Series—4-dr. sed., $2,- 
038; coupe, $1,984. 700 Series—4-dr. sed., 
So'sen coupe, $2,049. Monza 900—coupe, 


DeSOTO—Fireflite — 4-dr. sed., $3,017; 


4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
Adven 


102. turer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 


DODGE—Dart— (Dart prices are for six- 


; | cylinder models. For V-8s, add $119). Dart 


Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat. wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr, sed., $2,410; 2-dr, hardtop, $2,488; 


, | 4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
Dart Phoenix 


stat. wag., $2,892. —4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 


Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 
$3,621. 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
dr. 2-seat stat. wag., $2,287. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxle—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr. hardtop, §2,610. Sunliner — 
conv., $2,800. S Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr, hard- 
top, $3,755; conv., $4,222. 

IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 


hardtop, $5,647; 2-dr, hardtop, $5,403; 
conv., $5,773.50. Le -dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 


power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,441; 
4-dr, hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4 


. -dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 


598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr, hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., $3,- 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O0-Matic, power 
eons, power brakes standard on Park 

ne. 

OLDSMOBILE—Serles 88 .— 4-dr. sed., 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; .2-dr. hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat, wag., $3,665; 4-dr, 3-seat stat. wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 


Vancouver Deal 


Faces Liquidation 


VANCOUVER, B. C.— Sherwood 
Motors, Ltd. (Chrysler Corp.- 
Rootes), has applied for voluntary 
liquidacion. J. W. Sherwood, com- 
pany president and past president 
of the British Columbia Automobile 
Dealers Assn., said it was hoped 
that, by arrangement with cred- 
itors, the firm would remain in 
business. 

The service department has 
closed, affecting approximately 65 
employes, but the sales floor will 
remain open for liquidation of in- 
ventory. The firm has between 150 
and 200 cars. There is a sales staff 
of 15. 

“We have our Chrysler and our 
Rootes Motors franchises, and we 
still hope to solve our difficulties,” 
said Sherwood. 


Hoppe Sells to Headford 


CHARLOTTE, N. C—Hoppe 
Motors (Chrysler-Imperial-Plym- 
outh-Valiant-Simca), Fourth and 
Graham, has been sold by W. T. 
Hoppe to George 8. Headford, 
who had been vice-president. The 
firm now is known as Headford 
Motors. 


C—Catalina—4- 
2-dr. sed., $2,631; 4-dr, hardtop, 


$2,842; 


3-seat stat. wag., 
sed., 


V-8 — 4-dr. 
$2,577; 


$2,502; 
4-dr. 2-seat stat, 


4-dr. 
wag., 


$2,806. Rebel Custom 
hardtop, 
$2,796; 


stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 





New Commercial-Car Registrations, 


Alabama 


Alaska 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
District of Columbia 
Florida 
Georgia 
Hawaii 

Idaho 

Illinois 
Indiana 

lowa 

Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 

Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


First-Half 
Total 


piled from official state records. Data property of R. L. Polk & Co. May not be 








First-Half Total, 1960-1959 
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Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth, 


copied, sold or reprinted without Polk permission. 
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SENSE AND 
NONSENSE i. avcrrnceze canes 


It’s easy to separate the sense from the nonsense 
in today’s sensational “new” anti-freeze claims, if 
you remember one fact: 


There has been no “‘breakthrough’’.. . 
no earth shaking discoveries in the 
field of anti-freeze protection! 


You’ve probably seen such statements as “re- 
places anti-freeze and water” and “never drain” 
(never, that is, unless etc. ... etc....). But the fact 
is that every “new” product—whether called “fluid”, 
“coolant” or “anti-freeze” —is ethylene glycol plus 
rust inhibitor. (All except one, that is, and that one 
is a packaged solution of glycol and inhibitors plus 
water.) 

You know about ethylene glycol! It was intro- 
duced by “Prestone” Anti-Freeze over thirty years 
ago. And it’s still the best anti-freeze base in the 
world! 

But what about inhibitors...that very important 
part of the product that is not ethylene glycol? The 
answer to that one is easy. The best anti-freeze 
inhibitors, including exclusive Magnetic. Film, are 
used in “Prestone” brand Anti-Freeze. That was 
true last year—and it’s true this year! 

So, if you want to recommend the most sensible 
anti-freeze protection, be sure it’s “Prestone” Anti- 
Freeze with Magnetic Film. It’s good for your cus- 
tomers’ cooling systems—and good for your repeat 
business, too! 

And, by the way, let’s not forget that every 
Detroit automobile maker states in his car owner’s 


manual that water and anti-rust should be used in : 

the summer and a fresh filling of anti-freeze should 

be installed every fall. : s 
a 





UNION “Prestone” and “Union Carbide” are registered trade-marks for products of 
deitdbes UNION CARBIDE CONSUMER PRODUCTS COMPANY - Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. i 
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Color in Ford Times... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


A special advertising insert and 
cover line will be included for the 
first time in part of the September 
printing of Ford Times, a 52-year- 
old publication sent to some 1,200,- 
000 American families by Ford car 
and truck dealers. 

The eight-page full color insert 


Old Car Festival Opens. 


Sept. 10 at Greenfield 


DEARBORN.—The Old Car Fes- 
tival will be held in Greenfield 
Village here Sept. 10-11. The two- 
day meet is expected to draw near- 
ly 400 antique cars. 

This year’s Festival, the tenth, 
is the first time the activities have 
been spread over two days. It also 
is the first Festival for Leslie R. 
Henry in his new role as curator 
of transportation for the Henry 
Ford Museum and Greenfield Vil- 


lage. 


was arranged for by the Ford deal- 
ers in the San Jose district, which 
includes Central and Northern Cal- 
ifornia, Southern Oregon and West- 
ern Nevada. Some 165,000 copies of 
the special printing for these deal- 
ers will be in addition to the nor- 
mal circulation of Ford Times. 

Promotion of the special Pacific 
edition will be part of the dealers’ 
annual “cleanup” sales campaign 
prior to the introduction of ’61 
models this fall. 


* * * 


Dallas-Fort Worth Story 


The story of rocketing productiv- 
ity, business and population in two 
Texas cities will be told this fall, 
in an unprecedented joint edition 
of the Dallas Times Herald and the 
Fort Worth Star-Telegram. 

The joint edition, believed the 
first ever to be published by two 
metropolitan mewspapers, will be 
distributed Sunday, Oct. 30, to all 
readers of both newspapers. 

Stories and pictures prepared by 





ADVERTISEMENT 


BRILLIANT NIGHT DISPLAYS like this at §. Liccardi Motors, Elizabeth, 
N. J., are easy and inexpensive with Childers Carports. Childers Carports 
are specially designed for easy-to-install lighting. Cut lighting costs too, 
because they channel lights directly onto your cars. See how easily you can 
have a carnival-gay night showcase with Childers Carports on Page 25. 





the combined staffs will describe 
the future for the North Texas 


urban area. 
* * +. 


Turtle Wax Picks D’Arcy 


Turtle Wax, Inc., has appointed 
D’Arcy Advertising Co. to handle 
all products in automotive, food 
and household fields. 


Based upon current advertising 
activities in support of automotive 
products, and additional support 
being given new products in house- 
hold fields, trade sources estimate 
a Turtle Wax advertising and sales 
promotional budget for 1961 which 
may exceed a million dollars. 

For the past two years, Turtle 
Wax, Inc., has been served by 


Bozell and Jacobs. 
a ck * 


Borgward Picks Miller 


Borgward Motors Corp., Bos- 
ton, has appointed Miller Adver- 
tising Agency, Inc., New York, to 
handle national advertising and 
sales promotion. 

Miller has handled the account 
of Fergus Imported Cars, Inc., 
Borgward’s largest United States 
distributor, since 1956. 

* oe * 


P-V Account to Ayer 


The Hollywood office of N. W. 
Ayer & Son has been named to han- 
dle advertising and promotion for 
the reorganized Southern California 
Plymouth Dealers Assn. and Val- 
iant Advertising Assn. of the Los 
Angeles region. 

Under the new setup, the two 
dealer groups are being combined 
into a single organization. Newly 
named of the Hollywood-based auto 
group is the Plymouth Dealers 
Assn. of the Los Angeles region. 

* oe * 


Sidney Selects Randall 


Fred M. Randall Co., Detroit, has 
been named public relations coun- 
sel for Sidney Machine Tool Co., 
Sidney, O. Randall has been the 
firm’s advertising agency since 


November, 1959. 
. * * 


— == | Handbook on Spot TV 


AUTO TRANSPORT FOR SALE 


1959 GMC 350 truck. Whitehead & Kahle Auto Transport. Full air. Designed for 
domestics or 7 imports. Excellent condition. Low mileage. Get full particulars by 
contacting P. O. Box 9181, Fort Worth, Texas. EDison 2-9213. 


MAIN OFFICE Ni MANUFAC 


CHATTANOOGA 2, TENNESSEE 





A basic guide to the principles 
and practices of spot television, 
“Selective Pressure On Target,’ 
has been prepared by the Tele- 
vision Division of Edward Petry 
é Co., Inc. 

Petry-represented stations will 
distribute it. 

* cd * 


Another Show for UMS 


“Stagecoach West,” which makes 
its debut Oct. 4 over ABC television 
network, will be cosponsored by 
United Motors Service Division. 

aa *K * 


Seat Cover Sales Kit 


Lumite Division of Chicopee 
Mills, Inc., is offering to the seat 
cover industry at 58-piece package 
to help manufacturers, jobbers, 
trimmers and retailers increase 
sales and profits. 

The package contains newspaper 
mats, radio and television spot an- 
nouncements, spotting cards, gift 
certificates, pennants, banners and 


streamers. 
OK * os 


Image Management Data 


A publication devoted exclusively 
to image management will be pub- 
lished by The Mermey Organiza- 
tion. The first issue of the new 
publication, an analytical commen- 
tary called Image Management, 
appears in August. 

The controlled-circulation month- 
ly will go to over 3,000 corporate 
executives in the United States and 
Canada, 

* * * 


Fromm Moves to New Home 


Martin Fromm &€& Associates, 
Kansas City advertising agency, 
has moved from 6314 Brookside 
Plaza to its new building at 633 
E. Sixty-Third St. 


* * * 


Write Institutes Merge 


A national organization—the 
American Industrial Writing Insti- 
tute—has been established to im- 
prove the quality of business and 
technical communications. 

The new group has resulted from 
the merger of the Technical Writ- 
ing Improvement Society, a na- 
tional organization of educators, 
trade journal and industrial editors, 
and engineering management peo- 
ple, and the Western Technical 
Writing Institute, a West Coast 
technical writing school. 

AIWI will publish a bimonthly 





writing improvement bulletin for 
management and quarterly news- 
letter for engineering and science 


writers. 
* * * 


N. Y. Housewife Survey 


A “1960 Housewife Survey in New 
York City” survey, has been con- 
ducted by Daniel Starch for the 
New York Post. 

It is designed to give advertisers 
a clearer picture of New York City 
housewives as consumers—their 
tastes, interests, spending power 
and buying habits; what news- 
papers they read and shop from; 
and how to reach them with maxi- 
mum selling effect at minimum 
cost. 

A report on the findings of the 
Starch Housewife Market Survey 
may be obtained by writing the 
National Advertising Department, 
New York Post, 75 West St., New 
York 6, N. Y. 


* * * 


Houston Chemical Campaign 


Houston Chemical Corp. is kick- 
ing off the most intensive sales 
campaign in the history of its Peak 
brand antifreeze. 

Highlighting Houston’s 1960 anti- 
freeze sales campaign will be a 
major outdoor advertising effort for 
Peak. It plans to use billboard loca- 
tions in 173 metropolitan areas 
throughout the country. This will 
be backed up with outdoor bus dis- 
play card ads in many places. 

* ok * 


Motor Groups Papers Merge 


The Oregon Motorist, monthly 
publication of the Oregon State 
Motor Assn., has joined affiliates 
of the American Automobile Assn. 
to create a combined circulation 
of about 700,000 families. 

The new organization will be 
known as Western AAA Publica- 
tions with headquarters in San 
Francisco. Each of the five maga- 
zines will continue to publish in- 


dependently. 
* * - 


Agency for Coop Advertising 


Formation of the first advertis- 
ing agency devoted exclusively to 
cooperative advertising, Coopera- 
tive Advertising Specialists, has 
been announced by Lester Krug- 
man, president. 

The new agency will provide a 
complete service for manufacturers 
who engage in co-op advertising, 
including the creation, administra- 
tion and merchandising of their 
co-op programs. 

Offices for Cooperative Advertis- 
ing Specialists have been establish- 
ed at 554 Fifth Ave., New York. 

ok * a 


Playboy Car Envisioned 


As America’s car manufacturers 
are preparing to launch their 1961 
models, readers of Playboy mag- 
azine have been invited to partici- 
pate in the design planning of a 
new automobile intended to fill a 
niche between the compacts and 
luxury cars. 

Ken Purdy, the magazine’s con- 
tributing editor and automotive 
authority, will establish the criteria 
that will dictate the basic design of 
the “Playboy,” while Bill Frick, 
racing and design specialist will 
solocit design-sketches from lead- 
ing Italian automotive design firms. 

* x ok 


A Ist for Milwaukee Sentinel 


A new newspaper advertising 
technique, with special emphasis on 
merchandising, was used for the 
first time anywhere recently by the 
Milwaukee Sentinel. 

Through a new method of strip 
adhesion developed by the Sentinel, 
a pre-printed metal foil advertis- 
ment in less than page width, be- 
came part of a newspaper page. 

The development means greatly 
reduced costs in comparison to pre- 
viously used full page pre-prints, 
and the opportunity for advertisers 
to reproduce a product or package 
in true form, particularly where 
the product is made of aluminum 
or is packaged in foil, Wallace M. 
Hugies, publisher, said. 

AK K *K 
Personnel Changes 


Edward F. Hyland from man- 
power director to general super- 
visor of public relations of J. I. 
Case Co., Racine, Wis. . . . Elmer J. 
Steger from Winius Brandon Ad- 
vertising Agency, St. Louis, to ad- 
vertising manager of Curtis Mfg. 
Co., St. Louis . . . Richard A. Bart- 
kus from Cox Publishing Co. to ad- 
vertising director of Road & Track 
magazine, 
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WINDSHIELD 
WASHER 
ANTI-FREEZE 


and SOLVENT 
(rust inhibitor added) 
Keeps washer, lines and 
nozzles open and free- 
flowing even at 
below. Removes thin 
ice and frost on wind- 
shield. Won't harm car 
finish, metal or rubber. 
Big 16-0z. can sells for 
only 69c—far below 
competitive products. 
If jobber can’t supply, 
order direct. 
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Don’t lose the sale because you don’t know 
the “going” price. This authoritative monthly 


keeps you “on top” of the market, For sub- 
scription write... 


The Imported Car Gold Book, Inc. 
46 Fulton Ave., Hempstead, N. Y. 
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Yes, many Valiant owners REACH to shift 
into reverse and second gear. The L3 gearshift 
extension, however, inserted between the gear- 
shift lever and knob 

e@ Enables the driver to sit back 

and relax while driving. 
e Makes shifting easier. 
e Gives that "sports car feeling." 


| Priced at only $1.00 (prepaid), the L3 exten- 


sion (and information for dealers) is available 
from: 

Cc. D. LUTTON, JR. 
30536 Longfellow 


Madison Heights, Mich. 
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CONFIDENCE 


The confidence the people of Greater Philadelphia What does this mean to advertisers? It means 
have in the contents of The Evening and Sunday that, in the growing seven billion dollar Greater 
Bulletin is based on years of close association. Philadelphia market, your sales message in The 


Readers look to this newspaper for more than Evening and Sunday Bulletin enjoys a unique and 


news and features. They find here the full picture extra “bonus”... 


of their community life. In a good many respects, 
The Bulletin is Philadelphia. You buy belief when you buy The Bulletin! 


THE PHILADELPHIA BULLETIN A member of MILLION MARKET NEWSPAPERS, INC. Advertising Offices: 
New York 17, 529 Fifth Ave.; Chicago 1,333 N. Michigan Boulevard; Detroit 2, New Center Building; Los Angeles 5, 3540 Wilshire Boulevard; 


San Francisco 4, 111 Sutter St. JIN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 





EI eer ra eer er ee 


AUTOMOTIVE NEWS, AUGUST 22, 1960 


NEW PRODUCTS. 


handle any car 13 feet long and 60] 
inches wide and weighing 2,000 
pounds, Standard equipment in-| 
cludes double safety chains, double | 
stop and taillights with turn sig-| 
nals, light reflectors, retractable 
parking stand and dolly wheel and 


adjustable running gear and track. 
oo * 


* 


Mfg. Co., E. Pico at Wall St., Los Angeles | 





SYPHON-PRESSURE VALVE. —A patent, 
No. 2,934,246, has been awarded Sharpe 


15, Calif., by the U. S. Patent office for 


sertion of mandrels. An exclusive 
dual air bag system is said to make 
the full range of adjustments pos- 
sible, give longer bag life and mini- 
mize replacement costs. 


* * 


* 
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TIRE REPAIR TOOL—Without removing 
the tire from the rim, tubeless tire punc- 
tures are repaired with the special tools 





a syphon-pressure valve that is said to 








SPOT WELD CUTTER — Blair Equipment 
Co., P. O. Box 174, Flushing, Mich., has 
introdyced a tool for cutting spot welds 
on autobody panels. The Blaircutter cuts 
around the weld through the first panel, 
leaving the lower panel intact with only 
a button remaining. To rejoin merely re- 
align holes with button and vise grip. 
New weld is made with low temp rod 
or brass. Weld flows around clean cut. 


Will make cuts up to Y-inch deep. 
es: 's 





SERVICE TRAFFIC CONTROL — Calco 
Service Dispatch System, 516 N. La Brea 
Ave., Los Angeles 36, Calif., has devel- 
-oped a positive control system for service 
traffic through shops with multiple floors 
or expanded layouts, which is said to elim- 
inate idle work stall time. The Calco unit 
combines the functions of intercommuni- 
cation equipment with a visible continuous 
roll which allows the dispatcher to co- 
ordinate the flow of work through all 
departments of the shop, bypass over- 
loaded departments, fill work gaps, and 
eliminates running back and forth, it is 


said. 
* oe ed 





AIR VISE—To answer the problem of 
speeding up light drilling, tapping and 
assembly work, Chicago Tool and Engi- 
neering Co., 8383 S. Chicago Ave., Chi- 
cago 17, lil., has designed a Palmgren Air 
Vise, model No. 121. This vise has a jaw 
width of 1% inches, a jaw opening of 
1¥% inches, a jaw depth of one inch and 
is 1% inches high overall. It is equipped 
with a 1¥%,-inch diameter air cylinder with 
adjustable stroke. The air cylinder and 
valve are combined in one compact unit 
1% inches in diameter and the overall 
length of the vise and cylinder is just 
eight inches. Any available air supply will 
operate this vise, it is said. 

oe * * 


Philadelphia Firm Offers 
Trailer for Racers, Imports 

A trailer designed for transport- 
ing racing cars and small imports 
is offered by Carry-All Trailers, 
Inc.; Island Rd. and Eastwick Ave., 
Philadelphia 42, Pa. 

The firm said the trailer will 














‘LIQUID’ TRACTION—A “liquid” tire 
chain called Instant Traxtion has been an- 
nounced by Rockland Chemical Co., Box 
615, Thiels, N. Y. The product, which is 
packaged in 16-ounce polyethylene bot- 
tles, is said to provide increased traction 
to the rear tires of any vehicle under icy 
or snowy conditions. It is necessary to 
apply only two ounces of the liquid to the 
rear tires of any car or truck to insure 


traction up to 40 miles, it is claimed. 
a 








STORAGE RACK CLAMPS — Ordinary 
pipe and Tube-Strut clamps are said to 
permit construction of any storage rack 
or fixture. Tube-Strut is a malleable, cast 
iron clamp used with ordinary pipe usually 
on hand or easily obtained from a local 
supplier. One type clamp makes every 
connection. Installations are adjustable, 
re-usuable, fast, simple, and economical, 
it is claimed. Tube-Strut Corp., 2960 


Marsh St., Los Angeles 39, Calif. 
Ss * 





ELECTRIC HOIST—Beebe Bros. Mfg. Co., 
2724 Sixth Ave. South, Seattle 4, Wash., 
has introduced its Beebe %%-ton portable 
electric hoist that operates on the power 
furnished by 6, 12, or 24-volt batteries. 
The lightweight hoist has parts cast of alu- 
minum alloy and steel. Overall dimensions 





are 17 by 11 by 8 inches. The hoist can 
be run in either direction and is auto- 
matically self-locking due to its worm-gear 
drive. The Beebe battery hoist is for use 
on trucks, trailers, and wherever regular 
electrical power is not available. 


make several models of the Sharpe Spray 


Gun a dual syphon-pressure gun, by the} 
mere turn of a knob, for virtually any type | 
of sprayable material. This design over- | 


comes the limitations of conventional sin- 


gle-purpose guns which do not provide | 
both a fast spray for large work or heavy | 
paint and an easily controlled spray for 


fine work, it is claimed. The exclusive 
valve-gun is applicable to Sharpe's fixed 


cup line. It permits use of both internal | 


and external nozzles, it is said. 
x * 





SEAM SEALER—A seam sealer, an ad- 
hesive and an adhesive cleaner, designed 
specifically for use in auto repair shops 
have been announced by Minnesota Min- 
ing and Mfg. Co., 900 Bush Ave., St. Paul 
6, Minn. The nonhardening sealer is rec- 
ommended for sealing windshields, body 
seams and other openings. The adhesive 
is a light-colored, nonstaining material in- 
tended for use on fabrics and vinyl. The 
cleaner is said to be useful in removing 
adhesives, sealers, asphalt, undercoatings, 
tar, grease and dirt from metal bodies 


as well as glass areas. 
ae 





VACUUM CLEANER—A heavy-duty, wet- 
dry vacuum cleaner featuring a demount- 
able moior that is said to convert into 
a compact blower unit, a portable vac- 
uum cleaner which straps on an operator's 
back and a large capacity vacuum cleaner 
for use with a standard 55-gallon drum, 
has been introduced by Clarke Floor Ma- 
chine Co., 30 E. Clay Ave., Muskegon, 
Mich. The cleaning unit is available with 
a choice of three interchangeable motor 
units that develop 34, one and 1% horse- 
power. The cleaner also has an external 
filter and a 15-gallon stainless steel tank, 
which mounts on either of the two car- 
riage bases available—a wheel base with 
10-inch diameter, rubber rear wheels, two 
casters and handle or a caster base with 
four swivel casters. 

* * ®& 
Vulcan Equipment Unveils 


Adjustable Tire Mold 


A section repair mold for tires, 


the M-180, has been introduced by 
Vulcan Equipment Co., Ltd., 95 
Research Rd., Toronto 17, Canada. 

The mandrel-type mold includes 
an optional builtin spreader. The 
mold is adjustable on both sides, 
top and bottom, facilitating the in- 
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BENCH LEGS—This bench leg assembly 
has been designed to make easy the 
building of shop tables and benches. It 
is an arc-welded, all-steel assembly with 
top cross angles for mounting of the bench 
top and a lower cross member to support 
a bottom shelf if required. In addtiion, 
it has a cutout for mounting an electric 
socket and is provided with the necessary 
clamp and clearance holes for wiring the 
socket. Included with each leg assembly 
are three foot shims to compensate for 
floor variation. Dimensions of the leg 
assembly are 32 inches high by 28 inches 
deep and finish is gray baked enamel. 
Bay Products, 1801 W. Cambria St., Phil- 


adelphia 32, Pa. 
* * 





MASTER CYLINDER GASKET—A specially 
designed no-splash gasket (W1370) for use 
on master cylinders on Chrysler Corp. cars 
from 1955 through 1960 is now available 
from EIS Automotive Corp., Middletown, 
Conn. The gasket is said to prevent cover 
seepage of brake fluid through the vent 
and, at the same time, creates a correct 


seal between the cap and the tank. 
ae ee 





MIRROR—An automobile rear-view mir- 
ror featuring glass that cannot fall out 
has been announced by Roberk Co., 
Muller Ave., Norwalk, Conn. The Roberk 
315 Mirror is claimed to be the only mir- 
ror of its kind with the reflecting glass 
sealed, not glued into the mirror head. 
The glass is mechanically sealed into the 
head by means of a cast-in retaining ring. 
The sealed glass construction mirror is de- 
signed for use with Chevrolets, Fords and 
the compact cars. 








in the Cap Seal Plug Kit. The guide is 
pushed into the puncture with the probe, 
where it is allowed to remain as the probe 
is withdrawn. The plunger — which has 
been “armed” by insertion of a rubber 
plug so that the head of the plug is 
tight at the bottom of the tube and the 
tail protrudes from the handle—is pushed 
through the guide into the interior of the 
tire, as shown above. Guide and plunger 
are pulled out of the tire together, leaving 
the head of the plug inside the tire to 
seal the puncture, it is said. Once the plug 
is severed at the surface of the puncture, 
the tire is ready for use. Both the guide 
and plunger are made from Type 1045 
seamless carbon steel tubing supplied by 


Superior Tube Co., Norristown, Pa. 
Ss a * 





BLEEDER ADAPTER—A bleeder adapter 
for 1960 Ford, Mercury and Lincoln has 
been announced by EIS Automotive Corp., 
Middletown, Conn. It is supplied with 
a rubber sealing gasket and angle fitting 
and is to be used with all EIS bleeder 
tanks. An exclusive feature of this adapter 
is the hexagon head which permits tight- 
ening with a standard crankcase drain 
plug wrench. The Ford Products adapter 
is catalogued as No. 11696. Aiterature is 
available by writing the manufacturer. 

* * 





BLEEDER TOOL TRAY— Eis Automotive 
Corp., Middletown, Conn., has announced 
its No. T1200-7 bleeder tank which incor- 
porates a hanging tool tray for bleeding 
tools and fittings. It also features a quick- 
disconnect fitting as well as a set of 
adapters which includes those for servic- 
ing 1960 Ford Motor Co. cars, 1960 GMC 
and Chevrolet Trucks. The quick-disconnect 
fittings include one female and two male 
adapters. 





WHEEL CYLINDER CLAMP—EIS Automo- 
tive Corp., Middletown, Conn., has an- 
nounced a wheel cylinder clamp for use 
while relining or repairing hydraulic 
brakes. According to the manufacturer, 
the clamp prevents pistons from leaving 
the cylinder while shoes are removed, 
eliminates fluid loss and acts as a time- 
saver for the mechanic. Literature is avail- 
able by writing the manufacturer. 
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Jefferson Gray has been appoint- 
ed general service manager of 
United Motors Service Division, 
General Motors Corp., Detroit. He 
succeeds Walter 
S. Fortney who 
was named Dal- 
las zone service 
manager. 

Gray joined 
United Motors in 
1929 at Detroit. 
In 1945, he was 
appointed mer- 
chandising man- 
ager — electric 
motors, was made 
central regional 
manager in 1955 and later the same 
year was transferred to Atlanta as 
Eastern regional manager, In 1958, 
Gray was named manager of the 
Pacific Region at Los Angeles, 


* * * 


Perkin Elected President 


Of Purolator of Canada 

Ernest R. Perkin has been 
appointed president of Purolator 
Products (Canada), Ltd., Toronto. 

Perkin succeeds Leonard A. 
Richardson, who has been with 
the Canadian company since its 
incorporation and is retiring. At 
the time of his appointment to 
the presidency, Perkin was exec- 
utive vice-president. He joined 
the company in 1946, became 
treasurer the following year and 
was elected to the board in 1954. 

+ * * 
Granahan Joins S-P 

T. F. Granahan has been named 
Southern regional fleet sales man- 
ager for Studebaker-Packard. 
Granahan formerly was an auto- 


motive wholesaler in Maywood, IIl. 
* * * 





Jefferson Gray 


Lippmann, Becker Take 


Top Posts at Bolta 


William D. Lippmann has been 
named general manager of the 
Bolta Products Division of General 
Tire & Rubber Co. and Charles L. 
Becker jr. has been appointed gen- 
eral sales Manager. 

Both men have been in executive 
positions with General’s Texti- 
leather Division in Toledo and will 
now headquarter at Bolta’s gen- 
eral offices in Lawrence, Mass. The 
Bolta Division, as is Textileather, 
is engaged in the manufacture of 


' vinyl fabrics. 


a * * 


Christensen Rises 


Appointment of Lloyd F. 
Christensen as director of sales 
engineering for General Motors 
Manufacturing Development is 
announced. Christensen began 
working for GM in 1936 as a 
punch press operator at AC 
Spark Plug Division. 


* * * 


Sealed Power Adds Nixon 
As Chicago Sales Chief 


Donnell G. Nixon has been named 
by Sealed Power Corp., Muskegon, 
Mich., as the firm’s Automotive 





Auto Personnel 


epamaayracaale 











Division zone sales manager in 
Chicago and Eastern Wisconsin. 
Nixon has been in the automotive 
parts business for the last 20 years, 
most recently as a manufacturer’s 
representative. 

* of * 


GMAC Boosts Ryder 


William E, Ryder has been ap- 
pointed branch manager of the 
General Motors Acceptance Corp. 
office in Inglewood, Calif. Ryder 
was formerly assistant manager of 
the Phoenix (Ariz.) branch. 

co * * 


Wagner Named by Mack 


Paul V. Wagner has been 
named Newark district manager 
for Mack Trucks, Inc. He has 
been Mack’s New York district 
manager since May, 1958. 

cd ca cd 


Herring Promoted 


Hanson-Van Winkle-Munning Co. 
announces appointment of Glenn 
M. Herring as assistant to the sales 
vice-president. 

cod * * 


IH Elevates Walker 


John E, Walker has been pro- 
moted to assistant manager of the 
International truck sales district at 
Springfield, Ill. He had been man- 
ager of the IH store at Marshall- 
town, Ia. 

* * * 


Dodge Shifts Graves 


Dodge has announced appoint- 
ment of Donald H. Graves as dis- 
trict manager for Arizona, Graves 


Los Angeles Gets 
Large VW Deal 


In Downtown Area 


LOS ANGELES. Downtown 
Motors, Inc., said to be the largest 
Volkswagen dealership in the 
United States, has opened at 1905 
S. Figueroa St. 

At a time when many dealer- 
ships are moving to the suburbs, 
Russell Bowell, Downtown Imports 
president, gave this reason for 
choosing his present location: 

“We have analyzed downtown 
Los Angeles business trends and 
have concluded that there is a very 
definite need for a dealership 
where Volkswagen owners who 
work downtown can have their 
cars serviced during the day. 

“And, if we do a good job of 
service, which is our primary goal, 
We are convinced they will come 
to us when they are ready for a 
new car.” 

Vice-president of the dealership 
is Nick Shamus, owner of Felix 
Chevrolet, one of the city’s largest 
Chevrolet outlets. General Man- 
ager Harry Sobeloff formerly man- 
aged operations for a large import- 
er of high-performance sedans. 

Downtown Imports is located on 
a two-acre site. The dealership has 
a 28,000-square-foot building and a 
64,000-square-foot lot for storage, 
parking and used-vehicle sales, 


* * * 





J 


At opening ceremonies for Downtown 





New VW Deal for Los Angeles— 


Imports, Inc. (Volkswagen), Los Angeles, 


were; from left: Sam Weill jr., executive vice-president, Competition Motors Distribu- 
tors, Inc. (VW distributor); Russell Bowell, president, Downtown Imports; John Von 
Neumann, president, Competition Motors, and R. C. Burlan, zone sales manager, Volks- 
wagen of America, Inc. Downtown Imports claims to be the largest Volkswagen facility 


in the United States. 











has served in the distribution and 
sales promotion department of 
Dodge Division’s headquarters 
here. 

- * * * 


Chevy Boosts Three 


Promotion of three members of 
the Denver staff of Chevrolet has 


been announced. Robert H. Harris | 


becomes regional truck manager; 
E. J. Thompson, regional organiza- 
tion manager, and J, F. Drennan, 
office manager. 

* * * 


Dodge Ups Lathrop 


Dodge announces appointment of 
Fred S. Lathrop as regional service 
manager for the Dallas region. 
Lathrop has served as regional 
service counselor for the region 
since January, 1959. 

cd * * 


Chrysler Promotes Powell 


J. H. Powell has been appointed 
manager of Chrysler Corp.’s newly 
created Materials Handling Depart- 
ment. He had been manager of the 
Evansville (Ind.) plant until it was 
closed in 1959. 

* * * 


Goodrich Shifts Kanavel 


To Detroit Sales Post 

Charles H. Kanavel, with B. F. 
Goodrich Co. 
since 1933, has 
been named De- 
troit manager of 
equipment sales. 

Kanavel has 
held a number of 
production, engi- 
neering and sales 
positions with 
Goodrich, having 
most recently 
; spent four years 

C.H.Kanavel 4; national field 
sales manager in the company’s 
Aviation Products Division. 

K a * 


Padgett Is Promoted 


By Bowes Seal Fast 


Dwight Padgett, Ruston, La., has 
been appointed Southwestern zone 
manager for Bowes Seal Fast Corp. 


Padgett had served for two years 





In the Letterbox 


(Continued from Page 14) 


make and neglect some necessary 
check points, 

It will also bring the owner in 
constant touch with the dealership 
and sales department every time he 
comes in for service. If he or his 
friends were thinking of buying 
another new car, the sales depart- 
ment would have the first oppor- 
tunity to make the sale. 

In most cases once you are used 
to dealing with an establishment, 
in which you have full confidence, 
you will not change your habits 
and go elsewhere to buy. 

The owner will benefit by being 
a regular customer, will get to 
know the service department per- 

sonnel, mechanics, and will be 
among friends and will not have 
the feeling that he is being taken 
advantage of. He can choose the 
mechanic whose workmanship he 
likes, to work on his auto, The 
work will be done to his satisfac- 
tion ag economically as possible. 

The manufacturer will gain be- 
cause satisfied customers will keep 
buying the same products. More 
American-made cars will be sold, 
plants will operate at full produc- 
tion, and there will be fewer dis- 
satisfied owners for the manufac- 
turer to try to get back in the fold. 
Better public relations should de- 
velop. More parts will be sold be- 
cause owners would go back to 
dealers and dealers would be a 
stronger body because of more cars 
sold and back shops full. 

I sincerely believe if a manufac- 
turer would develop this type of 
program, it would be one of the 





Going to Visit Russia? 


Rented Car Available 


NEW YORK.—American tourists 
visiting Russia can now rent a 
Volga auto when they arrive, ac- 
cording to American Express, 

Cost is $5 a day, plus 8 cents a 
mile. The car need not be returned 


case. 
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“And I’d pay more for a car, 
but with two sons in college, a big 
mortgage, the high cost of liv- 
Wesc 





as regional field representative in 
the same territory. In his new posi- 
tion he will be in charge of sales 
and liaison with local franchised 
distributors of the company’s prod- 
ucts in Texas, Oklahoma, New 
Mexico, Louisiana, Arkansas and 
Mississippi. 
* 


Craig Heads Elnar District 


Carl Craig has been promoted to 
district sales manager in Michigan 
and Northern Ohio for Elnar, Inc., 
division of National Key Co. He 
had been a salesman with the divi- 
sion. 





* * * 


Gulley Elects President 


Thomas W, Gulley jr. was elected 
president of Singleton Co., Cleve- 
land, a producer of metal-finishing 
equipment. 

*” * * 


Shea to Manage Sales 
Of Prest-O-Lite Battery 


Jeff Shea has been named sales 
manager for the Prest-O-Lite 
Battery Division, Electric Auto- 
lite Co, 

His appointment was announc- 
ed by Edmund T. Duffy, director 


greatest sales tools there is outside 
of price.—Harry BuzsuZian, service 
manager, Leo Adler (Plymouth-De- 
Soto-Valiant), Detroit. 

* * cS 


Rebel Yell 

I notice Automotive News will 
next issue (letter dated Aug. 3) ex- 
plore reasons why some dealers will 
not join NADA. Would that include 
reasons why some dealers drop out 
of NADA? How will whoever does 
the exploring get the reasons, ask- 
ing Mr. William C. Hamilton (staff 
man on membership) ? 

Would these be majority or mi- 
nority reasons? 

This exploration should prove in- 
teresting. — Epwarp J. STePpHANI, 
President, Nickey Chevrolet, Chi- 
cago. 





er 


Water Did This— 


of replacement sales, as an initial 
step in a program of increased 
advertising, sales promotion and 
merchandising assistance to 
Prest-O-Lite distributors and 


dealers. 
* a a 


Paine Joins Stahl Board 


Willard B. Paine, president of 
Bendix Westinghouse Automotive 
Air Brake, has been elected to the 
board of Stahl Metal Products, Inc. 


a ae * 
Ford Motor Credit Names 


Operations Vice-President 


E,. E. Baggerly, former general 
operations manager, has been elect- 
ed operations vice-president of Ford 
Motor Credit Co. 
He will oversee 
all the company’s 
staff and field op- 
erations. 

Baggerly joined 
Ford Motor Cred- 
it when it was or- 
ganized, Pre- 
viously, he had 
served for six 
years as president 
of Micronesia In- 
vestment Co. on 
Guam. Prior to that, he was with 
Universal CIT Corp. for 15 years. 

ot oe oe 


Wenzel, Strauss, Kelleher 


Moved Up by Ideal Corp. 


John Wenzel, Leo Strauss and 
Bart Kelleher have been made vice- 
presidents of Ideal Corp., which 
manufactures clamps, switches and 
flashers. 

Wenzel, now marketing vice-pres- 
ident, was formerly marketing 
manager. Strauss moves up from 
operations Manager to engineering 
and manufacturing vice-president. 
Kelleher becomes finance vice-pres- 
ident. 


Dow Tells Why 
Dowgard Avoids 


‘Natural’ Water 


MIDLAND, Mich.—In the devel- 
opment of Dowgard, the new cool- 
ant from Dow Chemical Co., the 
firm’s research chemists worked 
to get away from the use of “nat- 
ural” water in the cooling system. 

According to Robert Hansen, 
head of Dow’s automotive chem- 
icals laboratory, the major problem 
with using natural water in a cool- 
ing system is its variable composi- 
tion. Natural water carries—in sus- 
pension or solution—a rather large 
variety of minerals, he says. 

Impurities in water are divided 
into two groups. Those of one group 
build up scale formations; those 
of the other start corrosion. 

Dowgard uses its own deionized 
water from which these impurities 
have been removed, Hansen says. 
As a result, he adds, Dowgard 
maintains surfaces that are clean 
and free from scale buildup and 
corrosion. 

This, he says, results in maxi- 
mum heat transfer from the engine 
and a high boiling point. 

Hansen admits that natural 
water is still all right to drink. 

* * * 





E, E. Baggerly 





Magnifying glass held by automotive research chemist at Dow Chemical Co. shows 
to point of origin, but a charge of | amount of corrosion buildup in water passages of an engine which used “natural” 
16 cents a mile is levied in this| water in its cooling system. Since all water is corrosive, Dow says, Dowgard uses its 
own deionized water to get away from scale and corrosion problems. 








For rugged wheels, 
car buyers count on steel 


When the going is rough, there’s only one way to go... on steel. 
Steel wheels soak up shock and impact, rims keep their shape. 
Tough steel wheels even have a lot to do with longer tire life. 





M@ Rugged steel wheels are only one of the reasons why the public 
prefers steel. People demand steel’s strength, dependability and quality... 
its protection of resale value. We know because continuing surveys 
conducted by Alfred Politz, Inc. prove it. For automobiles, 

the public prefers steel over any other material. 

@ Use steel as a strong selling feature. Make a point of the special 
sieels used in wheels and other parts that must take abuse. Talk up 
the durability of steel. We're doing it with a big national advertising 
program in magazines, billboards and network television. We're 
strengthening the public’s preference for steel even more. Make this 
preference work for you. 





Sell it sells for you 
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By Leo T, Parker 
Attorney at Law 


yo often in suits involving 
ownership of an auto, what ap- 
pears to be a complicated state of 
legal affairs actually involves mere 

elementary prin- 


Lawsuits Affecting Dealers... 
Court Decisions 


plied for and received a certificate 
of title to.the new Cadillac. 


* * + 


Car Sold to Atkinson 
TKINSON CO. was in need of a 
Cadillac of the model and 
equipment owned by Whisnant. 
Pursuant to telephone conversa- 
tions between them, Atkinson Co. 
bought the car from Whisnant for 
$4,871, such sum being a dealer’s 
approximate factory cost. 
Testimony showed that Whis- 
nant told Atkinson officials he 
had “titled” the car in his own 








Whisnant Cadillac Co. from the 
factory and became a part of the 
firm’s stock of cars. Soon after- 
ward, Whisnant Cadillac Co. issued 
a bill of sale for the car to Whis- 
nant, president of Whisnant Cadil- 























tested for nonpayment because of 
insufficient funds. He called Atkin- 
son and demanded the car or the 
money, but Atkinson told him the 
car was gone and that he did not 
have the money. 

+ * a 


Whisnant Gets Title 


— days later, Whisnant re- 
ceived from the vehicle depart- 
ment a certificate of title to the 
car. This certificate has never been 
assigned to anyone and remains in 
Whisnant’s possession. Four days 
later, Schmid made application, 
based on the bill of sale he had 





ciples of law. 
This peculiar sit- 


Schmid Motor 


case follow: 
Whisnant ($1.95). 





Cadillac Co. is a factory-franchised It was compiled by a husband- 
and-wife team—Harold B. Putnam, 


Clay Center, Kans. Don Schmid| who did the photography, and 
Motor Co. is an authorized dealer| Beatrice Morgan Putnam, who de- 
in new and used autos in Wichita.| signed the book and did the writ- 


dealer in Colby, Kans. Atkinson Co. 
is a Cadillac franchised dealer in 


A new Cadillac was delivered to’ ing. 





Keeps 
ae 


customers 


wT 
ra 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N.Y. 


lac Co. On the same date, he ap- 


uation existed in ° ° 

the leading case North Michigan 

of Whisnant Cad- ° > 

illac Co. v. Don|Gguide Published 
Co., 336 Pac. (2d) DETROIT.—A travel guide to 
398, decided only| Michigan’s Upper Peninsula, 
a few weeks ago./“North to Adventure,” has been 


The facts of this) published by Putnam Feature Serv- 
ices, 405 Fox Theater Building here 





as soon as he received the cer- 
tificate from the vehicle depart- 
ment, Later Whisnant delivered 
possession of the car to an At- 
kinson Co. employe and received 
a bank check. 

However, no bill of sale, certifi- 
cate of title, or any other written 
instrument passed between the 
parties, Whisnant deposited Atkin- 


automobile. 


| name, and he would deliver title 
Wichita sented and paid. 


and received an original bill of sale 










New car customers will keep coming back to you for 


oil changes . . . and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 

oils on the market today— proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 
expects from his new car. 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 


Remember—if you can get new 
car customers to come back for oil 
change, you’ll get them for all. 
their service needs . . . and nothing 
brings ’em back like Mobil! 










Since 1899, one out of every five 
U. 8. patents have related to the 





son Co.’s check the next day. A|showing the car as being a new 
few days later Atkinson Co. sold|car and that there was no lien on 
the car for $5,500 to one Schmid,| it, Schmid paid Atkinson Co, by 
president of Don Schmid Motor| check. The check for $5,500 given 
Co., who accepted delivery at} by Schmid to Atkinson was pre- 


Schmid knew Atkinson Co. was Two days later, Whisnant learned 
an authorized new Cadillac dealer|that the check for $4,871 given to 
him by Atkinson Co. had been pro- 





received from Atkinson, for a cer- 
tificate of title to the car, and a 
few days later received the same 
from the vehicle department. 

One month later Schmid sold 
the car to one Ross and delivered 
possession thereof, and his cer- 
tificate of title was properly as- 
signed. Whisnant sued Schmid to 
recover the value of the car. 

During the trial, an old legal 
adage was introduced: Where one 
of two innocent persons must suf- 
fer a financial loss, the person 
whose negligent acts instigated the 
situation must bear the loss. 

Hence, the higher court held that 
Whisnant could recover no money 
from Schmid, and said: 

“Insofar as Whisnant is concern- 
ed, Schmid stood in the same shoes 
as any other person of the purchas- 
ing public and met all require- 
ments of an innocent purchaser for 
value, It is unfortunate for Whis- 
nant that Atkinson’s check was 
dishonored but, as between Whis- 
nant and Schmid, the innocent pur- 
chaser, the law and equities are all 
in favor of Schmid, if for no other 
reason than the fact it was Whis- 
nant who made the whole thing 
possible.” 

* * * 
Decision Further Explained 


— higher court went on to ex- 
plain that Whisnant’s adverse 
verdict was not by reason of any 
act of Schmid, but by reason of 
Whisnant delivering the possession 
of the car to Atkinson Co., a dealer 
licensed to sell Cadillacs, and in 
misplacing confidence in Atkinson. 

The court said also that Whis- 
nant knew that Atkinson Co. was 
an authorized dealer in new Cadil- 
lacs, and that it could issue an 
original bill of sale for a new car, 
and, furthermore, Whisnant knew 
that a purchaser from Atkinson 
Co. could use the bill of sale to ob- 


tain a certificate of title. 
* * * 


AMP Patent Is Upheld 


On Super-Champ Tool 

CHICAGO, — The United States 
Court of Appeals has ruled that 
the patent held by AMP, Inc., of 
Harrisburg, Pa., on its Super- 
Champ tool, which strips wire and 
crimps terminals and also cuts and 
shortens bolts and screws without 
damaging their threads, is a valid 
patent, and was infringed by Vaco 
Products Co. 

The decision reverses a District 
Court judgment, which had dis- 
missed the charge of patent in- 
fringement against Vaco, which 
has a similar tool, and had declared 
that because of the obviousness of 
the invention, the patent itself was 
invalid. 

AMP attorneys appealed to the 
higher court that the AMP tool 
represents the “first and only sig- 
nificant breakthrough in _ bolt-cut- 
ting technique, and thus merits its 
patent.” 

The Appeals Court’s decision for 
AMP, Inc. said that “the fact that 
the solution was simple does not 
mean the solution was obvious. 
Many thousands of mechanics over 
a period of nearly 100 years had 
cut bolts and screws in the old 
cumbersome thread-damaging 
ways, yet did not come up with the 
solution shown by the (AMP) pat- 
ent in suit.” 

“We think,” the court concluded, 
“that (the AMP device) made a 
significant contribution to the me- 
chanical art by providing the first 
device in history capable of cutting 
bolts and screws without damaging 
their threads.” 


Wagon Train Rolls 


MARYSVILLE, Calif. — A mod- 
ern-day wagon train left Marys- 
ville for a big-game hunt in Alaska. 
Headed by Mel Williams, veteran 
Dodge dealer, the train is composed 
of four trucks equipped with camp- 
er units. Accompanying Williams 
arc his wife, Edna, and three other 
couples. 
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9 Percent Market Penetration Seen... 





Rambler Expects Sales Rise in ’61 


(Continued from Page 2) 


fiscal year, which ends Sept. 30, 
are expected to hit 450,000 units, 
a new record for any independent 
auto maker. Sales in the 1959 
fiscal year totalled 363,893. 

The 108-inch-wheelbase Rambler 
Six and V-8 will be known as the 
Classic series in 1961, Abernethy 
said. Names of the other Rambler 
lines—American and Ambassador— 
will remain the same for 1961, Clas- 
sic replaces Rebel as a Rambler 
series designation in the V-8 line. 

* * * 
eee emphasized that all 
of the Rambler lines will retain 
their compactness in 1961, “provid- 
ing six-passenger room and comfort 
with economy and ease of maneu- 
verability and parking.” 

In addition to all-welded single- 
unit construction and the Deep-Dip 
body rustproofing process, Ram- 
blers for 1961 will have a new 
ceramic-armored exhaust system 
guaranteed by AMC as long as the 
original purchaser Owns the car. 

Other ’61 Rambler innovations 


revealed during the preview were} 


a restyled American series, includ- 
ing a new convertible aimed at 
younger buyers; an acoustical head 
lining that deadens sound, has a 
hard finish and comes out in one 
piece; a die-cast 80-pound-lighter 
aluminum engine for Classic six- 
cylinder engines; plastic wire hold- 
ers to eliminate shorts, and a dou- 
ble-weatherstripped American door 
to reduce rust and leaks, 


Romney said the policy of yearly | 
product stability on Americans will | 


be restored now that the ’61 model 
makes the first major changes in 
American Motors’ lowest-priced 
series in 10 years. 

“Our changes in this car (Amer- 
ican),” Romney said, “will be gov- 
erned essentially by two factors: 
1) Changes that achieve function- 
al or durability improvement, and 
2) basic appearance changes that 
prevent outdating as the result 
of long-range and fundamental 
trends in customer taste.” 

A “modified program of styling 
continuity” is planned for the Ram- 
bler Classic and Ambassador, but 
the latter will reflect “increasing 
appearance differentiation” from 
the rest of the line, Romney said. 

+. oR * 

HE AMC chief said he was not 

convinced that the industry’s 1961 
sales would fall below this year’s. 
He made no general predictions for 
1961, although Abernethy forecast 
Rambler penetration would rise to 
9 or 10 percent from the 6% per- 
cent recorded in the first half of 
this year. 

Romney again mocked Ram- 
bler’s competitors for their be- 
lated entry into the compact-car 
field. 

“They have continued to claim 
that their compacts were brought 
out in response to the challenge of 
the imports,” he declared, “even 
though their imitation was of us 
and not of any foreign make. Their 
newest Rambler-type entries will 
completely disprove their asser- 
tions... 

“If there has been some increas- 
ing confusion in the brand-name 
lineup in recent months, it should 
really become confusing now. How- 
ever, I should point out that we 
continue with the definite advan- 
tage of being known as 100 per- 
cent in the compact business... 
We do not have to rob Peter to 
pay Paul. As our business goes up, 
it is all plus—no cannibalizing.” 

Abernethy said that Rambler 
dealers last year and so far this 
year have outsold all but two 
car makes—Chevrolet and Ford. 

“This is quite a performance for 
a company which only three years 
ago was almost counted out of the 
automobile picture, but which the 
public agreed to back because of 
the top value in a Rambler,” he 
said. 

Abernethy said that Rambler’s 
share of total industry registrations 
in July was 6.98 percent, compared 
with less than 2 percent as recently 
as 1958. 





+ + * 
“ &A MERICAN MOTORS now has 


3,010 Rambler dealerships and 
as far as I know is the only com- 








pany to show an increase in the 
number of its dealers over the past 
few years,” Abernethy said. 

In 1958 there were 2,196 Rambler 
dealerships, accounting for 6 per- 
cent of the industry total of 37,188, 
he said. Rambler now has 9 percent 
of the industry total of 32,800 deal- 
ers, he said. 

Emphasizing the strength of 
Rambler dealerships, Abernethy 
said their total working capital 
and total net worth are at alltime 
highs. 

“As recently as 1957 a dealer had 
to sell fewer than 200 Ramblers a 
year to be classed among our top 
100 dealerships in the country, and 
in that year our top dealer sold 923 
new cars,” Abernethy said. “Today 
a dealer must sell more than 600 
new Ramblers to be in this select 
circle and our top dealer now is 
selling at an annual rate of 5,495 
cars.” 

* * ok 

OY D. CHAPIN JR., executive 

vice-president of the automo- 








tive division, announced the com- 
pany has invested more than $43 
million in plant 
moderniza- 
tion and new 
equipment to 
meet an antici- 
pated increased 
demand for com- 
pact cars in 1961. 
“Beyond this, 
we have some 
other long range 
plans ior addi- 
tional facilities 
R, D, Chapin Jr. which will keep 
Rambler production in step with 
continued expansion of the compact 
car market after next year,” Chapin 
said. “Cost of this additional ex- 
pansion will be in excess of $11 
million and we expect to get under 
way on this next phase of the pro- 
gram during the coming year.” 
Most of the $43 million invested 
in expansion went into new ma- 
chinery and equipment for the 
Kenosha facilities, with less than 


$5 million for land and new build- 
ings. 
+. * * 


_ improvements and addi- 
tions announced by Chapin in- 
clude new high-capacity heat treat- 
ing furnaces yielding an additional 
output of 144,000 pounds per day; 
a new cylinder block line with 
capacity of up to 100 blocks an 
hour, and the industry’s first fully 
standardized automated transfer 
unit. 

He said the company’s recently 
acquired lake front body plant, lo- 
cated at Kenosha on the shore of 
Lake Michigan, is now ready for 
’61-model production. 

The plant, which formerly 
housed Simmons Co., manufac- 
turer of metal furniture and beds, 

has been extensively renovated to 
provide additional capacity of 
more than 800 Rambler bodies a 
day. 

Chapin also announced the estab- 
lishment of a new engineering and 
experimental research center, which 
will concentrate on product devel- 
opment and improvement. 

Located adjacent to the main 
Kenosha plant, the five-story cen- 
ter will house the company’s Wis- 
consin engineering staff in its 117,- 
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DAVE GOTTLIEB, PRESIDENT. DABERN MOTORS, INC., HARTFORD, CONN. 
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000 square feet of floor space when 


opened around Nov. 1, 
a * * 


HAPIN told newsmen American 

Motors has been taking busi- 
ness away from Chevrolet, Ford 
and Plymouth despite their new 
compacts. 

“Instead of declining, the per- 
centage of tradeins of these makes 
on Ramblers has risen,” he said. 
“In the case of Chevrolet, the per- 
centage of tradeins rose from 16.3 
last fall to 18.8 this spring; Ford 
increased from 14.5 to 15.6 and 
Plymouth from 9.4 to 10.1.” 

* * 


Rambler Dealer Quits; 


Dealership ‘Too Small’ 

MEMPHIS.—After four years of 
selling Ramblers and Metropolitans 
here at 1341 Union, Willard N. 
Greer has terminated his Ameri- 
can Motors franchise, effective 
today (Aug. 22). 

A new-car dealer in Memphis 16 
years, Greer plans to handle used 
cars until the end of the year, when 
his lease expires. He explained his 
dealership is “too small” to stock 
small cars. 

“It takes abovt twice as much 
space to sell new cars now as it 
did before the small cars came 
out,” he added. 





“Everytime I sell a new Simca,” 


says Dave Gottlieb, 


“IT make a new friend.” 


“That's no exaggeration. When my customers get together and present me 
with a bronze plaque, they must be satisfied. With SIMCA and the service. 

‘“There’s another way they show their satisfaction. A while back my staff 
and I spent the week-end in Atlantic City (we won a trip for our sales 
record), and the customers took over the showroom. Sold some SIMCAs, too. 

“Why not? SIMCA’s a car that’s easy to sell. It’s the best engineered car 
in its class. And the best looking. And the price is right—hundreds of dollars 


less than any of the new compacts. 


“Of course, I give my customers the best service I possibly can. But that’s 


Name 


easy. SIMCA’s got a parts and service setup—through Chrysler—that’s second 


to none. And all my SIMCAs arrive from the port in first-class shape. 
“There’s something else. Besides a bronze plaque, I’m also getting sales. 


Plenty of them.” 


A few SIMCA franchises are still available to aggressive dealers, regardless 
of present affiliation. Send in the attached coupon for full information. 


Address 


City 


D. R. Crandall, Director of Simca Sales 

Chrysler Motors Corporation 

P.O. Box 857, Detroit 31, Michigan 

Dear Mr. Crandall: 

I would like to investigate the possibility of becoming 
a franchised SIMCA dealer. I understand I am under 
no obligation and my inquiry will be held in the 
strictest confidence. 


Zone State 


Canadian inquiries to: A. L. Hancox, Chrysler Corp. of Can., Ltd., Windsor, Ont. 


Here’s what Simca offers —here’s what you can sell: Permanent Oil Filter / One-Piece UniGard Body / 4-Speed, Steering Column Shift 
Windshield Washers / Electric Windshield Wipers /7.8 cu. ft. Trunk / 12-volt Ignition System / Full Instrumentation / Automatic Choke / Turn Indicator 


SIMGA 


IMPORTED BY 
CHRYSLER 
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Artists Behind the Scenes . . . 


How NADA ‘Talks’ to Its Members 


(Continued from Page 2) 


| day meetings manage to be pretty|man of any club’s program com- 


vention and exhibition director. As| dull, even when the speakers know 
these sociable titles reveal, Kip-| their business. 


linger’s specialty is verbal com- 
munication (or, as we said in the 
old days, talk). 

He is an idea salesman at the 
moment, but he has proved that 
he can sell automobiles, too. He 
left NADA briefly in 1947 and 
1948 to work as sales manager 
for a local dealership. 


| 
| 
} 
| 
| 
| 


Kiplinger manages to pull to- 
gether a program that is spiced 
with variety and showmanship. 
He mixes sales specialists and 
senators; firebrands and _philoso- 
phers; business renegades and tra- 
ditional old-line dealers. He hires 
“big name” entertainers. He always 
manages to come up with at least 


The greatest single concentration | °"€ example of that strange breed, 


of talk at the association occurs 
each year at the NADA Conven- 
tion and Exhibition, which now in- 
cludes a preliminary two days of 
service shop talk and three days 
of talk about sales, legislation and 
association business, 

Despite his change in titles, Kip- 
linger continues 
to be the top 
NADA staffer on 
the _ convention 
committee, where 
he is assisted by 
LeRoy J. Smith, 
a skilled hand in 


bitions. 

Like a big 
church wedding, 
most of the work 

L. J. Smith involved in an 
NADA convention takes place be- 
fore the main event. Planning for 
the next one begins the day after 
an old one ends, and it is a chore 





' that only an optimist could han- 


dle. 
* * * 
a IS not. editorial comment to 
say that NADA conventions are 
extraordinarily good conventions, 
as such events go. Most big five- 





ARCHITECT-DESIGNED CHILDERS CARPORTS blend in perfectly 


putting on exhi-| 


| 
| 


| 
| 





ADVERTISEMENT 


the “inspirational” speaker. 
When you add the parties thrown 
y auto makers, finance companies 
and insurance outfits, the NADA 
convention is anything but dull. 
The production of a lively con- 
vention is a high art, as the chair- 





Monroney Envisions 
Embassy Bird-Dogs 


WASHINGTON.—A pitch for 
American-made compacts for 
United States embassies was 
made by Senator Mike Monroney, 
Oklahoma Democrat. 

He told the Senate Appropria- 
tions Committee that if our em- 
bassies overseas used compact 
cars, it might help offset trade 
deficits by showing foreigners 
new U. S. products, Undersecre- 
tary of State Douglas Dillon 
though Monroney had a “good 
idea,” one that was under con- 
sideration, but he mentioned the 
problem of getting parts over- 
seas. Monroney’s response was, 
“If necessary, you should fly the 
parts abroad and get those cars 
on European streets.” 
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with 
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the handsome sales room of Hawkins Ford, Olney, Ill. Childers Carports 
will modernize and glamorize your existing buildings, too. And Childers 
Carports will pay for themselves through increased sales and savings on 
clean-up costs and light bills. Read how easily you can put Childers Car- 


ports to work for you on Page 25. 
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The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Automobile 
Physical Damage-Insurance 


(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
eT TT 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 
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| mittee can testify. The location of 
| each NADA convention is selected 
| several years in advance, The host 
city must be able to pledge enough 
| good hotel rooms for thousands of 
delegates and their wives, as well 
as a big convention hall, exhibition 
Space and suitable banquet facil-| 
ities. 


* * * 


Behind the Scenes 


gece tage ont begins in earnest a 
year before the event, with an-| 
nouncement of a convention and 
exhibition committee comprised of 
NADA directors from the host 
state and adjacent states. The 
search for talent goes on all over 
the country, 

Tips arrive by letter, postcard 
and word-of-mouth, Speakers bu- 
reaus and entertainers’ agents 
push their human wares, NADA 
directors search for a convention 
theme of concern to members, 
Smith peddles exhibition space to 
one hundred companies, each of 
which wants the best location for | 

the least money. 

As the program shapes up, NADA 
Magazine begins promoting the 
convention. Reservations begin to 
flood into headquarters. The ad- 
vance crew moves to the conven- 
tion city to look after a few details. 

* * * 
_ about radio-TV coverage? 
A service manager wants help 
with his speech. Have 12,000 badges 
arrived? How many guards and 
ushers are needed? What about 
door prizes? NADA needs six more 





large meeting rooms. Reporters 
want the advance text of Jim) 
Moore’s speech (and it is being re- 
written right now). 

Will dealers like the program? 
Will anybody have any fun? 
What will go wrong? 

Somehow, the convention does 
take place, and dealers can find 
what they want in the program. 
As in a Broadway show, something 
always goes wrong, but usually few 
people notice. Reporters get their 
speeches, and generally praise 
NADA’s press relations as “the 
best in the business.” 

A good convention 
dent. 


is no acci- 


* * co | 


Getting the Facts 
| TAKES many skills to run a 

trade association like NADA. 
Far different skills from those of 
Walter Kiplinger are possessed by 
NADA’s director 
of research, Paul 
E, Herzog. A for- 
Mer economics 


| slipped, they began a careful re- 





professor and 
pricing economist 
for the Office of 
Price Stabiliza- 
tion, it is Her- 
zog’s job to get 
facts for the as- 
sociation. 

There is much 
more to a nation- 
al fact-finding job than looking up 
information in books, Usually, it is 
the other way around. Books and 
magazines contain automotive in- 
formation which is developed by 
Herzog. 

As auto retailing changes, Her- 
zog must be alert to develop the 
sert ef information which dealers 





P, E. Herzog 





Associates’ Profit 
Drops in Ist Half 


SOUTH BEN D.— Consolidated 
net income of Associates Invest- 
mert Co. for the first six months 
of 1960 amounted to $7,529,274, it 
was announced by E. Douglas 
Campbell, president. During the 
same period in 1959, net income was 
$8,644,018. 

The volume of finance business 
amounted to $963,679,257, an _ in- 
crease of 12.1 percent over the $859,- 
302,504 for the first half of 1959. 

Retail installment volume rose 
from $326,429,589 in the 1959 six- 
month period to $345,513,786 in the 
1960 period. Wholesale volume rose 
from $402,983,718 to $456,013,854, di- 
rect and personal installment loans 
from $63,946,957 to $79,939,490, and 
commercial loans and other install- 
ment receivables from $65,942,240 
to $82,212,127. 








|Field Man to Help 
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Electric Runabout 


Unveiled in Detroit 


DETROIT. — A two-passengér 
runabout, powered by two elec- 
tric motors of one-third horse- 
power each, was previewed here 
last week, Developer is Detroit 
Testing Laboratory, Inc., headed 
by President Douglas Dow. 

Dow said two auto supply firms | 
have shown interest in possible 
production of the vehicle, which 
weighs 447 pounds, He estimated 
retail prices between $500 and 
$800. The car has a wheelbase 
of 47 inches, width of 32 inches, 
overall length of 74 inches and 
height of 32 inches. The rear en- 
gine-battery setup is connected 
to the wheels by a chain drive, 
and a special charger permits 
overnight charging of the 12-volt 
batteries. 





and the general public will want 
to know. His survey on why peo- 
ple buy small, foreign cars, for 


example, gained national atten- 
tion. 
It is impossible to handle this 


kind of job and live in an ivory 
tower. Herzog doesn’t. He thinks 
that automotive retailing has 
changed a lot since 1955, and that 
more change is inevitable. 

“The law of supply and demand 
at the retail level is seldom held 
in abeyance for very long,” he said. 

* * * 

H® RECALLED the big sales 

year of 1955. “The demand for 
glamourous innovations, like auto- 
matic transmissions, power brakes 
and power steering, accompanied 
by a new and easy approach to 
credit, resulted in 7.2 million pas- 
senger cars being sold in 1955,” he} 
said. “The auto industry is incur-| 
ably optimistic anyway, and this 
fantastic sales record made the fu-| 
ture look even rosier.” | 

But economic common sense 

prevailed in 1956, said Herzog. 

“Three years of disappointing 
auto sales culminated in 1958’s 

miserable record of 4.7 million 
units sold.” 

Herzog believes that the auto in- 
dustry knew that increasing prices 
would decrease the market in time, 
but that makers refused to act 
upon this knowledge. As sales 





evaluation of the role of the con- 
sumer. 

“It soon became obvious,” said 
NADA’s research director, “that 
America’s tastes had changed. In- 
stead of wanting more and more in 
a single car, consumers were look- 
ing at total transportation needs, 
as well as more _ transportation 


units.” 
* Ok * 


THIRD set of skills at NADA 
is used by John Conley, the 
association’s director of public re- 


NIADA Will Hire 





Dealers Organize 


ST. LOUIS.—A national field rep- 
resentative will be hired by the Na- 
tional Independent Automobile 
Dealers Assn. to assist in organiz- 
ing state dealer groups which then 
will affiliate with NIADA, accord- 
ing to Robert J. McKinsey, NIADA 
executive vice-president. 

The decision to hire the field man 
was reached at a meeting here of 
the NIADA board of directors, Mc- 
Kinsey said. 

“All persons present at the meet- 
ing were strongly of the opinion 
that every effort must be made 
now to increase the number of 
affiliated states beyond the present 
10 states,” he said. 

At the meeting were: 

John B. Kinnaird, president; 
A, H. Schwartz, chairman; Jerry 
Leeds, Harold Ratcliffe and James 
F. Smith, vice-presidents; Earl 
Meyer, secretary; Rem Rogers, 
treasurer; Eva I. Mosely, executive 
secretary; McKinsey, and the fol- 
lowing state directors and regional 
vice-presidents: 

Wendell Anderson, California; T. 
Mack Day and Paul E, Bennett, 
Georgia; Chuck Allen, Indiana; 
Mark Durschlag, Ohio; Phil Shupe, 
Pennsylvania; W. A. Terry, J. O. 
Woodard and R. W. Workman, 
Texas. 











lations. In many trade groups, the 
PR man concen- 
trates on writing 
press releases — 
most of which 
are never used by 
t h e newspapers 
to which they are 
directed. 

Conley is _ nei- 
ther a glad-hand- 
er nor a prolific 
press release 
writer. NADA 

John Conley has the reputa- 
tion around Washington for put- 
ting out a release only when the 

association has something import- 
ant to say. 

Conley believes that dealer use 
of razzle-dazzle, price-cutting and 
discount advertising has been on 
the increase of late. He attributes 
some of this to model change- 
overs. 

“But not all of it,” he said. “Some 


| dealers consistently stretch the 


truth, even resorting to ads that 
are false, misleading and deceptive. 
This is unfortunate, because one 
careless advertiser in a city can 
ruin the business of all dealers in 


the area of advertising influence.” 
* * 


* 
ONLEY thinks that the time is 
not far off when governments 


will crack down and jail and fine 


dealers who advertise false and 
misleading claims. 

“NADA doesn’t want to restrict 
or curb advertising,” he explain- 
ed. “We want to take ‘the lie’ out 
of it so that it can become a sales 
aid again. Wild claims do not 
increase volume, but only destroy 
the value of all advertising.” 

Conley showed us a “How-to-Do- 
it-Yourself”’ public relations kit 
which NADA had prepared for 
members. 

As Conley sees it, a good pro- 
gram of dealer public relations 
must begin at home. 

(Next week, the series will con- 
clude with a look at three of 
NADA’s newest member services, 
including its international rela- 
tions program.) 
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AUTO TURNTABLES 


Low priced. Portable. Move anywhere. Plug in. 


For indoor or outdoor display. Set up in 20 
minutes, Write for free illustrated literature. 


Atco Avaitebte 
POSTS end 
7 ROPE RAILINGS 


AMER-STAGE CO. 
805 East 134 %. 
New York 54, N. Y. 


KROXOKOKOKORN © ROXOKOKOROK 
During NEW CAR SHOWINGS 
AND AFTER 


HELP .o¥" MEN 
GET «o** SALES 
with POCKET GREETERS 


Clean, Smart looking, Effective way 
of helping “PERSONAL” Relations 


NO PINS- NO SNAPS- f°" BROCHURE 
Request Info, By Air Mail or Phone 


POCKET GREETER CO. 
W 401 FIRST © MA 4-9177 
Spokane 4, Washington 
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Receivership Asked; Former Supplier Sued... 


Climax Awaited in Chrysler Case 


(Continued from Page 1) 
who is charged with forming 
supplier firms along with former 
Chrysler President William C. 


the investigation of conflicts of 
interest at Chrysler, working on 
behalf of the court and the com- 
pany’s stockholders. 





Russell J. Willard jr., Wilming- 


Newberg. It was Newberg’s inter- 
ton attorney for the Dann group, 


est.in the companies which led to 
his ouster as president, Chrysler 
now is asking the court to force 
Stone to return the profits he 







would be named by the court as 
such action is unusual, 
Willard and Dann said the suit 






said it is unlikely that a receiver 


made on the companies. 

6. The Chrysler situation has 
now developed to the stage where 
the rumor mill is selecting new ex- 
ecutives for the company. 

7. Chrysler Corp. late Thursday 
named an outside law firm to serve 
as special counsel for the commit- 
tee of four nonmanagement direc- 
tors who are investigating possible 
additional conflicts of interest on 
the part of Chrysler officials. 

* * cs 


.— law firm named was Dewey, 
Ballantine, Bushby, Palmer and 
Wood, the firm headed by Thomas 
E. Dewey, former governor of New 
York and two-time Republican 
candidate for President. 

Chrysler Chairman L. L, Colbert 
announced the move after the 
Chrysler board held a special meet- 
ing here, The directors handling 
the Chrysler probe are Joseph M. 
Dodge, chairman, W. Alton Jones, 
R. E. McNeill jr. and Juan _ T. 
Trippe. None has a Chrysler job. 

The Dewey law firm will work 
with Chrysler general counsel, 
Kelley, Drye, Newhall and Ma- 
ginnes, on the investigation, Col- 

bert said. He said the special 
counsel and the directors’ com- 
mittee “will determine the ade- 
quacy, scope and extent” of the 
probe and will review the results. 

Colbert said the investigation is 
covering all officers and key execu- 
tives. He said all in the group had 
been asked to furnish tax returns, 
bank and investment records and 
to furnish, under oath, information 
that will enable investigatorg to 
determine any conflicts of interest 
in the last 10 years. ‘ 


ERE are the details on the 

developments in the last week: 

The second stockholders’ suit 
was filed in Chancery Court in 
Wilmington, Del, by a greup 
headed by Sol A. Dann, Detroit 
attorney who owns 5,100 shares of 
Chrysler stock and has been a 
frequent critic of Chrysler man- 
agement. 

Joining with Dann are Karl S. 
Horvath, whom Dann described as 
former manager of production at 
Chrysler’s Twinsburg (O.) plant, 
and Samuel S. Schwartzberg of 
New York, who, Dann said, had 
been a Chrysler stockholder since 
1935. 

Defendants in the suit are nu- 
merous—Chrysler Corp., the com- 
pany’s 20 directors, company offi- 
cers who are not directors, former 
company officials and at least 15 
companies which are or have been 
Chrysler suppliers. 


oe of the biggest names among 
the defendants are L. L. Col- 
bert, Chrysler chairman and presi- 
dent, and K. T. Keller, Colbert’s 
predecessor. 

The company, Colbert and many 
of the individuals and other com- 
panies named issued emphatic de- 
nials of the suit’s charges. 

The earlier stockholder suit 
against Chrysler was filed in New 
York on behalf of Robert Marke- 
wich, owner of about 100 shares 
of Chrysler stock. The chief aim 
of the suit appears to be an in- 
vestigation in court of the work- 
ings of Chrysler management. 

Markewich’s attorney, Herbert 
Robinson, said Chrysler attorneys 
had requested and the Markewich 
group had approved a delay in the 
first action in the suit. The sched- 
ule now calls for a Sept. 20 hearing 
on a motion requesting that Chrys- 
ler officials present themselves for 
a pretrial examination of their ac- 
tivities and their records. 

ok oK * 


HEN the Delaware suit was 

filed, Dann predicted there 
would soon be changes in Chrysler 
management. He would not say 
just how soon or elaborate on just 
what changes he expected. 

The suit asks that a receiver 
be named for Chrysler, but the 
actien is not a bankruptcy pre- 
ceeding. Dann said the receiver 
would have the power to oversee 

























would be extensively amended, 


probably within 10 days, to include 
additional charges and additional 


defendants. 
* - * 


Deadline for Reply 


— Delaware court has already 
ordered the seizure of the 
Chrysler stock owned by 26 of the 
defendants, They have 20 days 
after the seizure to answer the suit 


or they forfeit their stock. 


(The 20 days run out over the 


Labor Day weekend. This presum- 


ably places the date for answering 


the suit on Sept. 6.) 
Dann said the suit was filed in 

a rush to prevent the Chrysler 

case from becoming “a lawyers’ 

gold mine.” He said a rash of 
other stockholder suits might 
have been filed if his group had 

not acted when it did. 

One of the disputes between 
Dann and Chrysler management, 
as represented by Colbert, is: “Who 
is investigating whom?” 

Dann has charged Chrysler man- 
agement with “feather-bedding, 
payola and nepotism” and asked 
for a cleanup. On June 30, Chrys- 
ler announced the resignation of 
Newberg as company president. 

+ * * 


ON JULY 21, it was revealed 
that Newberg’s resignation 
stemmed from differences over his 
interests in Chrysler suppliers and 
that Newberg had agreed to give 
to Chrysler more than $450,000 in 
profits obtained from his interests 
in suppliers. 

Chrysler has been investigating 
the Newberg case and looking 
for other conflicts of interest, 
with the company’s law firm and 
independent accountants han- 
dling the probe, 

In Colbert’s comment on the 
Dann suit, he charged that Dann 
was interfering with the company’s 
investigation and would not coop- 
erate with the company’s investi- 
gators. 

Dann replied by charging that 
the investigators picked by the 
company are biased because they 
have connections inside the com- 
pany and that those in Chrysler 
management who called for the in- 
vestigation should be investigated 
themselves, 

Dann charged that Chrysler man- 
agement would hire “the best law- 
yers” to stall his suit and seek its 
dismissal on technical grounds. He 
challenged Chrysler officials to an- 
swer the charges made. 

ok 


Comment from Colbert 


HERE are the highlights of Col- 
bert’s comment on the suit by 
the Dann group: 

“We have been threatened with 
a suit for some months and it does 
not come unexpectedly. Mr. Dann 
has been insinuating general 
charges for some time, They ap- 
pear to some extent to be com- 
pounded from rumors and gossip 
of Detroit. 

“Preliminary study of Mr. 
Dann’s complaint indicates that 
it consists of erroneous state- 
ments, things previously reported 
to the public and matters which 
are still under investigation for 
Chrysler Corp. 

“Mr. Dann until now has repeat- 
edly refused to report to Chrysler 
Corp. facts to support the allega- 
tions contained in the complaint 
and, as Mr. Dann admits in the 
complaint, no really definite re- 
quest for action has been made 
upon the corporation’s directors. 

“Tt is evident that Mr. Dann is 
trying to detract from and inter- 
fere with the thorough and respon- 
sible investigation being conducted 

on behalf of Chrysler Corp. which 
so far has resulted in the action 
taken with respect to Mr. New- 
berg and the settlement under 
which the corporation is receiving 
more than $450,000 from Mr. New- 
berg. 

“The corporation has been ad- 


vised by counsel in Delaware that 
there is no basis in law or in fact 
for the appointment of a receiver. 
The corporation’s latest financial 
statements disclosed substantially 
improved earnings and a strong 
cash and working capital position.” 
* * oe 
H== are the highlights of some 
of the specific charges made in 
the suit by the Dann group and 
the replies of those charged: 

It was charged that Chrysler 
suffered a loss of $10 million as a 
result of its tieup with Simca. It 
was charged that the deal with 
Simca was “disadvantageous” for 
Chrysler. 

R. P. Laughna, vice-president 
in charge of the planning staff, 
was charged with having an in- 
terest in Valley Die Cast Co. The 
suit charged that Chrysler con- 
tinued to do business with Valley 
Die Cast and other die cast com- 
panies, although a study showed 
Chrysler should go into the busi- 
ness itself. 

Laughna categorically denied all 
charges, said he does not have and 
never had an interest in Valley Die 
Cast and had not received any 
profits from suppliers. He said he 
was consulting lawyers to find out 
what action he could take against 
Dann for making the charges. 

og + * 

ACK W. MINOR, marketing di- 

rector of Plymouth-DeSoto-Val- 
iant, was charged with having an 
interest in Arthur Cerre Co., pro- 
ducer of promotional materials, 
and assisting the company in ob- 
taining Chrysler business. 

Minor said the charges were “as 
false as anything I can think of.” 
Minor, who said the charges were 
“just like saying I own the Statue 
of Liberty,” has been under inves- 
tigation by Chrysler itself for 
admitted interests in vendor ad 
firms. 

The suit by the Dann group 
mentioned K, T. Keller along 
with his brother, Sam Keller, 
charging they acquired an inter- 
est in Nafi Corp, (formerly Na- 
tional Automotive Fibers, Inc.) 
about 20 years ago. 

The suit went on to charge that 
the company acted as a “5-percent 
jobber” for Chrysler, handling 
much of Chrysler’s business with 
other suppliers, and that the com- 
pany acquired an exclusive con- 
tract to supply certain automotive 
fabrics. 

* * - 

SAM KELLER said he bought 100 

shares of National Automotive 
Fibers in 1934 and sold the stock 
about a year later. He said he had 
nothing to do with the way K. T. 
Keller ran Chrysler and his brother 
had nothing to do with his busi- 
ness career. 

He added that his relations with 
Chrysler were far different from 
those of typical suppliers, Keller is 
a representative of Yale & Towne 
Mfg. Co., which produces, among 
other products, materials-handling 
trucks, 

Keller said that while the com- 
pany did sell some trucks to 
Chrysler as well as many other 
companies, it bought far more 
from Chrysler than it sold. All 
Yale trucks are equipped with 
engines purchased from Chrysler, 
he said. 

He went on to say that, so far 
as he knows, there are no tieins 
between Chrysler and Yale & 
Towne. 

NAFI President John G, Bannis- 
ter branded the suit’s charges “ri- 
diculous.” He said, “The charges are 
entirely without foundation.” 

* * * 
R S. Bright, group vice-president 

* of automotive manufacturing, 
was charged with inducing Harry 
Hirsch to buy control of C. M, Hall 
Lamp Co, which shortly afterward 
was said to have become the sole 
supplier of head lamps for Chrys- 
ler. 

It was further charged that 
Hirsch gave Bright and his fam- 
ily 13,000 shares of Hall stock. 
The suit alleges that Bright “is 
still receiving moneys, kickbacks, 
payola or profits from Hall 
Lamp.” 

The Chrysler public relations of- 
fice said Bright had no comment 


on the suit and referred reporters 
to Colbert’s comments. 

Hirsch said, “To my knowledge, 
no officers or directors of Chrysler 
have now or ever had a financial 
interest in C. M, Hall.” 

Hirsch later issued a lengthy 
statement, terming all charges false 
and irresponsible. He said neither 
he nor his company had ever given 
or transferred any Hall stock to 
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and Stone family trusts as defend- 
ants. The charges in the suit are 
much in line with the Chrysler 
version of events leading up to the 
ouster of Newberg. 

The suit charges that, in 1952, 
Stone and Newberg “embarked 
upon a continuing fraudulent 
plan and conspiracy to take ad- 
vantage of the position and in- 
fluence of said William C. New- 








berg with plaintiff (Chrysler) to 
cause plaintiff to enter into busi- 
ness relations and dealings with 
themselves (Stone and Newberg) 
. . . for the personal gain and 
profit of defendant Ben Stone 


Bright, his family or anyone con- 
nected with Chrysler. 

He also said Hall had never been 
Chrysler’s sole supplier of head 
lamps. 




















* * * 
Other Allegations 


Avr MC EVOY, Detroit, who 
was described as a friend and 
neighbor of Newberg, wag charged 
with acquiring Great Lakes For- 
warding of Detroit, a haulaway 
company, with direct or indirect 
financial help from Newberg and 
other Chrysler officials. 

It was charged that Great Lakes 
Forwarding obtained a contract 
for some Chrysler business after 
McEvoy acquired it and that per- 
sons connected with Chrysler con- 
tinue to hold a direct or indirect 
financial interest in the company. 

McEvoy was quoted as saying 
that he knew of no reason why 
his company should be involved 
in the suit. He said he was the 
sole owner of his company and 
“no Chrysler officials have held 
interests and no payola is in- 
volved.” He could not be reached 
directly for comment. 

The suit also mentioned K. T. 
Keller and his son, Robert, in re- 
lation to a gas-welding company 
named Therm-Rite Co, Neither 
could be reached for comment. 

* og * 

AUL C. ACKERMAN, engineer- 

ing vice-president, was charged 

with having a financial interest in 
Creative Products, Inc., supplier of 
sample bodies, and with receiving 
“certain gratuities” from Pelham 
Co. in return for contracts to sup- 
ply trim fabrics. 

The Chrysler PR office issued a 
“no comment” for Ackerman. 

The suit charged Colbert with 
“influencing” Chrysler to give 
Budd Co., Philadelphia, more 
than $30 million in orders for the 
1957 and 1960 Imperial car, There 
was no charge of wrongdoing and 
no charge that Colbert has an in- 
terest in Budd or has received 
anything from Budd. 

The suit pointed out that George 
H, Love, a Chrysler director, is a 
director of National Steel Corp. 
and chairman of M. A. Hanna Co. 
The companies are parents of 
Great Lakes Steel, from which, 
the suit points out, Chrysler buys 
steel. 

* * * 


Prudential Speaks 


FTER weeks of silence on the 
Chrysler situation, Prudential 
Insurance issued a statement last 
week, saying that it was studying 
the Chrysler disclosures and that 


| Chrysler’s loan from Prudential 


was in good standing. 

“We have no present intention 
either of intervening in the 
stockholders’ suit or of interfer- 
ing with the Chrysler directors’ 
performance of their duties,” 
Prudential said. “We will, how- 
ever, keep in as close touch as 
possible with the situation.” 
Prudential gave Chrysler a 100- 

year loan of $250 million in 1954. 
Both Chrysler and Prudential say 
the loan agreement gives Pruden- 
tial no voice in Chrysler policies. 

The loan can be renegotiated 

after Jan, 1, 1962, to call for in- 
stallment payments of the debt 
over 20 years. The interest rate 
would be cut from 3% percent to 
3% percent, if the installment pay- 


ments are requested. 
* * * 

A PRUDENTIAL spokesman said 

last week the loan will be re- 
negotiated as soon as _ possible. 
Loans for long periods such as the 
100-year deal have fallen from fav- 
or in the financial community and 
some of them with other companies 
have been renegotiated in the re- 
cent past. 

Prudential now holds 14,000 
shares of Chrysler common stock, 
giving the company power to take 
part in a stockholders’ suit at any 
time it sees fit. The insurance com- 
pany held 25,000 shares at the end 
of 1959 but sold some early this 
year. 

* * * 
yas Chrysler suit against Stone 
also named his wife, Sango Co., 





















and said William C. Newberg, 

without disclosure to plaintiff of 

the interests of said William C. 
Newberg in such instrumentali- 
ties and in violation of the fiduci- 
ary obligations of said William C. 
Newberg to plaintiff.” 

The Chrysler suit charged that 
the Stone-Newberg dealings work- 
ed in this way: 

The pair formed Press Products, 
Inc., in 1952 which obtained Chrys- 
ler business through Newberg’s 
“wrongful influence and assistance” 
and which received orders only 
from Chrysler. The Stone family 
trusts and others acquired land and 
erected facilities for the use of 
Press Products. 

oe 


Profit on Sale 


RESS PRODUCTS was in busi- 
ness until 1955 when it was 
sold to a subsidiary of Atwood 
Vacuum Machine Co. When it was 
sold, Stone “realized a substantial 
profit in excess of book value of 
assets sold” and was to receive ap- 
proximately $79,000 over a five-year 
period under a consulting contract. 

The suit charges that Stone 
and his wife received more than 
$260,000 above their investment 
from the operations and sale of 
Press Products, plus Stone’s com- 
pensation and expense money 
while with the company. 

Press Products .was listed by 
Chrysler as a supplier of door 
hinges and hardware. 

The suit goes on to charge Stone 
and Newberg with setting up Bo- 
nan Co, in 1955. It also was charged 
that the company was set up on 
land and with facilities provided 
through Stone family trusts and 
others. 


1. complaint contained these 
further charges: 

The assets of Bonan were sold in 
1958 to Allen Industries, Inc., “at 
a profit substantially in excess of 
their book value.” e purchaser 
assumed the lease on the Bonan 
facilities and Stone received an- 
other consulting contract. The com- 
pany was said to have only one 
customer—Chrysler. 

A further charge was that 
Stone, as a manufacturer’s repre- 
sentative, obtained orders from 
Chrysler and Chrysler suppliers 
through Newberg’s influence. 

Bonan Co., supplied Chrysler 
with textile trim items. Its name 
was changed to Sango Co. after the 
sale of its manufacturing assets to 
Allen Industries. 

o * 
7 [e Chrysler suit makes these 
other charges: 

Newberg and his wife entered 
into an agreement in 1959 with 
Stone, calling for Stone to purchase 
their stock in Sango. The Stones’ 
profit on the Bonan operation was 
put at more than $100,000. 

The suit ‘asks for an injunction 
against any action by the Stones 
to dispose of their assets, the ap- 
pointment of a receiver to control 
the assets, an examination of the 
Stone transactions and the re- 
turn to Chrysler of all amounts 
the court finds due the corpora- 
tion. 

Stone issued a statement, charg- 
ing that Chrysler has no basis “for 
any charge of wrongdoing against 
my family, myself or any business 
with which I have been associated.” 

+ +* * 


Stone’s Case 


GtONs pointed out that the 
Chrysler suit makes no charge 
that Chrysler was overcharged or 
suffered any loss as a result of 
dealings with the Stone-Newberg 
companies. He added: 

“The facts are exactly to the 
contrary. The records show that 
I have been instrumental in sav- 
ing Chrysler millions of dollars.” 

Stone said that Chrysler was bas- 
ing its action against him “solely 

(See CHRYSLER, Page 46, Col, 4) 
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Study of L. A.’s Stormy Gimmick .. . 











Referral Selling: Plus and Minus 


(Continued from Page 1) 


purchase new cars, and sign the 
“advertising agreement,” the first 
customer is paid a commission on 
the sale, It is illegal in California 
for an automobile dealer to make 
commission payments to anyone 
but a licensed salesman, therefore, 
referral commissions are said to be 
paid by. the advertising agency. The 
advertising agency bills the deal- 
er’s advertising account. 

In a sense, the program attempts 
to make every customer a sales- 
man. But unlike unofficial birddogs, 
the “advertising agreement” is con- 
tractural and tied to purchase of 
a new car. 

* * * | 


Sales Talks Monitored 





F tetecotg News was told by At- 
torney Burke Mathes, who rep- 


don’t have the quality of men to| 
handle it. 

“Their salesmen seldom stay long 
enough to make any money for) 
themselves, or the dealership. We 
keep in touch with our customers, 


and keep them working for us.” 
* * * 


Opposition Ad 


REER-ROBINS CoO., in Beverly | 


Hills, recently ran a quarter 
page ad in four major Los Angeles 
area papers. Headlined, “How To 
Get a New Car ‘Free’ (If You 
Don’t Run Out of Friends First)” 
the copy purported to explain re- 
ferral selling. 


Concluding argument by Greer- 


| Robbins against referral selling 


was: 


amounts to is (1) a human chain 


“Actually what the whole scheme | 


resents M & M Advertising Corp., letter, with no one benefiting but | 
“I think basically our legal posi- Mr. Volume Dealer himself, and (2) 


tion is sound. But I think once in a recommended procedure for los- 


a while the salesmen get out of 
line, as they can in any business. 

“When a customer comes in for) 
closing, we try to bring him down) 
to earth. Our closers tell him, ‘You 
are buying an automobile, and we) 
expect you to make these pay-| 
ments.’” 

Mathes indicated that M & M 
made frequent secret recordings of 
sales pitches used by M & M sales- 
men in order to monitor and con- 
trol conversations with prospective 
customers. 

Lou Albertson, president of the 
Log Angeles Motor Car Dealers 
Assn., told AuToMoTiveE News: 

“Our association board of direc- 
tors has ordered a study of referral | 
selling, and plans issuing a bulletin 
to all members within the next two 
weeks.” 

Unofficially it is known that 
present LAMCDA plans are for 
the bulletin to suggest, in strong 
language, that dealers using re- 
ferral selling drop it as quickly 
as possible. 

Effects of referral selling were 
mentioned in a letter from Robert 
M. Sample, vice-president of the 
Los Angeles Better Business Bu- 
reau. Sample wrote: 

“Undoubtedly the largest number 
of complaints we are receiving in| 
the new-car field have to do with 
the referral plan gimmick. All too) 
often the victims of these schemes | 
- are high-pressured into acting be- 
fore they have a chance to shop 
around and determine the going 
selling price of the cars in ques- 
tion. 

“In most cases the prices involv- 
ed (in a referral sale) are the top 
suggested resale prices, which are 
higher than those usually charged 
by the average dealer. Further- 
more, any sales that are made in 
connection with these ‘plans’ are 
also at the top dollar figure, which 
usually makes the necessary re- 
ferral sales difficult and perhaps 
impossible. 

“In any event, the so-called ‘free’ | 
cars must be paid for in the. 
amounts called for in the con- 
tracts.” 


* * * 


do dealers bother with re- 

ferral selling, when its repu- 

tation seems something less than} 
sparkling 

One local dealer was shown the 
answer. He had a small suburban 
point, moving some 20 to 25 new 
cars a month. And these with ef- 
fort: Advertising, city prices, and! 
trades that sometimes left profit) 
on the bloody rare side. 

One day he was approached 
by a referral management group 
and shown registrations which 
proved that in the same month 
he had moved 20 units, with 
great sweat, a dealer 15 miles 
away had delivered nine cars 
within a three-mile radius of the 
hardworking dealer. (P.S. Said 
hardworking dealer put in refer- 
ral selling the next month.) 

Dick Pagoda, who works for 
Baldwin Chevrolet, a user of refer- 
ral selling, told us: 

“We do not sell anything. Our’s 
is a negative approach. 

“We only tell them that if they 
know a lot of people, they can earn 
the pink slip (title). Most retail 


dealers who resent this type (re-| 
ferral) selling do so because they 





' referrals, for which he was paid, 


| Calif., featured “Brand new ’60 Ford 


ing all your friends.” 
Greer-Robbins people report 


of Art Frost (DeSoto-Plymouth- 
| Valiant), Glendale, who says: “I’ve 
| been happy with it and see no rea- 
| son to say anything bad about re- 
|ferral selling. We supervise and 
control the selling. 


“When customers leave here, 
they understand it. A lot of our 
customers have made a lot of 
money. As far as complaints go, 
I'd say our percentage of com- 
plaints is less from referral selling 
than from sales made off the re- 
tail store.” 

Then there are dealers who’ve 
tried referral selling and found 
it lacking. Boulevard Chevrolet, 
Los Angeles, had a salesman who 
sold management on giving re- 
ferral selling a try. Though it 
brought in people, Boulevard 
management is reported to have 
not been happy with sales results. 

Other dealers who've tried and 
dropped the plan have done so for 
a variety of reasons: Such as going 


| broke, tiring of the need for close 





that since the advertisement ap- 
peared they have had many peo- 
ple, who bought on the referral 
plan, come in asking how they 
could get out of their contracts. 
Joe Martin, vice-president of) 
M & M Advertising Corp., showed | 
AvuToMoTIVE News several referral | 
folders which would indicate that| 
some people do quite well selling 
cars. Between May 25 and July 29, 
1959, one man sent in five “first”, 


$100 each. 

Of these five, three did not sell 
one car for their own accounts. 
The fourth man sold a single car. 
And the remaining purchaser sold 
14 cars, for which he was given 
$100 each ($1,400). The man who} 
sent him in in the first place was 
given $50 each ($700), to add to his| 
original $500, 

Merriam mentions one man who| 
paid for a Thunderbird in 28 days, | 
and is now working on his second 
new car. 





* * ik 


EALERS who like referral sell- | 
ing are men like Henry Frost, | 


Antonio, tagged Corvairs at $1,750 
and Biscaynes at $1,850. 
* * * 
E Dumas Milner outlet in New 
Orleans and Sacramento Motor 
Co., Alamogordo, N. M., put a little 
meat in their advertising by de- 
claring: “Steak at 8 cents a pound 
can’t beat these deals.” Both ads 
featured Corvairs and Biscaynes. 
In San Francisco, Ellis Brooks 
promised, “We will give at least 
$400 for any car (running or not) 
in trade on a new Chevrolet.” 
Farther south, readers took a 
second look when an ad inserted 
by Community Chevrolet, Burbank, 


half-ton pickups—from $1,765, full 
price.” A local source said a news- 
paper error was responsible for 
mixing the makes. 

Watkins Chevrolet, El] Paso, 
Tex., offered, “Detroit prices in El 
Paso” in listing a Biscayne two- 
door at $1, 960. ” 


T TAG GALYEAN, Charleston, 
W. Va., Valiants were $1,849, 
and Darts and Plymouths were 
$1,995. Harry D. Kellett, Inc., 








Those Compacts Invade 


Even the Luxury Market 


NEW YORK. — Classified col- 
umns of the New York Times 
last week carried the following 
advertisement from Charlotte, 
N, C.: 

“Corvair ’60, Grand Turismo 
Monza coupe, 110 HP, factory 
equipped, ermine white, red inte- 
rior, 4-speed gear box, heavy 
duty axles, spindles, suspension. 
Cera-metallic brakes, tach, (Mich- 
elin) tires, low mileage, only car 
of this kind available until June, 
"61. $3,795.” 





'Chrysler Corp. do not necessarily 


| referral selling he exploded, “It’s a 


Dealer Ads at Fever Pitch... 


Cleanup Pushed Harder 


(Continued from Page 3) 





| supervision, or concern with public 


opinion in the face of impending 
legal problems. 
* * * 


Explanatory Signs 


NE dealer tried to eliminate 
complaints before they could 
get started. He had large signs 
hung in the closing rooms: 
“The Better Business Bureau and 


approve this program. It is offered 
to you by the dealer, for those who 
can afford a car and would like 
to offset it by earning a part of the 
cost.” 

Salesmen didn’t care for the 
signs, and by the third week most 
signs were on the floor; then be- 
hind a desk, and finally all signs 
disappeared from the premises. 

According to Martin, “The more 
intelligent people are, the more 
they like our referral program of 
car sales.” 

But when we asked a local as- 
sociation manager to comment on 


miserable s.o.b. Everyone loses in 
‘the long run.’ 


Greensboro, N. C. mentioned a 
Dart for $1,960, and O’Daniel Mo- 
tors, Louisville, offered Darts at 
$2,095 with heater. 

A “Wounded Lark Sale” was 
staged by Jarvis Larkville Circus, 
Portland, Ore., to move “slightly 
scratched and dented” cars, and 
Bob Moore Rambler, Wichita, of- 
fered a new station wagon and a 
14-foot fiber glass boat for $99.97 
per month. 

Ken Garff Co. (Oldsmobile), 
Salt Lake City, advertised ’60 
Oldsmobile convertibles at a 
$1,000 discount. Garff also spoke 
of “triple tradein allowances” on 
51 through ’54 models. 

A LeSabre two-door sedan with 
heater and automatic transmission 
was priced at $2,676 by Gardner 
Buick, Charleston, W. Va., and 
George Pattison Pontiac, Biloxi, 
Miss., gave a $50 United States 
Savings Bond to purchasers of ’60 


models. 
* * 


* 
Grey sales and/or factory 
bonuses are resulting in big- 
discount offers on several imported 
makes, 

English Ford station wagons 
with heater and whitewalls were 
advertised at $1,273.83 by Phillips 
Motor Sales (Lincoln-Mercury- 
Comet), Greensboro, N. C., and 
Morris sedans were $1,509 at Sport 
Car Sales, Rochester, N. Y, 

Simcas were going for $1,095 
“with acceptable trade” at Jack- 
son-Young, Inc. (Dodge), New 
Orleans, and Sports Car Develop- 
ment, Cleveland, offered Renault 
purchasers “a new-buyer bonus 
of all gas, oil and lubes for six 
full months.” 

In California, Singer Gazelle se- 
dans and convertibles were adver- 
tised at $500 discounts, and an auc- 
tion firm disposed of a stock of 
Moretti sports cars at a reported 
$1,100 under the port-of-entry price. 

















































Inside the Ghia 6.4-L— 


A look inside the Ghia 6.4-L. Goal was 
to obtain the ultimate in looks, comfort 
and quiet ride. Even the side wings op- 
erate aviomaticalty. . 


3 Are Named 
NADA Directors; 
Five Reelected 


WASHINGTON.—Three newcom- 


“ers have been named to the Na- 


| tional Automobile Dealers Assn. 
Board of Directors and. five have 
been reelected, all to three-year 
terms. 

The new directors are: 

Frank O’Rielly, O’Rielly Motor 
Co., Tuscon; Eugene Bragg, Gales- 
burg Lincoln-Mercury Co., Gales- 
burg, Ill., and C. J. Murray, C. J. 
Murray & Co., Sioux City, Ia. 

The reelected directors are: 

Arthur H. Kenny, Vallejo, Calif.; 
E. Ed Flandro, Pocatello, Id.; Wil- 
liam H. Mitchell jr, Waltham, 
Mass.; J. W. Pickens, Orangeburg, 
S. C., and Henry A. Billion, Sioux 
Falls, S. D. 


Grand Opening at Spears 


SAN DIEGO.—Spears Ford held 
a grand opening of its new show- 
room and service facilities at 





Broadway and Massachusetts in 
Lemon Grove. 





Dual-Ghia Successor Due; 


d-Country Car 


DETROIT.—A hardtop successor 
to the Dual-Ghia was announced 
last week by Eugene Casaroll, auto 
shipper whose hobby hag been 
building unusual] cars. 

Casaroll also announced that 
Ghia has taken over sponsorship 
of the car, It will be assembled 
with Chrysler components in 
Italy by Ghia and known as the 
Ghia 6.4-L. 

Casaroll revealed also the pros- 
pect of a three-country small car 
built of Valiant components with 
body by Italy’s Ghia and tool work 
by Germany’s Karmann. The small 
car would carry a price tag of 
about $4,600 and production would 
be scheduled at 4,000 a year. It will 
take a $2 million outlay for tooling. 

The original Dual-Ghia had a 
price tag of $7,600, but rising labor 
costs in Italy, together with other 
cost factors, makes it likely that 
the Ghia 6.4-L will bow with a 
price close to $15,000. 

Casaroll said Ghia expects to 
build no more than 75 a year, with 
Casaroll, as sole distributor in the 
United States, asking for 36. 

Six cars are scheduled for pro- 
duction this year. The first two 
will go to the Paris show in Oc- 
tober. 

The 6.4-L will use Chrysler 
components, with some design 


modification. The prototype was 


Chrysler 


(Continued from Page 45) 
upon the claim that Mr. Newberg 
... did not disclose to the directors 
of that company that he was a 
stockholder in Press Products and 
Bonan.” 

“Frankly,” Stone added, “it is in- 
conceivable to me that I and my 
family would have any responsibil- 
ity to Chrysler Corp. because of 
any act or omission of Mr. New- 
berg...” 

* * * 
TONE said that he had been ad- 
vised that the Chrysler charges 
were “purely technical” and said he 
expects to prove that there was 
“not even a technical violation.” 

“To show my entire good 
faith,” Stone said, “I voluntarily 
made all of my records available 
to Chrysler’s investigators sev- 
eral weeks ago.” He said the rec- 
ords continue to be available to 
Chrysler. 

Stone made a specific denial of 
charges that he had used New- 
berg’s influence to obtain business 
for his companies and for the man- 
ufacturers he has represented. 

Dann said that his group would 
seek to intervene in the Chrysler 
suit to prevent what he termed 
“another Chrysler whitewash.” He 
said that Chrysler officials other 
than Newberg were involved in the 
business with the Stone companies. 
Stone denied this. 

The rumor mill’s candidate for 
“a high-level executive post” at 
Chrysler was Don G. Mitchell, pres- 
ident of General Telephone & Elec- 
tronics Corp. 











Studied 


built in Italy under the direction 
of Paul Farago, who at the time 
was vice-president of Dual-Mo- 
tors. Now Farago will work on 
the Ghia payroll, 

The original Dual-Ghia was 
based on the 1956 Dodge 500. Casa- 
roll is president of Auto Shippers, 
Inc., an auto haulaway firm. 

—Rosert M. FINLAY 


Wage Bill Comes 
To Showdown Vote 


Dealer Amendments 
Offered in Senate 
(Continued from Page 4) 
problem for the dealer, 
agreed. 

“It would be difficult for an au- 
tomobile dealer who sells an auto- 
mobile not to be in a position to 
provide parts and repairs,” he said. 

Overtime provisions for mechan- 
ics was also a matter for concern, 
said Case. 

“The mechanic who works on 
that automobile ought to finish the 
job. It is a bit difficult. Certainly 
there is some lost motion, some 
lost time, and some lost efficiency 
when a mechanic who starts a 
brake job or an overhaul job on 
an automobile, for example, quits 
when his 40 hours are up and 
somebody else takes over his job 
to finish. At the same time, most 
of the mechanics who work on 
such jobs are paid well above the 
minimum.” 


Case 


* Bd * 

ENATOR Gordon Allott, Colora- 

do Republican, specifically men- 
tioned the plight of car dealers 
who can quickly reach the $1 mil- 
lion limit, and on the basis of 1.5 
percent profit still be making only 
$15,000 a year. 

Smather’s amendment would ex- 
empt from overtime “any em- 
ploye employed by an _ establish- 
ment engaged in the business of 
selling automobiles or trucks, more 
than 50 percentum of which estab- 
lishment’s annual dollar volume of 
sales of goods or services (or of 
both) is made within the state in 
which the establishment is located 
and not less than 75 percentum of 
which establishment’s annual dol- 
lar volume of sales of goods or 
services (or of both) is not for re- 
sale and is recognized as retail 
sales or services in the automotive 
industry.” 





Inspection Law Starts 


In Louisiana Jan. 1 


BATON ROUGE, La.—Louisi- 
ana’s new auto inspection law, 
requiring the annual inspection 
of all motor vehicles and pat- 
terned after those in Texas and 
other states, will be put in effect 
on Jan. 1, 1961, it has been an- 
nounced by Safety Director Mur- 
phy Roder. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Aug. 20, Week, Aug. 13, August, Aug. 22, Aug. 20, 
1960 1959* 1960* To Date 1959* 1960 

AMERICAN MOTORS 
EDEEE. isacaldirinweestbevins osccitives - eradasers ontenls 6,066 267,758 325,153 
CHECKER MOTORS .. oe 110 340 2,839 4,730 
CHRYSLER CORP. ..... 16,700 6 8,238 26,983 512,144 695,444 
Chrysler Division. ...... 1,100 1S; anaes 1,100 62,227 63,580 
EE cxsinrineccesones eee «©. sextet, | Codeine 1,100 = 50,277 54,917 
ED Stusinirnisencics- cestain GS men aan 11,950 8,663 
Dodge Division .......... ae 3,669 10,697 108,950 275,969 
Dart-Polara ............ ee .  - cetensnees 1,943 5,470 108,950 270,742 
POO 5 cecerscereveresavinvis eee. - Sstcneee 1,726 a 5,227 
P-D-V Division. .......... | 4,569 15,186 340,967 355,895 
STON i iesvensvvivcecwnsensves | eee °100 4 =33,969 16,477 
REECE vesccesesesvenetss Oe | wescdeness 2,352 8,127 306,998 164,638 
TE ohevivetiecsvsnsecsite Sr 2,217 ee. sean 174,780 
FORD MOTOR ** .......... 22,682 28,603 34,750 93,975 1,217,575 1,194,695 
Ford Division .............. 13,765 24,738 26,691 69,819 1,067,321 972,520 
SEE ha vircivvivercivatciects BAGCO. . crave 11,120 $4,168 _.......... 326,516 
ONE MIBOEs)  ancencssveeses: ssectnesin 22,398 13,307 28,885 1,015,237 583,252 
Thunderbird. ............. 2,265 1,340 2,255 6,766 52,084 62,752 
L-M Division. .............. 8,917 3,429 8,059 24,156 123,617 222,175 
INE: Jovisheuveviasusbondeie |! TROD BA NBD ——avcesesess 110,390 
ee 312 241 305 930 = 18,808 12,834 
ED i sexssesisverenicnves 1,150 3,188 494 2,046 104,809 98,951 
GENERAL MOTORS .. 8,921 2,407 38,115 105,886 1,959,035 2,191,173 
Buick Division. ............ ae 493 1,305 161,076 183,932 
EE WOUND csvccesentin eucicqiccs | Secanesdin-~ whckdlinex,  - SulGauLNS 161,076 182,627 
ae a 493 ao 1,305 
MEENED .., Secinianiiietiets) inmsas —enrdins 2,351 5,721 106,281 109,938 
Chevrolet Division .... 8,200 _.......... 30,468 ‘75,444 1,117,089 1,335,808 
REEOMEED. vc sarsiqeans bchvensns . Oa 2,843 eo 170,626 
Chevrolet (Std.) .... 8,100 2,407 27,625 68,354 1,117,089 1,165,182 
EEE Siccewdeavsssans. “Cicsereis | “oueedeanes 4,803 13,662 275,216 256,473 
SEINE “srskcwlavinescoeswenies esteries  . Gigacnes | "euros 9,754 299,373 305,022 

S-P CORP. 

IND Sivcesncetsiceenst: spennerivi ee 99,107 70,316 
Total Cars, U. S.** .... 48,428 31,741 81,213 233,250 4,058,458 4,481,511 


*Revised. 
**Totals for 1959 include Edsel production. 
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*Revised. 


49,422 93,843 278,086 5,143,660 5,609,657 
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Compacts Grab 54 Percent... 





Output at Year’s Ebb 
But 61s Take a Third 


(Continued from Page 1) 


output taken by the compacts, in-| strike at Wayne was settled last 
cluding the yet-to-be-introduced| Wednesday (Aug. 17). 
* a 


Buick Special and Dodge Lancer. 
Compacts’ output last week totalled 
an estimated 26,276 units. 


ORD MOTOR CO, turned out 
22,682 cars for 46.8 percent of 


A week earlier the compacts|total industry output last week, 
picked up 31.6 percent of total in-| While Chrysler Corp. picked up 34.5 


dustry output on 25,668 units. 

Falcon was the industry’s lead- 
ing producer last week with an 
estimated 11,500 assemblies. A 
week earlier, Falcon’s total was 
11,129. 

Comet turned out an estimated 
7,455 cars last week to mark the 
third consecutive week that it has 
set a high for weekly assemblies. 

Among the other compacts, Val- 
iant increased its output from 2,217 
units the previous week to 3,500 
assemblies last week; Lancer 
climbed from 1,726 to 3,000 assem- 
blies, and Buick Special was up 
from 493 to 721. Corvair phased out 
domestic production the previous 
week with 2,843 assemblies. 


The 100 units turned out by Cor- 
vair last week were all for export 
from Chevrolet’s Bloomfield (N. J.) 
plant. 

ok * + 
OINING in ’61 model output this 
week will be Studebaker Lark 

and possibly Rambler after mid- 
week. Coupling this with rising 
output for Lancer, Buick Special 
and Valiant and heavy phaseout 
operations at Comet and Falcon, 
compact output should hit another 
high this week. 


Comet and Falcon will push 


plant, will close out ’60 model pro- 
duction Aug. 29. Lincoln and Thun- 
derbird will knock off Sept. 9. The 





Project to Select ‘Safest’ Driver 


(Continued from Page 2) 


made on the basis of a series of 
driving performance, medical 
and psychological tests that will 
be given to a select group of 
professional drivers who have 
earned the National Safety Coun- 
cil’s Safe Driving Award for 20 
years or more, This group of 8,844 
represents the top drivers among 
171,525 Council award winners 
from a total group of 298,000 in 
the Council Award program, 

Dr, James L. Malfetti, executive 
officer of the Columbia project, 
which is supported by the Public 
Health Service and the American 
Automobile Assn. Foundation for 
traffic safety, will develop criteria 
for driver selection and coordinate 


Area-Bonus Bill 
Appears Doomed 


(Continued from Page 1) 


Dealers Assn. presented differing 
views at the same hearings, with 
the NADA offering not too strong 
support and the NIADA presenting 
what several members of the 
House committee reportedly viewed 
as strong evidence against such 
legislation. 

That appeared to be the situa- 
tion as the 86th Congress neared 
its farewell. 





testing procedures throughout the 
project. 

The 8,844 award-winning drivers 
will be screened to a group of be- 
tween five and 10 semi-finalists on 
the basis of special questionnaires 
prepared by Columbia University, 
distributed by the Safety Council 
and processed under a scoring sys- 
tem by Remington Rand’s Univac 
Division. 

The semi-finalist group then will 
undergo a two-day battery of tests 
in Chicago Sept. 24-25 with two 
finalists being selected to partici- 
pate in a 2,500-mile round trip 
safety test drive between Fraser, 
Colo., and Furnace Creek in Cali- 
fornia’s Death Valley, beginning 
Oct. 7. The “outstanding safe driv- 
er” will be determined on the basis 
of the Fraser-Furnace Creek test. 

In addition to the safe driver 

phase, the project will utilize a 

number of safety features of a 

mechanical nature for automo- 
biles, as well as employ unusual 
equipment in the final test runs 

to measure skills of the driver. 

Safety equipment will include 

safety belts and safety door 

locks, while testing equipment 


will include tachographs, accel- 
erometers and brake pressure 
gauges. 

Dodge engineers, working with 
the Columbia Team, will specially 
equip a ’58 Dodge station wagon to 
measure driver reactions during 


the tests. Also, special equipment 
will be used on a ’61 Dodge Lancer 
which will be an observer car in 
the tests and will be presented at 
the conclusion of the project to 
the “outstanding safe driver.” 
Deveiopment of the project was 
an outgrowth of the DuPont Co.’s 
testing program for its new Telar 
antifreeze summer coolant, which 
was introduced earlier this year. 


million level this week, marking 


percent on 16,700 assemblies. Gen- 
eral Motors, with its Cadillac, Olds- 
mobile and Pontiac divisions down 


Ford Credit Branch 
Is Opened in Denver 


DENVER.—F ord Motor Credit 
Co., financing subsidiary of Ford 
Motor Co., has opened an office in 
the Central Bank & Trust Co. 
Building here. 

The office manager is Thomas O. 
West, who has been with the Ford 
operations department in Dearborn 
during the last year while the 
nationwide credit system was being 
set up. 


47 


for changeovers, accounted for 18.4 
percent on 8,921 assemblies, Check- 
er Motors’ 125 assemblies accounted 
for the remaining 0.3 percent. 

American Motors and Stude- 
baker-Packard were still shut 
for changeovers last week. 

A breakdown of ’61-model output 
last week showed Plymouth lead- 
ing the industry with 5,500 assem- 
blies, compared with 2,352 cars 
built a week earlier; Dart-Polara 
up from 1,943 to 3,500; Valiant up 
from 2,352 to 3,500; Lancer up from 
1,726 to 3,000, and Buick up from 
493 to 721. 

Chrysler in its first week of ’61 
model output built 1,110 cars and 
DeSoto, also in its first week of 
’61 work, built 100. 

* * * 


Bape pep crm output to- 
talled an estimated 16,465 units 
last week, compared with 12,406 as- 
semblies a week earlier and 14,670 
trucks turned out during the week 
ended Aug. 22 last year. 

Token production at Chrysler 
Corp. and the return of Inter- 
national to the production scene 
gave the Canadian industry an 
output of 750 cars and trucks 
last week. 

A week earlier Chrysler turned 
out 224 cars, and during the com- 
parable week a year ago, the mak- 
ers turned out 3,011 vehicles. 


Possibility for ’61 Cars... 


Eased Floor-Plan Rates? 


(Continued from Page 2) 


being taken, and for months before, 
a number of other fundamental 
shifts have been taking place in 
the economy, The highlights of 
these shifts are: 

1. The general level of interest 


Even mortgage credit, which has 
been particularly tight at times in 
the recent past, is now a bit easier. 

2. There has been one conspicu- 
ous holdout — the prime interest 
rate of major banks has held 
steady at 5 percent for about a 
year, The prime rate is the interest 
charged the biggest borrowers with 
the best credit ratings and all other 
bank interest rates are scaled up 
from the prime rate. 

* 


* 
A DECLINE in the prime rate 
hag been predicted for weeks. 
It is anybody’s guess why it has 
not dropped already. 
Finance companies do not an- 
nounce changes in the floor-plan 
interest rate very much in advance 





As of This Week... 


Here's the Score on Changeovers 


°61 Makes Down for 

In Production Changeovers 
Buick Special Buick (Std.) 
Chrysler Jadillac 
DeSoto Chevrolet (Std.) 
Dodge Dart Corvair' 
Dodge Lancer Ford (Std.) 
Dodge (Std.) Oldsmobile (Std.) 
Imperial Pontiac 
Plymouth (Std.) CANADA 


Plymouth-Valiant 
Oldsmobile F-85* 
Rambler 
Studebaker Hawk 
Studebaker Lark 


Chrysler Corp, 
General Motors 
Ford Motor 
Studebaker 


Going Down 60s Still 
This Week In Production 
Comet Checker 
Falcon Lincoln 
Mercury** 
Thunderbird 


*Oldsmobile F-85 is out of production until Sept. 6. 
**Plants at Los Angeles and St. Louis down for changeovers, but Wayne (Mich.) plant 
will not phase out on '60 models until Aug. 29. 


—S EEE OOOO 





of the action. Changes in the rate 
are often, although not always, 
made at the beginning of the model 
year. 
Floor-plan money is obtained 
from commercial-paper sales and 


Week Week Jan.l Jan.i | , i - 
Same 60-model output over e six- | rates has been falling, particularly| loans from banks. Commercial 
Aug. 20, Week, Aug. 13, August. Aug. 22, Aug. 20, th os short-term rates. Probably the| paper rates are down but bank 
1960 1959* 1960* To Date 1959* 1960 the first time since 1957 that |™most basic interest rate is that| interest has been steady. If the 
12 1,761 9,258 251,407 274,737| model-run assemblies have reach- | Paid by the Treasury on short-term| bank rates join other interest 
91 46 138 4,049 1,943 | ed that level. borrowing. This rate was above 4%/| rates in declining, a cut in floor- 
62 35 123 2,030 2,317| With only Lincoln, Mercury and| Percent early this year; it is now plan rates is not unlikely, 
1,547 308 2,140 51,304 48,226) Thunderbird still producing ’60s,| around 2% percent. Some observers feel, however, 
6,172 7,154 =16,522 229,357 238,360/ total output for the 1960 model ae: that the bank rates will hold steady 
440 2,020 6,405 61,086  %6,077| year is now estimated at 6,013,000. A 50-PERCENT drop in any in-|and other interest will begin to 
INTERNATIONAL ...... 2,480 2,803 345 3,052 95,037 83,949 That compares with the 5,566,657 terest rate in less than a year| climb. If this happens, a floor-plan 
MRI asesaiyitssassayer <ostsersesies 350 398 349 §=6-:11,018 += 11,471 ~—-:10,276 | units turned out during the 1959| is unusual. It shows that the supply | reduction appears to be out of the 
ee seswisvorses. “aieehindse Me - Kewscseacs antiguas 8,759 9,135 | model run, and 4,222,781 in 1958. | Of loanable funds is a ahead | question. te 
NITIEE .cctcbussasdcessincsdnctbose 330 442 296 740 12,836 11,597 : | of the demand which results in a 
IE a cicvesncensns 3220 2,459... 3,220 75,109 88,436 | wri none ee S atput tomate sin | falling cost on the money borrowed.| FRANKERS say they have just 
MISCELLANEOUS ...... 90 85 92 274 2,758 = 8,008 | mini Tr Most other interest rates have about all the business loans 
his a were 1955, when an alltime) j 20, following the lead of the | they can handle now. This picture 
Total Trucks, U. S. .... 16,465 14,670 12,406 42,800 805,203 848,056 | 1950 of 7,136,496 cars was built;| sovernment’s borrowing rates. | Could be reversed, if interest rates 
» the second highest, with) ¢, ial- tes, for in- | continue moving down hill and the 
Total Cars, Trucks, 6,459,625; 1956, with 6,295,580; 1957 ne Fed 
,499,629 ; , 299,580 ; ’| stance, have been sliding since eral Reserve Board continues 
BT sicicieeteessianieess 64,893 46,411 93,619 276,140 4,863,661 5,329,567 | with 6,210,735, and 1953, with 6,086,-| the'beginning of 1960. One of the |to ease the money market. 
OES GRE 750 = 3,011 224 1,946 279,999 280,090| Mercury, attempting to make up| Jo. some of the funds finance | is that the FRB seems to feel 
Grand Total, for loss sustained through a strike osha ies use to provide auto | that the economy is losing 
Cars and Trucks at its Wayne (Mich.) assembly| qoiers with floor-plan loans, strength. At the beginning of the 


year, the FRB was worried lest 
the boom get out of hand. 

If the board is correct and the 
economy is slowing down, the eas- 
ing of the money market will be 
small consolation as sales begin to 
fall off. 


Renault Splits 
Distribution for 
Midwest States 


NEW YORK.—Another privately 
owned Renault distributorship has 
been purchased and closed by Re- 
nault, Inc. 

Integrity Imports, Inc., Chica- 
go, thus joins the list of distribu- 
torships in New Orleans, Seattle 
and Hempstead, N. Y., which 
have been acquired by the Amer- 
ican arm of the French auto firm 
in recent weeks. 

The area covered by Integrity 
Imports — Minnesota, Iowa and 
Wisconsin — will henceforth be 
served by Renault’s new distribu- 
tion center in Kansas City, Renault 
of America, Inc, 

Integrity was headed by Jay 
Walker, who will continue as a Re- 
nault distributor for Illinois, Indi- 
ana, Ohio and Michigan through 
Lake States Imports, Inc., Chi- 
cago. 

Both Integrity Imports and 
Lake States Imports had operat- 
ed at the same Chicago address 
for some time. Lake States was 
not affected by Renault’s acquisi- 
tion of Integrity Imports. 

A Renault spokesman said that 
Renault “has no overall program” 
to replace privately owned distri- 
butorships with factory branches. 






























to decline next year, the squeeze on 
margins will probably worsen, 

“Altogether, 1961 is likely to be 
a troubled automotive year.” 

The view of this researching 
agency is quoted here because its 
past. forecasts have been reason- 
ably accurate. Whether you agree 
or not, there is nothing in the 
economic picture right now that 
indicates a big year in 1961 for 
the automakers. 

Rather, the indications are that 
new-car retailers will be harder 
pressed than they have been for 
several years if 1961 sales are to 
come anywhere near matching 

those of the current yeu. 
* * 


MANY COMPANY spokesmen 
continue to predict the current 
decade will bring several eight- 
million car years. 

I agree with this expectation, 


Sales by Dealers 
Trail 1959 Pace 
By 4 Percent 


WASHINGTON.—Sales of new- 
car dealers amounted to $3,069 mil- 
lion in June, up $15 million from 
the May total but 4 percent below 
the figure for June of last year, the 
Commerce Department reported. 

Total retail sales in the nation in 
June reached $18,991 million, a gain 
of 2 percent over the totals for May 
and June, 1959. 

June volume of tire, battery and 
accessory dealers was $238 million, 
up 7 percent from May but little 
changed from June of last year. 

Sales of service stations in June 
totalled $1,533 million, up 3 percent 
from May and a gain of 6 percent 
from June of last year. 

June sales of automotive whole- 
salers reached $571 million, a gain 
of 7 percent from May and an in- 
crease of 4 percent over June, 1959. 





Obituaries 


Paul Frank Wood 

ASHEVILLE, N. C.—Paul Frank Wood, 
30, who had been in business with his 
father in an auto firm here, was killed 
Aug. 13 near Canton, N, C., when his 
car struck the side of an empty gasoline 
tanker truck. 

* * 


* 
Arthur Alexander Ruby 
PASADENA, Calif.—Services were held 
here for Arthur Alexander Ruby, a former 
Pasadena resident who was said to be the 
designer of the first steering-column gear- 
shift for Pontiac in 1937. He was affiliated 
with California Society of Professional 
Engineers and the Society of Automotive 
Engineers. 
* * * 
Eugene Tyjeski 
CLEVELAND.—Eugene Tyjeski, 63, who 
retired in 1952 after 25 years as an auto 
dealer, died Aug, 7. 
+ * * 
Floyd Y, Hanner 
SANFORD, N, C.—Floyd Young Han- 
ner, 79, retired auto dealer, died Aug 9 
at Memorial Hospital in Chapel Hill, He 
was a former city alderman and county 
commissioner. 
* * * 
Belton S, Thompson 
WHITEVILLE, N. C.—Belton S. Thomp- 
son, owner and operator of Columbus Mo- 
tor Co, and the B. S. Thompson Co. here, 
died Aug, 10. 


* * + 
William H. Rowe 
GORDONSVILLE, Va. — William H. 
Rowe, 72, retired auto dealer of Gordons- 
ville and Newport News and a partner of 
Charlottesville Motor Co, before his retire- 
ment several years ago, died Aug, 3 in a 
local hospital, 
* * . 
Edmund G. Bollman 
GRAND RAPIDS, Mich.—Edmund G. 
Bollman, 58, owner of Bollman’s Motor 
Sales, Inc., died of a heart attack Aug. 6. 
* * 


* 
Chester J. Wilkie 
WAUSEON, O.—Chester J. Wilkie, 67, a 
former auto dealer, is dead. 
* * * 
Hyman Stein 
PHILADELPHIA. — Hyman Stein, who 
was associated with his sons in Colonial 
Sales, Inc., died Aug, 8, He was 75. 
* * * 


Lape W. Thorne 
CINCINNATI. — Lape W. Thorne, 67, 
founder and president of Lape W, Thorne 
Bus & Truck Equipment Co., died Aug. 8. 
He formed his own company in 1953, two 
years after his appointment as general 
manager of Lake GMC Truck Sales, Inc. 
* * . 
Ernest L, Mastenbrook 
MUSKEGON, Mich.—Ernest L, Masten- 
brook, a used-car dealer for many years, 
died. Aug. 10 at the age of 53, 
* * * 


Walter J. Braun 
MANITOWOC, Wis.—Walter J, Braun, 
68, an auto dealer, is dead, 


Wilkie Views... 


Retrenchment Ahead? 


(Continued from Page 8) 
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although not with the statement 
of some of them that by midway 
in the current 10-year period 
eight-million car assemblies an- 
nually will have become common- 
place. 

Competition in the auto industry 
is such that each automaker has 
to try to outdo his fellow manufac- 
turers in the number and variety of 
models he offers the public, 

As long as this continues to be 
the rule in the industry, there will 
continue to be peaks and valleys 
in the production and sale of auto- 
mobiles. 


HELP WANTED 


—_—_—_———————————— 





FINANCE 


If your present job offers you limited 
opportunity, we will talk to yeu about 








































field. These positions will entail immedi- 
ate management responsibility. Salaries 
open dependent on past experience. 
Finest employe benefits including profit 


HELP WANTED 


SERVICE MANAGER for Buick in South- 
ern California city of 100,000, Semi- 
desert climate, Want hard working, ex- 
perienced man to maintain our 70% plus 
absorption, Give resume and references 
with telephones. Box 1706, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER, must be thoroughly 
experienced in shop supervisory work, 
factory claims, etc. Chrysler, Imperial 
and imported cars. New modern shop, 
top salary plus incentives. Mr. Kaye, 
oem 949 Central Ave., Albany, 


sharing, medical hospitalization and life 
insurance. Those selected will have an 
outstanding future. 


Call or write—Mr. D. Whiteman: 


GENERAL FINANCE 


CORPORATION 
1301 Central Street 
Evanston, Illinois 
UNiversity 9-9800 


SERVICE MANAGER WANTED—Chevro- 
let-Cadillac dual dealership located in 
the Southeast, fastest growing county 
in U. 8. Applicant must be aggressive 
and a builder, Present customer labor 
volume $10,000.00 per month, this in- 
cludes body shop, Modern, up-to-date 
facilities and equipment. Applicant must 
be fully experienced in every phase of 
service management. Salary plus monthly 
incentive. Send complete resume to Box 
1711, c/o Automotive News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that 
stops shimmy and shake in cars, elimi- 
nates all wheel balancing and tire truing 
and most front end work. Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Manu- 
ne Company, Box 816, Sioux City, 
owa. 


SALES MANAGER—For top selling Gen- 
eral Motors line. Dealership has long 
term, high reputation in area. Fast 
growing North Dakota point with in- 
creasing volume potential. Must be force- 
ful closer, have good character and hab- 
its, capable of training, supervising and 
developing sales force to keep up with 
growing potential. Salary, bonus, group 
insurance. Please summarize employment 
and earnings record. Box 1738, c/o Au- 
tomotive News, Detroit 7. 


GENERAL MANAGER—SALES MAN- 
AGER—Parts manager, Ford dealership 
in New York state. We are interested in 
experienced top-flight men only. Include 
resume of experience in first letter. Box 
1739, c/o Automotive News, Detroit 7. 


SALES MANAGER for aggressive dealer 
handling one of ‘‘Big Three’’ in southern 
Florida. Wonderful city to live in, one of 
the fastest growing. Kindly send resume 
and photo. All replies held absolutely 
confidential. Box 1743, c/o Automotive 
News, Detroit 7. 











PRODUCT 
MERCHANDISING 
ASSISTANT 


Opening with a major automobile parts 
manufacturer to handle promotion of key 
product line. Duties include creation of 
sales aids, displays, catalogs and other 
merchandising aids. 


Will prepare sales programs for jobbers, 
including staging meetings and writing 
scripts. Also will coordinate activities with 
other departments in releasing programs. 
Age 25-35, with three to five years’ pro- 
moting products sold through jobbers and 
distributors. Send resume in confidence, 
our men know of this ad. 


Box 1744, c/o Automotive News, Detroit 7. 








Leading Ford Dealer Seeks 
NATIONAL 


FLEET SALES 


REPRESENTATIVE 


Here is a great opportunity for a 
thoroughly experienced man to move 
‘way UP into the BIG time and the 
BIG money. We do an outstanding job 
in passenger car and truck fleets 
nationally. An exceptionally generous 
profit-sharing basis assures tremendous 
earnings for the right man. We are 
promotionally aggressive and highly 
regarded — the kind of company a 
sales-minded man enjoys working for. 
You may work from anywhere in the 
U. S. to best cover your accounts, 


Contact Mr. Goldsmith 


QUEEN FORD 


216-25 Hempstead Ave., 
Queens Village, N. Y. HO 8-9400 


SERVICE MANAGER 


Exceptional and unlimited opportunity avail- 
able to a service manager who is seeking 
a future for himself and his family. One of 
the largest Chevrolet dealers in the south- 
west has an urgent requirement for an aggres- 
sive, ambitious person between 30 and 50 
years old who has a proven record as a 
service manager and executive in developing 
men, sales and profits. This dealership has 
been in the Chevrolet retailing business over 
37 years and is expanding rapidly. We're 
interested only in men who can handle large 
volume service departments, who are looking 
for big challenges and large compensations. 

pensation based on performance. Highly 
lucrative pension plan plus full range of 
fringe benefits available. 

















Send complete resume of your experience 
and accomplishments including a _ recent 
photograph to Box 1746, c/o Automotive 
News, Detroit 7. 



















HELP WANTED 


EXCEPTIONAL OPPORTUNITY 
FOR AUTOMOTIVE 
RETAIL SALES TRAINING MEN 


Major automobile manufacturer needs several men for expanding progressive 
retail sales training program. 

Applicants should have recent retail automotive selling experience, preferably 
on the sales management level. 

Preferred age bracket—35 to 45 years old. 

Excellent compensation and fine opportunities for advancement in this ex- 
panding program. 

When replying, give resume of employment record and enclose a recent 
photograph. 

ALL REPLIES HELD IN STRICTEST CONFIDENCE—WRITE TO 
BOX 1736, c/o Automotive News, Detroit 7. 





POSITION WANTED 


YOUNG MAN, 34 years old, sober, good 
health, past experience as used car sales- 
man, 2% years Ford dealer, Managed 
new and used car department for local 
Pontiac dealer 5 years, Also managed 
used car department 18 months for 
America’s largest Pontiac dealer in De- 
troit. Presently employed as used car 
manager for metropolitan Chevrolet 
dealer. Desire employment with Detroit 
dealer as manager—preference for used 
cars, Would consider moving to West 
Coast for permanent position Box 1700, 
c/o Automotive News, Detroit 7. 


DISTRICT MANAGER — AUTOMOTIVE, 
19 years field work, knowledge of all 
phases of dealer operations, Excellent 
references, proven record, Prefer Kansas 
City, Missouri area. Box 1730, c/o Au- 
tomotive News, Detroit 7. 


GENERAL SALES MANAGER, fully qual- 
ified to build and manage all phases of 
a large sales force, Best of references. 
Prefer Columbus, Ohio, Box 1716, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER — 20 years’ GM 
products volume experience, seeking re- 
sponsible position in New York area. 
Box 1719, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER—‘‘Big Three’’ ex- 
perience. Have operated own dealership 
successfully; know all phases of dealer- 
ship operation from business manage- 
ment to sales. Age 42. Locate anywhere. 
Box em c/o Automotive News, De- 
troit 7. 


WANTED—RESPONSIBILITY. 35 year old 
ex-GM dealer (medium line—400 car), 
service and sales background, would 
consider service or sales manager posi- 
tion in large dealership or general man- 
ager for medium-sized deal. Take ad- 
vantage of my experience and benefit 
from the mistakes I’ve made. Box 1741, 
c/o Automotive News, Detroit 7. 


YOUNG MAN, college graduate, civic and 
church leader, having GM, Ford and 
Chrysler approval, desires permanent po- 
sition—buy-in, partnership, general man- 
ager—in nice community. Have proven 
record in America’s toughest markets. 
Excellent references furnished. Box 1742, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER—GMC certified, 15 
years’ successful service manager expe- 
rience. Five Star Award winner Avail- 
able because my boss died and shop was 
dissolved. Loyal, sober, excellent refer- 
ences, 45, married, have two children. 
Box 1732, c/o Automotive News, De- 
troit 7. 


PARTS REPRESENTATIVE, two years’ 
experience Renault-Peugeot covering Ok- 
lahoma, Texas, New Mexico and Arkan- 
sas, desires like position with import 
manufacturer or distributor. Will relo- 
cate. Contact: Bill Lacy, 3107 Malvern 
Road, Hot Springs, Arkansas, Phone: 
NAtional 3-3959. 


POSITION WANTED 


BUSINESS MANAGER—ACCOUNTANT— 
General Motors, six years’ experience. 
Must move to dry climate, Arizona pre- 
ferred. Age 45, married, family, Box 
1733, c/o Automotive News, Detroit 7. 








KEY MAN 
AVAILABLE 


After- 20 years as an automobile dealer 
handling the major lines of the "Big Three," 
this alert, young, ambitious, highly experi- 
enced automobile expert is, for the first time 
in his career, available to work for someone 
else. If you want a man to handle the entire 
operation, are willing to pay a top salary, 
plus a bonus, then answer this ad. If not, give 
to someone you know who is in need of this 
know-how, Will relocate immediately, 


Box 1737, c/o Automotive News, Detroit 7. 








DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP HANDLING 
FORD, Pacific northwest, Rich commun- 
ity, city of 12,000. Owner retiring. Write 
Box 1698, c/o Automotive News, De- 
troit 7. 


DUAL HANDLING GENERAL MOTORS 
in lower Michigan, one of the finest GM 
duals in this area. Industrial town of 
12,000. Excellent service facilities, and 
used car display. Modern building, low 
rent, Will sacrifice, buy only parts, 
equipment and fixtures. I am buying @ 
large metropolitan GM dual, the only 
reason I would sell, Write Box 1731, 
c/o Automotive News, Detroit 7. 


FLORIDA, Handling Plymouth-Valiant, 
350 new units. Owner wishes to retire. 
Box 1721, c/o Automotive News, De- 
troit 7. 


KENTUCKY, Dealership handling Ford, 
Mercury and Fordson tractors. Net profit 
during past 20 years over $400,000. Own- 
er retiring. Wonderful opportunity for 
young, aggressive man with small 
amount of capital, Owner will carry 
most of purchase price, but buyer should 
have at least $20,000 cash. Davis T. 
Bohon, Realtor, Central Bank Building, 
Lexington, Kentucky. Ph. 3-1515. 


SEVEN YEAR OLD, established agency 
handling Volkswagen, in modern building 
within 100 miles of New York City. Po- 
tential growing steadily. Five year lease 
with optional extension. Ample room for 
expansion. Box 1745, c/o Automotive 
News, Detroit 7. 


AGENCY HANDLING DODGE, DeSOTO 
and Dodge truck for sale at inven- 
tory. Will give long lease on excel- 
lent buildings and facilities, Good for 
about 150 new cars and trucks per year, 
Have outsold Ford and Chevrolet for 
past fifteen years. Owners health reason 
for selling, Contact: Jeff Hooker, Box 
24, Hatch, New Mexico; Phone: AM- 
herest 7-3611. 





DEALERSHIPS AVAILABLE 


It isn't floor-planning unless 


IT'S NEW 


SKODA | 


FLOOR-PLANNING! 


Engineered to specific dealer needs . . . Designed to help you 
move Skoda in multiples . . . The new Skoda wholesale finance 
plan has as many profit-making advantages as Skoda itself: 


SOFT-TOP CONVERTIBLE, $1995.* 
HARD-TOP CONVERTIBLE, $2150.* 


TWO-DOOR SEDAN, $1575.* 
*Suggested Retail P.O.E. N. Y. 


Wholesale financing available to qualified 
dealers. Selected dealer territories 
available. For complete franchise information 


write er call: 


AMSKO DISTRIBUTORS 


5069 Broadway, N. Y. 


Importers and Distributors, East Coast 
Willy Witkin, 2400 W. Washington Bivd., 


Los Angeles, Calif. 


Importers and Distributors, West Coast 
DUBLIN AUTO SALES, Murray, Kentucky 





SKODA 


@ out-weighs, 
out-features, 
out-performs any 
car costing 
hundreds more. 


@ wraps up profits 
(above domestic 
averages), 


@ minimum investment 
- +. complete 
service program, 


@ powerful advertis- 
ing and promotion 
at national, trade 
and dealer levels. 
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DEALERSHIPS AVAILABLE 


EXCLUSIVE DEALERSHIP AVAILABLE 


This investment covers a working stock — 
of pools, personal services of engineering . : - 
and sales consultants, factory paid ad- 
Vertising, publicity releases,” manualized| “Buveng” go Biymoutns acer, | 19OO = 1959 = 1958 || HANSA CORPORATION WITH LUBRICATED 
r oe 7 7 doors, and 10 station wagons; 21 Val- 
ae ae ae ae iants—4-doors (V-100’s and V-200's), MOST MAKES Master Parts Depot AUTOMATIC BRAKE 
h ~~ is aan ae Tl ceanataner ae an| also some station wagons. These are all & BRAKE CABLE 
noah Paha kU as i Capri is| brand new 1960 Plymouths and Valiants. 
exclusive territory is assured. Capri is We will sell any of the above cars for Western Distributor LEADS IN SALE 
the only swimming pool manufacturer $25.00 to $50.00 over invoice, Economy 1 Ss eee 
who guarantees the dealer’s success in Motors, 75 McCartney Road, Campbell 326 Marsten Rd. 
writing. For complete information write: Ohio RI 4-116% y , : Burlingame, Calif. VALUE AND —— 
John W. Briscoe, Vice-President, Capri . . CHEVROLET Di. 2-6358 
Manufacturing, Inec., Dept. A, 2021 m PERFORMANCE 
North Lincoln St., Burbank, California. . 
CALIFORNIA dealership handling Chrys- B'way & 133rd St., N. Y. C. BMW PARTS AND ACCESSORIES for || Declers’ List Price........... .$69.80 
ler, Dodge, Dodge truck, Simca, Estab- VOLKSWAGENS Ed Hogan AD 4-6000 Isetta ‘‘300,’’ ‘600, “700.” Contact | Dealers’ Special Discount 25%. 17.45 
your nearest distributor or Ludwig Mo- ' 
Dealers Net with 4 


in growing swimming pool industry. 


CARS FOR SALE 










CARS WANTED 


LIMOUSINES—S8 passenger—new and used, 
Dennis Distributor, 4804 N. Saginaw St., 








LLOYD PARTS for all models. U. S.’s old- 


PARTS FOR SALE MISCELLANEOUS 







est authorized Lloyd importer, If car is 
down, we ship same day. Foreign Cars 


—— ae i c. “ero Flint 5, Michigan. 

alifornia, one oO merica’s oldes ; > = 

swimming’ pool manufacturers, Is mak- cane ren Sale Ample Supply of Tate vite ced re 
yaaa Measures Up To 


ing available to carefully selected indi- 
viduals in some major markets, an ex- 
clusive swimming pool dealership, Capri 
will completely establish the individual 
or group in the swimming pool business 
and provide all personal services and 
merchandise to establish the dealership; 
and continuing guidance to help the deal- 
ership grow profitably, Our dealers do 
make an investment of $6,500 with 
Capri, as any businessman would expect, 








lished 1954, 40,000 trade center, 400 new 
and used per year, approximately $45,000 
parts and equipment, Will sell or lease 
building. Box 1693, c/o Automotive 
News, Detroit 7. 





DEALERSHIPS WANTED 


FLORIDA—either coast. Top cash price, 


Can act immediately. 


factory approved, 
De- 


Box 1694, c/o Automotive News, 
troit 7. 


EXPERIENCED AUTO DEALER desires 


trolling interest, Replies held confiden- 
tial., Write Box 1722, c/o Automotive We import and distribute direct 
News, Detroit 7. P 7 P.. ax tie ton Four Clamp Hook-Up 
’ 
HAVE $5,000.00 to $7,000.00 to invest in Dealers’ List F.0.B, Factory ........ $59.80 
—_—_—_—_—_—— ees | i Dealers’ Special Discount 25%... 14.95 


well-established Chevrolet or Ford deal- 
ership in Pacific Northwest, Prefer me- 
dium or large size operation with sound 
record of growth and profit. Will make 
offer for outright purchase or buy con- 





a buy-in deal. Experienced, Chevrolet or 
Chevrolet dual, or Pontiac dual, South 
Wisconsin, Illinois, Indiana preferred. D. 

















CLEAN 
USED 
CARS 











































Imm. del. Baltimore—All colors—All types 


All Commerce & Trading Corp. 
120 Wall St., New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-121 








‘60 VOLKSWAGENS 


Fully Americanized—All colors—All types 
Immediate Delivery 


G. M. BAER MOTOR SALES 
35th & Market Sts. Camp Hill, Pa. 
Phone: Harrisburg, REgent 7-4555 











Wholesale 
Mercedes-Benz 








OFFICE EQUIPMENT WANTED 














ALL MODELS 1955-1960 


WANTED 













Thousands 


All to be sold at 75% off list. 


Burnt, being broken up for parts or to be 
sold as a unit. 












e PARTS - 
HANSA 


Goliath 


e Express 
















tor Corporation, 421 East 91st Street, 


New York 28, N, Y., TRafalgar 6-7010. | § Standard plus 2 Large 


Adapter Clamps 
Federal Excise Tax Included 


* 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 


of miscellaneous new parts for 
'58-'60 RAMBLER AMBASSADOR V-8 
'58-'60 DODGE 600D TRUCKS 


‘57 CONTINENTAL MARK II 


For information call Cloverdale 6-1042. 
TRANS-UNION SALVAGE 


Dealers Net with 4 


ACCESSORIES FOR SALE 
Standard plus 2 Large 








$448 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


$5235 

























































H, Bildsten, 1015 Oak St., Baraboo, GLOBE AUTOMOTIVE 
Wisconsin. ee Adapter Clam 
FLORIDA, or Southern states—Chevrolet IMPORTS, INC. be Y PORTABLE DUAL CONTROLS Federal "Excise Tax Included 
deal up to 500 P.P. Will pay cash, fac- On Rte..17K, Montgomery, New York TO Recommended for Driver-Education Cars b a 
- rs by 





the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford and Plymouth for all 
their models, including compacts. Automatic 
transmission $25; standard $30. Money back 


Telephone: Newburgh, JOhn 2-0847 
Cable: GLOIMP 


tory approval, No real estate, Write Box 
1734, c/o Automotive News, Detroit 7. 


"BUSINESS OPPORTUNITIES 






Used N.C.R. Automobile ‘‘ON THE BALL’! 









AUTO SUPPLY, wholesale and retail, In- 
diana town of 3,000, Owner retiring. 
$12,000 in stock. Bargain, Kashfinder, 


Wichita, Kansas. 





HAVE TWO of the hottest used car lots 
in a midwestern city of 300,000, Re- EXTRA CLEAN 1958 a , 
cently opened the second lot and find and condition in first letter. SHOP EQUIPMENT FOR SALE Dealers’ List F.0.B. Factory 951.40 
REPAIR SHOP FIXTURES, tools and sup- | § Dealers’ Special Discount 25%.... 12.75 


need of a partner capable of taking 
charge. Retailed 371 cars from original 
single lot in first six months 1960 with 


net profit of $24,671. Equipment, office 

fixtures, air conditioners, electrical signs, 

etc.—all clear, Good leases, wonderful INC. . caer Canalport, Chicago, Il. | § Adapter Clamps 

locations, unlimited credit line, This is . Federal Excise Tax Included 

a wonderful, golden opportunity for a POLICE CARS 5100 E. 11th ALEMITE ELECTRIC high Pressure bar- e 

good man willing to work. Can buy half re pump—sales counter, les, chairs, 

interest for $10,000. No drinker need (OVER 300) ae pape ange = — Printer” roe rece ee ei 
one: - — ee joors ubstantial Di ts 

each 7 feet by 40 inches wide, plate ntia scoun 


apply. Write Box 1735, c/o Automotive 
News, Detroit 7. Replies confidential. 


6146 LIMEKILN PIKE s 
PHILA. 41, PA. — WA 7-2500 speed, 240 engine, dual rear wheels, heater. 
Never sold, never used. Time nee ware iat wvontern: 
iv s Lt ive Wheels 
. 
$100.00 REWARD information leading to GRANT'S CHEVROLET, INC. RO ADK ONLY een a7 {Wfectern), ted. 
400 River Road, Puyallup, Washington " peg 2, Man. 


recovery 1960 Ford 4-door station wagon, 







Accounting Machine 












Please give price, size, age 







STONE BUICK, 


FORD 












IN PHILADELPHIA 


6 & 8 CYLINDERS 
Standard & Automatic 
TRANSMISSIONS 


FOR INFORMATION 
WRITE OR PHONE 


R. D'AGOSTINO or D. BATTIS 
OGONTZ SALES & SERV., INC. 


















BUSES FOR SALE 
FOUR (4) NEW 60 passenger Chevrolet 
school buses. Giles Chevrolet Sales, Port 
Jefferson, New York. Phone: PO 8-1234, 















SCHOOL BUS 


Brand new 16-passenger International, $1,000 
off dealer's cost. Your total cost, $3,494. 4 

























guarantee. 
INC., 1701 Balmoral, Detroit 3, Mich. 


oO 





PORTABLE DUAL CONTROLS, 





Cadalloysteel Coupler 








plies for 15 car body and mechanical 
shop. Package deal with or without two 
tow trucks. Contact Canalport Auto Re- 


Dealers Net with 2 
Standard plus 2 Large 





To Distributors 
Write for Illustrated Catalog 


glass in center of each, have wood 
frames, can be used together or sepa- 
rately. Outdoor electric sign with clock 
—also, new heaters for older model 
Dodge and Plymouth cars, M. J. Lana- 
han Motors, 2518 S. Michigan, Chicago, 
CAlumet 5-7300. Open 8 to 4, Saturday 
8 to noon. 











Special Introductory Offer 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Indus 
since 1939" 


Canadian Distributors 


MISCELLANEOUS 





Limited 


The NE 





TOW-PILOT 


$3825 





Factory Sales Division 
PILOT DISTRIBUTING CO. 









































white, red interior, Serial No, OU6sW 
117430, Kentucky license No, 237-613, Complete with adjustable $450 
driven by man known as W, C, (Bill) PARTS FOR SALE long 36’ draw beam bar 
Myrick, Call collect: Harold Reeves, - - and steering guide cables 
BE FIRST GHEVROLET PARTS, antique or classic. 
L UC A D, the Dealers’ Direct 
ory 





Ford dealer, Albany, 





Reeves Motor Co., 
Kentucky. 

$100.00 REWARD for information leading 
to the recovery of 1960 Chevrolet Impala 
convertible, black with black top. Serial 
No. 01867N-106078, bearing Ohio license 
No. 599-CU, operated by man known as 











Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


HAVE A CHEVROLET 
parts? Try Fuller-White Chevrolet, Tulsa, 


$250,000 inventory perpetually controlled. 


“tied up’’ for 





1961 
VOLKSWAGENS 























Standard Four Point Hooky 
with Regular Draw Beam . $3950 
Universal Wrist Action Bar 


Tow Bar Sales Co. 


Exclusive Fact: Distribut: 
DE 2-0700 AN 3.8888" Nites: BA. 





to Leading Auto Auctions. 






SEE PAGE 28 


s 
1-8717 





Al Brown. Call Queen City Waseeae 
Company, Cincinnati, Ohio at PArkway 2 
1-4880 collect AND’ notify your local! Ghias, Convertibles, Buses Cc - 
all Collect “2 pay charses for the nation's 
on $100.00 orders 





police. 


DEALER SERVICES 


RAO SLIT 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 











MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


San Antonio, Texas—CApitol 5-6756 





BMC e JAGUAR ¢ HILLMAN 
Clearance of parts. 


1954-"59 


Some as low as 663%4% discount. If seri- 


ously interested send for list. 


IMPORTED MOTORS OF 
FLORIDA, INC. 
2609 S. Federal Highway 
Fort Lauderdale, Florida JA 4-5511 


to all ports. 
1960s, 1959s, ete. 







Call, Write or Wire 


LOWNI CORP. 


200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 
Jacksonville, Fla.—ELgin 6-7551 
















~ MISCELLANEOUS 


BLACK BEAUTY BUMPER TOWBARS 


WHITE MULE 








40 So. Clinton St., Chicago 6, Ill. 






TOP AUTO AUCTIONS 





New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E, JEFFERSON, DETROIT 7, MICH. 


| 
| 
* Worldwide financing and refinancing up 
to 36 months . . . fer officers and non- TRUCK TOWBARS AND SADDLES Street Address........ 7 jenwead Coccccccccccccccc cs cAOMO NOsscccccce 
coms of pay grades E5 and above... : ce a 
on simplified, non-recourse basis. A COMPLETE LINE OF ENGINEERED City ednnan'0ano06 ghee 09e4eden eaeéenteen Micws ocd -aeeeenaa 
* Cars may be taken overseas without re- TOWING EQUIPMENT TRADE CONNECTION: 
td THE MARION MANUFACTURING CO | Cer Bester [) Truck Dealer C] Manufacturer C) 
Military Acceptance Corp. . Jobber [J inti Financial C] Supplier [1] 
Dept. D, P. ©. Box 2166, 800 Broadway P. O. BOX 1026, MARION, OHIO DU 2-7594 |||) ae 
ake of Car....... 
L. 8-22-60 
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“Since we’re offering limited slip 
differentials on ’61 models, let’s 
get ’em on our demonstrators! 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL 


Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
—because the power 
goes to the wheel with 
the traction. 


if you're mear an un- 
paved country road or 


lane where you can run. 


one rear wheel off into 
soft soil, you can put on 
a powerful demonstration 
of how easy it is to get go- 
ing instantly—with LSD. 


Dirt really flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddle in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 


In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 
start up instantly. 


















—_— ™~ 
—— 
" 


Be sure to order factory-installed limited slip differentials on all 


of your 61 demonstrators. The limited slip differential—which directs 
power to the wheel with the greater traction—is easy to sell when the 
prospect sees how it works! And there are prospects galore: 

police departments, taxi operators, doctors, rural letter carriers, 
salesmen, housewives, utility companies—everybody who really can’t 
afford to get stuck. The limited slip differential is a honey to 


demonstrate and a mighty good customer satisfaction builder. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’61 DEMONSTRATORS! 





CoRPORATION 
Toledo 1, Ohio 








